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Refrigerator Time 


Somebody Has to See That the Butter Stays Fresh and That There’s a 
Cold One on the Ice for the Tired Homecomer 


By L. S. SOULE 











A refrigerator display in connection with gas ranges and aluminum ware, made by the Kimbrough Hardware 
Company, Muncie, Ind. 


ALM BEACH suits will be in evidence and Watch the Merry Haberdasher 
Pine festive straw lids will replace the stiff tiles The heberdasher is already unpacking his pana- 
on Broadway and Fifth Avenue. The man in_ mas and B.V.D.’s. The corner drug store is laying 


Chicago will call out “Draw Two” and his cousin jn a stock of imitation syrups and fruit juices. 
in Sioux City will wink at the soda fountain clerk They are laying the foundation for a heavy run 
and say, “Er—the regular thing, George.” Mother when the hot wave strikes. If you look at the cloth- 
will wear herself to a frazzle trying to make a fifty- jer’s windows you will notice that he is putting a 
cent piece of ice keep a thirty-five-cent pound of hearty kick behind his winter stuff and working 
butter from an untimely death and Dad will cuss the odd-cent game overtime in an effort to get from 
the ice man as he reads his first of the month mail. under. If you could look over his futures you would 
There will be a slump in linen collars and the office find that he has already bought the things that com- 
closet will be filled with surplus coats. No more fort in hot weather demands. He has called out his 
soup and “ham-and”; heavy on the ice cream and _ reserves and is ready to put a good bunch of new 
cold tea. We will soak our overcoats with Uncle and material on the firing line at the opportune moment. 
take out the antiquated lawn mower,and the stenog- The haberdasher is awake. 

raphers in the Good Place will be kept busy taking 

Get Off Your Foot 


down such notes as “Warmest weather we’ve had in 
ten years” and “This is very unusual weather for The hardware man has a reputation for standing 


this country.” The pet dog will roam the streets on his own foot and kicking because his corns hurt. 
with his tongue hanging out trying to locate the one We are prone to wait until after inventory before 
cool spot where his master is hanging out. Every even lining up on the goods for spring and summer. 
kid in the old town will wear a sore toe and a sun- We can’t seem to grasp the idea that preparedness 
burned back, and the village orchestra will get don’t necessarily mean war but that it does mean 
busy on the time-honored ‘“‘There’ll Be a Hot Time safety when trouble comes. Some of our enterpris- 
in the Old Town To-Night.” ing dealers are booked for an unpleasant half hour 
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when they finally place orders for lines of goods 
affected by the war. Others are going to get a sharp 
jolt when they jar loose with some order that should 
have been placed last fall. They are due for an 
attack of heart failure when the invoices come in, 
and they are going to wonder how Jones can afford 
to sell some lines cheaper than they can buy at 
wholesale. There is no real excuse; the traveling 
salesman put them wise at the proper time. The 
trade papers have harped on the question until it 
has become an office joke. Some people never look 
for honey until they are stung. Are you in that 
class? 

When the sun gets its summer clothes on, there 
is going to be a call in your neighborhood for 
refrigerators. The busy housewife is scheduled to 
keep the butter cold and the eggs from premature 
hatching. The ice man is already looking for means 
to collect the living he claims the world owes him. 
We may kick on the size of the chunk he leaves on 
the back porch of our homes but we have to take our 
hats off to him from a business standpoint. He 
delivers the goods. Have you made preparation to 
meet the call of the cold bottle? Have you stocked 
a line of those comfort makers that keep the family 
temper down to normal and kill the smell of the 
limburger? If you haven’t, you’ve been standing 
on one of your own pet corns and you are in line 
for a self-made holler later in the season, 


Not Necessary to Buy the Factory 


It isn’t necessary to buy the entire stock of some 
factory. You can use the same judgment in buying 
refrigerators that you do in other lines. Get some 
of the cheaper ones, more of the medium grades, 
and at least a few of the top notchers. You may 
imagine that they will never move, but experience 
has proved that there are a few customers in every 
community who demand the best. Study the good 
points of the lines you handle. Get posted on the 
ventilation system, the ice-saving qualities and the 
general make-up. Wise up to the fact that you can’t 
sell goods intelligently unless you know what you 
are talking about. The mere fact that a refriger- 
ator is a receptacle for left-overs won’t get by in the 
selling field. Find out why the butter stays fresh 
jn a refrigerator and why it will stay fresh longer 
at a less cost in the particular refrigerator you sell. 
Advertise the line before the demand comes so that 
the customer will know that you are alive and have 
the goods. A day early is one hundred per cent to 
the good over a day late. 


The Final Note 


If you are not in the refrigerator game wake up 
and get on the map. It’s a real hardware item and 
it’s up to you to connect. There is a good profit in 
the line and every house owner is a prospect for a 
sale. This is the time to convince the customer that 
you are in the field to fill all of his hardware wants. 
The mail-order house has put you in wrong in this 
line and it is up to you to get back on the ground 
floor. 

Refrigerators will help to land you in the proper 
column. You can bank on the summer coming. Are 
you game for a try? The cards are in your hands. 


One Way of Selling Skates 


MouUNT CARMEL, PA. 
To the Editor: 
I inclose you three exhibits in a recent transac- 
tion and leave it to you whether an exposure might 
be of any use to the trade. 


Hardware Age 


R. Mandel, whose billhead I inclose, came initio 
my store a little over a week ago and wanted to sell 
me roller skate repairs for immediate delivery, 
from’ his grip, for spot cash. I told him it was 
against the rules of the house to buy goods that 
way. Then he solicited an order for Union Hard- 
ware Company skates and gave me prices away 
below what I could buy them for, showing me orders 
he had taken from dealers in Scranton, Wilkes- 
Barre, Hazleton and Shenandoah, mostly copied on 
the local dealers’ stationery. I gave him an order 
as per inclosed copy, and the correspondence in- 
closed explains the rest. He had good prices on 
skate repairs, er parts, but could not deliver them 
with an order for skates, and I held to my rule of 
not buying goods that are offered in a peddling way. 


Very truly yours, 
JOHN WARDROP. 


The Mandel Billhead 
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Exhibit 2—Letter to the Union Hardware Company 


MOUNT CARMEL, PA. 


UNION HARDWARE COMPANY, 
Torrington, Conn. 
Gentlemen: 

I gave an order for No. 6 and No. 12 roller skates 
to R. Mandel, 206 Broadway, New York, trading as 
the Universal Skate Supply Company, and as I know 
nothing of the firm I would like to know if I will 
obtain the goods. He represented that they would 
be shipped direct from factory and that I would 
get them promptly. Thanking you in advance for 
an early reply, I am, 

Yours very truly, 
JOHN WARDROP. 


Exhibit 3—The Reply 


JOHN WARDROP, 
Mount Carmel, Pa. 
Dear Sir: 
Yours of the eighth inst. received. 
Unfortunately, we are not acquainted with R. 
Mandel or the Universal Skate Supply Company. 
We have had no business dealings with the above 
and cannot give you any information whatever. 


Yours very truly, 
UNION HARDWARE COMPANY, 
° George D. Lyford, Treasurer. 














Sewing Machines a Good Line for 
Hardware Dealers 






The Effect of the Trial System—How the Good-Will and Reasonable 
Price Helps the Local Dealer 


By G. H. DIRHOLD 


family that lived in “the house with the big yard 

up on the hill.” The county agent for a well- 
known old line sewing machine felt that they should 
have and could afford a sewing machine, but the lady 
of the house had repeatedly refused to consider the 
purchase of a machine and had finally ordered the 
agent off the premises. She “didn’t care to trade 
with agents anyway.” 

The agent waited until he struck that town on a 
rainy day. Then he appeared on the side porch of 
the house pushing along a sewing machine unpro- 
tected save for the customary canvas cover. It was 
raining hard enough to make his advent spectacular. 
Through the side door he came pushing the machine 
in front of him as though in a desperate hurry to 
get it out of the rain. Once inside he told a plaus- 
ible yarn of “pulling” a trial from a family down 
the street. Couldn’t the lady let him leave it in 
some out of the way corner until it cleared up? He 
was a long way from home, the weather was bad 
and he would surely call for it at the first oppor- 
tunity, so as not to put the lady to any inconveni- 
ence. It would be a hard-hearted woman who could 
refuse the personal appeal he made, so the machine 
was backed in a corner of the living room and the 
agent departed. 

There the sewing machine stood and gathered 
dust until one day the lady of the house was in a 
special hurry to complete some family sewing. As 
long as the sewing machine>was there she thought 
she might as well see if it was of any account. 
The agent would never know whether she had used 
it or not. So she took off the box cover or top 
and when the agent finally appeared the machine 
was humming merrily working overtime and the 
lady refused to let it go. 

Now this incident is introduced here to illustrate 
the keynote or foundation of the trial system; in 
other words, leaving the prospect in the undisturbed 
possession of the machine, letting her try her own 
experiments, do her own demonstrating and draw 
her own conclusions of the practical utility of the 
sewing machine. In a nutshell, it is the method of 
making the prospect sell the machine to herself. 

The Singer Manufacturing Company lays claim 
to having originated the trial system some fifty 
or sixty years ago. In those old days the company 
obtained its distribution by farming out territories 
to various individuals and delivering the machines 
to them on consignment. The sewing machine agent 
of literature and history grew out of this plan and 
developed his own methods of leaving the machine 
in the house until he came “round that way again.” 
The machine being new, its possibilities untried, 
it was the only way to convince the housewife that 
the machine would really do what he claimed. 

Then later on when competition developed and 
the mail-order houses, without heavy canvassing 
expenses, began to offer sewing machines at greatly 
reduced prices, the trial offer was doubly essential 
to show the housewife exactly what she was getting. 


8 a certain town there was a prominent local 
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If the local agent could get the machine into the 
house with an installment offer, he had a good 
chance to sell it, otherwise the mail-order house 
had a strong: advantage in the matter of price. 
To-day the trial is still considered one of the com- 
pany’s strongest talking points. : 

Perhaps the trial was a necessity when the sew- 
ing machine was new. But more than one company 
to-day is trying to get away from it, because the 
interest on the investment in machines doing trial 
duty must naturally be charged against selling cost. 
More than one effort has been made to cut out the 
trial altogether. ‘Don’t put out a trial unless you 
absolutely must,” says the. district manager. 
Another company uses the trial system in the 
larger cities only. It is not supposed to be in use 
in the country or in the smaller towns unless they 
are sure the sale can be made in no other way. 
Another company sends out machines to prospective 
customers only upon payment of a rental, which 
varies from $2 to $3.50 per week. In case the cus- 
tomer purchases two weeks rental is rebated. A 
prospect who really means business, the company 
says, will not desire more than two weeks’ demon- 
stration. 

Two Suggestive Methods 


Now, in the writer’s opinion, there are just two 
big problems for the hardware dealer in sewing 
machine selling. In order to get his full share of 
the demand for a good popular priced sewing 
machine that exists, or that he is able to create, 
he needs to have a machine that he has every con- 
fidence in, one that is fully and sincerely guaranteed 
and that will back him up in any reasonable claim 
he may make for it. 

The other problem for him to fully realize is 
that sewing machines can and are being profitably 
sold without expert demonstration and without the 
expensive trial system of the old line companies. 
In the early part of the writer’s experience he had 
occasion to coach quite a number of delegations of 
jobbers’ salesmen and has consistently told them 
if there were any of them who had experience in 
selling sewing machines and relied somewhat upon 
their ability to operate in selling them to try and 
forget it, and he has gone further and told them 
to say to their dealers if there is any one in your 
employ who professes to be a regular sewing ma- 
chine man discourage him from selling our machines 
by operating them. Of course, they would come 
back at me by saying that it must be an advantage 
to know. Under certain conditions, yes. It is 
highly essential for the sewing machine agent to 
do and know these very things, and use these 
methods. Their whole time is applied to the sale 
of sewing machines. But the average hardware 
dealer throughout the country has not the time 
and will not take the time to go into such details 
in the sale of a popular priced sewing machine. 

The work of building up a trade on a high-priced 
sewing machine and a popular priced sewing ma- 
chine is, I think, every reader will admit, a differ- 
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ent proposition. The hardware dealer in selling 
sewing machines makes no reference in a detailed 
way to any other sewing machine; he makes his 
story short and dwells upon the fact that he has a 
line of machines that he is selling at about one-half 
the old line prices and in this belief he feels con- 
fident and strong; in a nutshell, he knows that he 
has a very good sewing machine proposition at 
popular prices. , 


Long Trials Not Essential 


Now the question which must be answered by 
every dealer who considers the trial method is this: 
Will the expense of the trial (interest on the invest- 
ment, plus depreciation, plus clerical labor of keep- 
ing track of trials) be as great or greater than the 
cost of the added time the salesman would spend 
to sell the machines without a trial? There are 
plenty of hardware dealers who have used the trial 
system. Some of them continue to use it in a lim- 
ited way. Summing up, it all hinges on the con- 
fidence and good will and the attitude of the dealer’s 
trade towards him. The average purchaser of a 
sewing machine wants to be assured that the ma- 
chine will sew, that it will continue to sew and really 
do the work for which it is designed. Therefore, 
it is entirely up to the hardware man to demonstrate 
to his trade that the machine has been carefully 
tested, capable of all kinds of sewing and so simple 
in construction and operation that no previous 
instructions are needed to successfully operate it. 
A good machine at a popular price, that will really 
do good sewing, that will give lasting service and 
that means too it will be easy to manage. 


Making Sales 


The writer does not believe there could be any set 
of rules for the hardware dealer in making sales, as 
no two customers can be approached in the same 
manner. The hardware man must study his cus- 
tomer and know when sne is ready to trade and to 
close the sale when the customer is ready. Many 
things can be said to salesmen in the way of advice, 
but I know of no definite plan. After all, there is 
nothing like a clean, attractive floor display and the 
grasping of chances that come up to talk your 
machine at every favorable opportunity. This will 
eventually bring results, while any set plans for 
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selling machines must vary according to the char- 
acteristics of your customers and the conditions 
of your territory. 


Unlimited Demand 


The sewing machine is something that is always 
of interest to a woman and there is no housekeeper 
who has not at some time contemplated the purchase 
of a sewing machine, either to fill a vacancy in her 
household or to supply the place of an old machine 
at present doing poor duty there. 

Then the hardware dealer sells stoves, kitchen 
utensils and many articles of house furnishings 
which appeal particularly to women. There is no 
reason why he should not go a step further and 
round out his lines by handling an up-to-date line 
of sewing machines. 

Also the sewing machine incidentally carries a 
good profit with it, besides it’s attractive—it makes 
talk. Of course, discrin.ination must be used in sell- 
ing the right kind of a machine—it must be one suf- 
ficiently well made to stay sold after delivery and 
one in which repairs will be slight and unimportant. 

Bear in mind, it is easier to sell a machine with a 
reputation than one. without, and an advertised 
sewing machine is more easily disposed of than one 
whose name and maker are practically unknown 
in your locality. The hardware man will find that 
the further away he gets from competition with the 
so-called mail-order house the better for himself. 
There is nothing in it for the dealer to handle a 
machine that can be bought for about $11.98 by 
mail. 

It is possible to make any sewing machine look 
fairly well on paper, but just how it is put together 
and just what its limitations are in the way of 
good sewing and durability is something that will 
show up only after it has been paid for by the 
purchaser. What the hardware dealer must look 
out for is a thoroughly well-made machine giving 
the widest range of work possible for the price and 
which he can profitably retail at a popular price. 

There should be no vagueness at all in your mind 
as to what you might do on sewing machines in 
your section if you want to. And, the fact that a 
large number of hardware dealers are already suc- 
fully handling sewing machines may persuade other 
hardware dealers to take up the line and do likewise. 





The Traveling Man 
By W. H. KERR 


H, who would not be the gay traveling man! 
All the girls laugh with him, all the men quaff 
with him; 

Bellboys, conductors and waitresses chaff with him, 
Whether in Rome or in Nome or Japan. 
Who but a drummer displays such audacity, 
Urging his wares with such grim pertinacity? 
Who for a moment would doubt his veracity ? 
Talking in riddles or only plain platitudes; 
Quoting ’most everything but the Beatitudes. 
Who but admires his lightning-like attitudes— 
Intimate, dignified, haughty or garrulous, 
Never too easy, and never too querulous. 


P to Calgary and down to Key West, 
Quite indispensable for his utility; 
Who would not grant him the palm for civility, 
Native gentility and: affability? 
Who does not envy his wit and facility? 
Master of pleasantry, repartée, jest! 


OW, in this era of swift locomotion, 
Industrial wars and commercial commotion, 
Knight-errantry is but a fanciful notion; 


It does not fit in with our present-day plan. 

And so when the wanderlust grips, as it can, 

An otherwise staid and respectable man, 

He says: “I will get me some samples and rustle 
For orders amid the world’s hustle and bustle”’— 
A victim, you see, of the ruddy corpuscle. 


HEN lo! and behold him storm into the smoker, 
And turn up his suitcase and shuffle for poker, 

A prince of good fellows and paramount joker! 
Oh! who does not envy the drummer his lot? 
Who but a drummer could get off such glorious 
Whoppers when crushed, but with bearing victorious, 
Into the smoker he marches uproarious, 
Boasting of orders he never has got? 


HEN here’s to the plucky and happy-go-lucky, free- 
handed, amazingly candid, orating, debating, viva- 
cious, sagacious, persistent, insistent, ostensible, 
sensible, rollicking, frolicking, itinerating, and 

_ peregrinating, but non-hibernating, importunate, 
fortunate traveling man! 
He is built on a very remarkable plan, 
The modern knight-errant and pride of the clan; 
All the girls laugh with him, all the men quaff with him; 
Bellboys, conductors and waitresses chaff with him. 
Off*comes my hat to the traveling man! 














Supplee-Biddle Hardware Company 
Adopts Profit-Sharing Plan 


Club, an organization of the employees and 

officers of the Supplee-Biddle Hardware Com- 
pany, Philadelphia, Pa., enjoyed an outing at Mor- 
ris Junction on the Delaware. A big crowd was 
present and joined in the baseball game, tennis, 
quoits, etc., which had been planned by the com- 
mittees. 

At 5.30 p. m. a real shad dinner was served, fol- 
lowing which the regular monthly business meet- 
ing of the club was held and the annual election of 
officers for the coming year, resulting as follows: 
William George Steltz, president; William H. 
Biles, vice-president; William I. Galigan, secretary, 
and Gilbert Knapp, treasurer. 

The retiring president, C. W. Grawe, was pre- 
sented with an elaborate and beautiful watch fob, 
G. M. Molloy, one of the salesmen, making the pres- 
entation on the part of the club. 

J. E. Baum, the president of the Supplee-Biddle 
Hardware Company, then outlined the “profit-shar- 
ing pension and insurance” plan, which was to take 
effect immediately. The plan, which can surely be 
commended, follows: 


()" Saturday afternoon, May 13, the S.B.Q.Q.M. 


Profit-Sharing, Pension and Insurance Plan of the 
Supplee-Biddle Hardware Company 


The Supplee-Biddle Hardware Company, wishing to 
encourage its employees in acquiring a direct interest 
in the business of the corporation, and believing that 
it should provide temporarily for the comfort of those 
dependent upon any employee who may die while in 
the service of the company, and desiring also to provide 
some measure of income after an employee may have 
reached old age, the following plan has been devised, 
subject to such modifications as future experience and 
circumstances may suggest: 


1—Profit-Sharing 


(a) The company will sell to its employees shares of 
its 7 per cent preferred stock at $100 per share, being 
the par value thereof, plus accrued earnings at 7 per 
cent from the date of the last dividend. 

(b) Within the limits of the schedule hereafter set 
forth in Paragraph C, the company will stamp such 
shares and identify them as “Employees’ Preferred 
Stock,” not transferable except with the written con- 
sent of the company, and subject to purchase by the 
company at par whenever the holder ceases to be in 
the employ of the company, and subject to any balance 
or other claims due the company, and the stock may be 
paid for in the manner indicated in Paragraph D hereof, 
and each of such certificates will receive such benefits 
as may be apportioned to it by the Directors under the 
plan set forth in Paragraph E hereof. 

(c) One share of employees’ preferred stock may 
be certified and stamped for each employee whose 
yearly wage does not exceed $750; two shares for each 
employee whose yearly wage is over $750 and does 
not exceed $1,250; three shares for each employee whose 
yearly wage is over $1,250, and does not exceed $2,500, 
and four shares for each employee whose yearly wage 
is over $2,500 and does not exceed $4,000. Where “Em- 
ployees’ Preferred Stock” is taken by an employee whose 
compensation is in part or whole based on commis- 
sions, the commissions, or commissions and wage earned 
by such employee for the calendar year last preceding 
the date of purchase shall be substituted for the wage 
basis as above set forth. 

(d) On all purchases made before July 1, 1916, 
there will be an allowance made of the last $5 due on 
such share, provided the employee remains with the 
company until the share is paid out. There will be re- 
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tained from the wage of the employee and credited as 
payment on the stock $1 per share at each bi-weekly 
pay day. Earnings on the stock at the rate of $1.75 for 
each three months will be credited on each share or 
paid in cash to the employee at his option. No interests 
will be charged the employee on deferred payments, if 
he continues in the employ of the company until his 
stock is full paid on the deferred payment plan. Extra 
payments of not less than $1 at a time may be made 
on such shares, and an additional credit of $5 on each 
share that is fully paid within three months from 
date of its issue will be allowed. In case the employee 
should not remain in the service of the company until 
his stock is fully paid, interest on the deferred pay- 
ments will be charged at 7 per cent per annum. 

(e) The Directors will apportion to each “Employee’s 
Preferred Stock” Certificate stamped as above pro- 
vided, such “Christmas Present” distribution as they 
may see fit for the benefit of the individual holders of 
such shares, taking into consideration—first, the gen- 
eral prosperity of the business; second, the quality of 
service rendered, and, third, the general loyalty and in- 
terest shown; and the amount of such distribution shall 
be wholly within the control of the board of directors, 
and it may be different as to different individuals in any 
year, and different as between one year and another, and 
subject in every way to such general modifications as 
the directors may see fit, it being understood that the 
“Christmas Distribution” is wholly voluntary on the 
part of the company and that no obligation exists as 
between the company and its employees as to the divi- 
dends on Employees’ Preferred Stock other than the 
regular preferred dividend. 


2—Pension 


All employees who may have purchased preferred 
stock and had the same stamped as Employees’ Pre- 
ferred Stock under the plans set forth in Paragraph 1 
hereof, provided they have been in the employ of the 
company not less than five years, and provided they 
shall have been retired from the service of the company 
by order of the board of directors on pension, shall be 
entitled to receive for a period of five years, or longer, 
at the discretion of the board of directors, an annual 
pension in an amount equal to 100 per cent of their 
Employees’ Preferred Stock, duly purchased and 
stamped, still owned by them. 


3—Insurance 


In case of death from natural causes of any employee 
holding Employees’ Preferred Stock duly stamped, and 
whether the same shall be fully paid for or not, and 
provided that said employee shall have been in the 
employ of the company not less than two years at the 
time of his death, and provided he is the head of a fam- 
ily, or is the main support of a dependent parent or 
parents, and provided such death is not insured against 
by the company for the benefit of the dependents of 
such employee, the company will pay to such persons, 
previously designated by employee, as provided on his 
certificate, or their proper legal representatives, for 
their use and support an amount equal to the wage of 
such employee at the regular pay day rate until the 
sum of $500 shall have been so paid, provided, how- 
ever, any deferred payment or balance due on the 
shares of stock shall be deducted pro rata from such 
payments. The company will purchase from the heirs 
or legal representatives of such deceased employee at 
par any such employees’ preferred stock if offered. 


4—Regular Preferred Stock 


The company is anxious to encourage further hold- 
ings of the stock of the company on the part of em- 
ployees, and will undertake to secure regular preferred 
stock in such amounts as may be desired by employees, 
and will allow a cash discount of $5 per share on two 
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additional shares to each employee, who may wish to 
purchase more than the schedule amount allotted, but 
such additional stock will not be stamped as Em- 
~ployees’ Preferred Stock, or otherwise receive any bene- 
fits other than regular preferred stock. The company 
will, where desired, as far as possible, make suitable 
arrangements for terms of payment on stock so pur- 
chased. 

It is the sincere desire of the Supplee-Biddle Hard- 
ware Company to so thoroughly interest its employees 
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in this plan of co-operative interest and ownership that 
every employee may become a stockholder and have 
a direct personal interest in the prosperity and success 
arising from his own efforts, and it will be the desire 
of the directors to so apportion the Christmas Distri- 
bution as to recognize the interest shown by employees 
as fully as may be possible in the case of each stock- 
holder. 
SUPPLEE-BIDDLE HARDWARE COMPANY. 
J. E. BAUM, President. 





How About the Boys? 


A Few Things the Hardware Man’s Fancy Can Turn to in the Springtime 


By ROBERT T. GEBLER 


9 ONG about the time the buds are beginning 

a to burst, something down inside the aver- 

age American boy begins to burst, also, and 

a flood of winter-locked energy flows rampant, and 

with it a flood of dollars for the hardware man if he 
is wide awake to the situation. 

The difference between springtime in budland 
and in boyland is one of degree only. Nature has 
been peculiarly efficient in making us kin to the 
bugs and daisies in straining at the bonds of win- 
ter to get the sunshine and the exhilaration in the 
breeze—the first breeze that has come across warm- 
ing earth and fresh greens for many a dreary in- 
door month. 

And with the coming of the outdoor season Per- 
kin’s Walter has conjured up a hundred and one 
things that must be done before winter bangs into 
him again. 

For instance, there is that rabbit hutch or hen 
coop he read about in the American Boys’ Life last 
November. When the writer was a youngster, 
spring brought the necessity of a sfage in the barn, 
where many a circus performer was mimicked with 
not too great accuracy. One season it was a fort 
and a cabin in the woods. Another time the win- 
dow flower box fever took us by storm, and those 
lucky dogs whose dads indulged them in tools were 
rich beyond avarice, and princes in the eyes of the 
rest of us. 

Dollars for tools looked big to us then, but wise 
fathers were only too glad to keep otherwise idle 
little hands out of mischief; and the dollars came 
easy for the local hardware man—easier at least 
than they did to dad. 

I met a hardware man not so long back who, 
thank God, was still young in mind and spirit. He 
had the knack of remaining a boy and, conse- 
quently, enjoying boys’ friendship, and, being hu- 
man, the spring idea made a strong appeal to him. 

“Know what I’m going to do this year?” he 
asked. “I’m going to make a big bid for the boy 
business—not through the boy, but via the male 
parents, for if I can enlist their co-operation, I'll 
make them friends of my store as well as the boys. 
I am taking no chances either, for the plan has been 
tried and proved in perhaps a dozen stores around 
the State. 

“Briefly, here it is—but, first, let me read a letter 
I intend to send to every father whose name I can 
get by hook or crook: 

““Dear Sir: The boy problem is one that is 
pretty close to your heart, and perhaps its most vital 
factor is to give the boy something to keep mind 


and hands busy and to prevent him from building 
up a pyramid of “just habits” through immature 
selection of associates. 

“‘*You are striving to find something that will 
entertain him as well as develop him mentally and 
physically. 

“*You are aiming to lead his thoughts to things 
that will build his character, shape his ideas and 
guide his activities. 

“*You want to make a man of him, not a molly- 
coddle; a strong character, not a street-trained 
heir, and unless you can be with him and share his 
same pent-up energy, you will find it hard to realize 
your ideal. 

“Save yourself those hours of worry—those 
sleepless nights—by giving him a set of tools. 

‘What boy would not be delighted with a real 
set of man’s size tools? There’s thousands of 
things he can make for mother as well as himself. 
Thousands of hours can be capitalized for the fu- 
ture; hands and mind can build for the morrow. 

“*And your worries can be put at ease. 

“ ‘Talk it over with his mother to-night. Taik 
it over with him, and then drop in and let me talk 
it over with you. 

**You’ll live to thank me for the suggestion.’ 

“That’s my first letter, and there are going to be 
about a dozen more along the same line sent out at 
intervals of three or four days. 

“Now, you’ll notice I haven’t said a great deal 
about tools. The boy is closer to daddy’s heart 
than a bale of tools. I want to get the fathers 
thinking about their own boys, and just slip in a 
suggestion now and then about tools. As my series 
of letters develops I will dwell at greater length on 
the things the boy can make, but never getting very 
far away from the universal worry, ‘What is my 
boy learning with all this time on his hands?’ 

“Now, then, I expect to sell tools but, what is 
more, I expect to make some mighty warm friends; 
so the dollars spent on my series of letters will have 
a two-fold mission: One to capture some immedi- 
ate business and the other to start a lot of future 
business my way. 

“T am keen for the boy business, for boys are not 
always going to remain boys, and to-day’s dollars 
usually go to the man who has enough imagination 
to think up new ways of getting them. 

“Tools are tools unless thev are means to an end, 
and then they become something else—a source of 
education, for instance, or just one of those stitches 
in time that mark the line between useful citizens 
and public charges. 
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“What the article will do, not what it is; what 
useful mission it can be made to perform, not its 
value, or size, or weight; what emotions it can be 
made to stir up, not who made it or how sharp it is 
—these things and not the article itself are what 
break down the limits of demand. 

“Therefore, I shall for the moment deal in boys’ 
futures, not tools,’’ and I had to admit that his plan 
was a good one, for it was, is and must always be 
good because it is fundamentally correct. 


The Man with the Hoe 


“‘A hoe in the hand is worth two in the window,” 
said a progressive Marylander the other day, “and 
ditto rake, spade and trowel and all those other 
numerous appurtenances of the soil that send Mr. 
Suburbanite to bed tired and happy. 

“Put a hoe in a man’s hands and you put money 
in his bank and take a fall out of old ‘Doc’ Pills. 
A man can’t spend much besides his time when he 
works over a garden, and it’s ten to one he'll feel 
better in the morning. The man who grows his 
own corn in the shade of last winter’s ash heap 
usually pays a dollar an ear for the result, figuring 
in his time, but I have never met the man big 
enough to tell me it wasn’t time well spent. 

“Last year I pulled a stunt that got across 
quickly. It was simple, too. I got a set of garden 
tools together, and instead of marking them off at 
a special price, as I did the year before, I made up 
the same amount in free seeds. I had the women 
folks with me, too, for they could not resist the 
chance to get a wad of seeds free. There was no 
danger then of changing their minds about the 
tools after they had bought them—those seeds had 
to be planted. 

“Did you ever glimpse the psychology of the 
back-yard garden? Just let one man in the row 
get busy, and he steps on the pride of all his neigh- 
bors. Mrs. Housekeeper sees Tomkins pluggin’ 
away, and in about two minutes she is kicking 
dents in Mr. Housekeeper’s inertia. 

“T’ve never known it to fail. I always take this 
into consideration in my advertising. I try to get 
my message to the wife. I touch upon her pride, 
her love of fresh greens, and that good old feeling 
that has spices beat a mile, ‘We raised these our- 
selves.’ 

“And the beauty of it is you can never start too 
early in the season. 

“IT get my garden tools up in attractive outfits, 
not only to increase the unit of sale but to make it 
easy for the customer to buy—and there is some- 
thing that is at the bottom of all successful mer- 
chandising, making it easy and pleasant to buy. 
My windows, my counters are always tuned up to 
my advertising. If I am pushing fly screens, you’ll 
see enough fly screens around my store and win- 
dows to make your head swim. I believe the value 
of your advertising appeal is lost unless it is tied 
up with something inside the store—an endless 
chain of impressions, as it were. 


Swat the Fly 


“And speaking of fly screens, there is a subject 
that doesn’t get very deep into the hardware con- 
science. A pile of screens or a few rolls of wire 
is about as uninspiring a sight as one could con- 
veniently imagine, yet there is one big chance to 
inject some new thought into it. 

“Speaking of fly screens, there is something that 
is calculated to stir up mighty little in the way of 
imagination. Just one uninspiring expanse of wire 
tacked on a frame. There is nothing else to it, yet 
I have seen crowds around windows where screens 
were displayed; but, of course, some chap, wiser 
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than his generation, had built his display around an 
idea. Something bigger than screens dominated 
that display; some idea or motive bigger, wider, 
deeper than merchandise pulled the crowd. 

“Screens suggest flies, and flies suggest every- 
thing that is unclean and filthy. One display I saw 
consisted of a number of enlarged microscopic pho- 
tographs of fly tracks around the edge of a milk 
bottle, across a piece of meat; and if you have never 
seen such an exhibit, and you can see them at the 
tuberculosis shows, you have a mighty interesting 
experience ahead. See them once and you’ll swat 
flies until thy swatter withereth. 

“Just let the average young mother see how much 
damage one fly can start in the way of filth in the 
baby’s food and its alarming capacity of producing 
record-breaking families in remarkably short pe- 
riods, and that ‘little precious’ of hers.will be 
smeared all over with screens. 

“The cleverest stunt in the screen line was a fully 
equipped kitchen in the window of a Southern 
store. The kitchen window was screenless, and a 
swarm of rather active flies captured for the occa- 
sion were having a great old time with a dish of 
rice pudding and some pastry. Of course there was 
the usual quota of hand-lettered signs becaptioned 
with such striking phrases as ‘Do the flies like to 
stop at your house?’ ‘How much sickness do you 
lay to its proper cause—flies?’ ‘It costs less to 
properly screen your house than it does for one sick 
baby.’ There were at least a dozen cards like that, 
and, from all I could gather, that merchant sold 
screens. : 

“A youngster in my store made it a daily prac- 
tice to watch the newspapers for the advent of a 
new baby or notices of illness, That was his cue 
for a snappy letter on screens, and frequently a 
personal visit if the address permitted a quick trip 
in his spare time. That boy had imagination. He 
had the knack of tying an idea to the necessary 
commodity and getting it across. He has his own 
store to-day. 

“So you can see that a fly screen, if properly ap- 
proached, has as many tricks as a kitten. It isn’t 
so much the technical knowledge of screens as it is 
the every-day knowledge of just folks. I am of 
the same mind as your friend who is going after the 
kid trade—I want to know how people work, know 
how the wheels go round, and just where to put my 
finger to speed things up a bit. | 

“And I have barely scratched upon the possibil- 
itiés in screens. You can probably think of a dozen 
to my one—and you should, for you’ll have to go 
some to beat the flies to it.” 

With a town fairly populated with stomachs, the 
approach of the ice cream season should be alive 
with suggestions, for there is no earthly reason 
why the good folks down your way should not “make 
their own.” It’s good exercise, it’s economical, and 


it’s bound to taste mighty, angelic since “paw” . 


ground it out by the sweat of his very own brow. 
What “paw” said when the crank backed up did 
not detract from its smoothness, for ice cream is 
immune against verbal contamination. 

More people would make their own if they could 
get away from that “hard-work” idea. And that is 
part of your job, if bigger sales mean anything to 
you, to educate them to the simplicity of it, the 
convenience and joy of it, and that it is not as diffi- 
cult as it seems. You have your newspaper space, 
your windows, and no one is going to interfere with 
your going after business by mail. You can work 
all three channels at once and then some, with the 
accent on “some.” 

Good ice cream is a food, and a mighty nourish- 
ing form of food at that. It is appetizing as well 
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as nutritious, and that is more than can te said of 
lots of things that are served on the table more fre- 
quently. Your doctor will help you find some good 
talking points on ice cream. Get them! Get them 
into your window along with your freezers! For- 
get that you are selling freezers, and sell a craving 
for cream. People don’t want freezers until they 
want cream. The desire must be there. Create it! 
Encourage it! Coax it! Tantalize the municipal 
appetite to the purchasing point. If you are one of 
those beloved smug old fellows who just cater to 
local needs, don’t spoil my plan by working at it. 
Work with it, and things will begin to happen. 

One window display that got something more sub- 
stantial than a look from me, and others, concen- 
trated upon one model freezer with a very attractive 
background of icicles and paper “safety-first” polar 
bears. In the foreground was shown the usual in- 
gredients of home-made cream and the average 
store price on a ticket beside each. A card beside 
the freezer displayed rather boldly the number of 
turns necessary and the time involved in spinning 
out the “my-that’s-the-best-I-ever-ate-anywhere- 
how-do-you-manage-to-do-it?” There’s the whole 
story. Look in the window and see how it’s done. 
For, after all, if a window can’t be made to tell a 
story, it isn’t earning its salt, and it has to have 
pep to get its salt these days. 

I have watched hundreds of windows, and the 
majority of them are no more than piles of mer- 
chandise; and having purposeless stacks of “just 
things” poked in your face doesn’t phase even the 
most susceptible pocket book. If you want to get 
something out of a man’s pocket, put something in 
his mind first; for as a man thinks, so does he 
spend, and nothing makes a deeper impression upon 
one thinking man than another one. This is not 
idealism, although I have been accused of it; but 
unless a man has ideals for himself and his busi- 
ness, how does he know where to direct his busi- 
ness? Without a definite objective there can be no 
progress; unless a man is working toward some- 
thing ahead, unless he is trying to get “somewhere 
in France,” he is simply standing still—letting the 
moss and the mold grow in his own shadow. So, 
let’s have more of the idealism and we'll have less 
of the anti-mail-order fanaticism. 


Brighten Up 


We might go on ad infinitum and take up each 
thing in the hardware stock that has any connection 
with spring possibilities, and we’d very likely ex- 
haust half of the items on our shelves. So we'll 
confine ourselves to the most suggestive numbers, 
and such a list would not be complete without paint, 
the bread and butter of good housekeeping. 

There’s paint for last year’s screens, porch 
chairs, flower boxes, fences, outhouses, the dear 
old manse itself and divers other things, and there 
are boys to help you sell it. There is a civic pride 
—a personal pride—appeal to paint. Why, its pos- 
sibilities are as big as all outdoors and inside, too. 
There are dollars galore under the cobwebs in the 
paint department, and they are gathering dust in- 
stead of interest. 


You Press the Button 


With the lure of outdoors comes the kodak and 
its pleasures. The streams and ponds are calling— 
and for both kodak and rod. A vacuum bottle 
comes in mighty handy ’long about noon. I have 
seen the three featured at one time—the kodak for 
the catch and warm spring scenes on the way; the 
bottle and kodak for automobile or picnic outing— 
and not one of these articles is a necessity. They 
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are luxuries. The sale of them in your store is 
limited only by the effort expended. 

The kodak makers are spending a great deal of 
money to popularize picture-taking, and this effort is 
breaking into the farm publications to induce farm- 
ers to keep a picture record of their prize animals 
—to make farm pictures for distant relatives. Tie 
up to this widespread work—localize it; in other 
words, get yours. That may not be the elegant 
way of putting it, but it expresses the idea. 

But why goon? You are very likely doing some 
thinking along this same line. Perhaps the thought 
of spring gets down under your collar as it did 
under mine. It’s a good old feeling, tco, and it 
never harmed anyone except, perhaps, the fellow 
who is so buried in routine and work which he 
could properly delegate to someone else that spring 
means nothing more to him than a saving in coal 
and a new suit. And he doesn’t matter. His only 
function in the scheme of things is to make it 
easier for the more progressive spirits. Long may 
he wave! For if all natures were alike, we could 
all pool our interests and split fifty-fifty—there 
would be nothing to win. 

There can be no good fight without a reasonable 
excuse. We are all very much like the little colored 
boy, who liked to stub his toe because it felt so good 
when it stopped hurting—only most of us want the 
pleasant after effect without the pain. 


Dealers Not Handling Automobile 
Accessories Losing Money 


SPOKANE, WASH. 
To the Editor: 

In your edition of April 20 you publish a long 
list of hardware jobbers carrying automobile ac- 
cessories, and. in the list we fail to find our name, 
although we have been carrying a full line of auto- 
mobile accessories for the retail trade for more 
than two years, and we have now the largest stock 
of automobile accessories in the Inland Empire. 

We decided two years ago that the hardware deal- 
er must, eventually, handle the automobile acces- 
sories for the country, and the rapid increase in 
volume from this department has shown that our 
judgment was correct. Most of the hardware deal- 
ers in our section are handling automobile acces- 
sories in a small way, and those that have not put 
in a small line are losing business which naturally 
belongs to them. 

We will be very glad if you could make mention 
in your paper that we are still distributors in the 
automobile accessory line, and oblige, 

Yours truly, 
HoLLEY-MASON HARDWARE COMPANY, 


Rov R. Gill, Vice-president and General Manager. 


THE OVERLAND TIRE & RUBBER COMPANY, LTD., Mon- 
treal, has been incorporated with a capital stock of 
$50,000 by John J. O’Reilly, Neil F. MacNeil, of Mon- 
treal; William H. Wickman, St. Lambert, Que., and 
others to manufacture rubber tires, etc. 


THE Boston LONGFORD AuTO Parts COMPANY, Bos- 
ton, Mass., has been incorporated with a capital stock 
of $100,000. W. T. Hannigan is president and John 
J. Shay treasurer. 


THE W. H. Hospss Suppty Company, Eau Claire, 
Wis., hardware and plumbing manufacturer, has in- 
creased its capital stock from $60,000 to $100,000 to 
accommodate the increase in its business. 
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Price Maintenance—Preparedness—Freight Claims 


By W. L. CROUNSE 


WASHINGTON, D. C., May 15, 1916. 


IME’S up for the price-maintenance refer- 
T endum ordered six weeks ago by the Chamber 
of Commerce of the United States! Seven 
hundred local chambers of commerce, boards of 
trade and other commercial organizations in all 
parts of the country have cast their ballots, and all 
is over except the counting—and the shouting. 
Each organization affiliated with the National 
Chamber has voted for or against the following 
propositions: 


The Questions at Issue 


1. There should be Federal legislation permitting 
the maintenance of resale prices, under proper re- 
strictions, on identified merchandise for voluntary 
purchase, made and sold under competitive condi- 
tions. 

2. Federal legislation should take the form of an 
amendment to the Trade Commission act defining 
the conditions under which price-cutting is an un- 
fair method of competition and authorizing the 
Federal Trade Commission to prevent such price- 
cutting in interstate and foreign commerce. 

If the first question is carried in the affirmative 
the referendum will result in the adoption of the 
recommendation of the majority of the special com- 
mittee of the National Chamber, which, at the Feb- 
ruary convention, reported in favor of Federal leg- 
islation permitting the maintenance of resale prices. 
Seven of the ten members of the committee advo- 
cated such legislation. 

If the second question is carried affirmatively the 
character and scope of the proposed legislation will 
be specifically indicated. 


Principles Rather Than Specific Measures Considered 


The referendum does not take the provisions of 
the Stevens bill into account; it does, however, em- 
brace its underlying principle. The opponents of 
price maintenance have sought to befog this issue, 
and every effort has been made to cause it to ap- 
pear that the National Chamber is advocating a spe- 
cific measure, when, as a matter of fact, it is doing 
nothing of the kind. 

Just how the vote stands cannot be stated, for the 
experts of the Chamber are busy footing up the 
long columns and are saying nothing as to the out- 
come. It’s dollars to doughnuts, however, that the 
findings of the Chamber’s special committee made 
at the recent convention will be confirmed by the 
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referendum, for in the selection of that committee 
every effort was made to embrace all interests, and 
the avowed champions of price-cutting were given 
all the representation their numerical strength 
would justify—and then some. 

The Chamber’s preliminary report may be made 
public any day, and in my next week’s letter I hope 
to present a summary of the findings. 


Congress Hearing from the People 


The House and Senate petition boxes are over- 
flowing these days with urgent memorials, letters 
and telegrams demanding the early consideration of 
the Stevens price maintenance bill. The mild spring 
weather seems to have the same effect on this move- 
ment that it has on vegetation, and the growth of 
late has been extraordinary. 

Slowly and surely the basic principle of the 
Stevens bill is making itself understood by busi- 
ness men everywhere, and this fact emphasizes the 
deliberate crookedness of the misrepresentation 
still being indulged in by certain opponents of this 
legislation. Price protection for patented, trade- 
marked or copyrighted specialties is the backbone of 
the Stevens measure, and it is difficult, indeed, to 
see how any reasonable merchant can take a tenable 
position against it. 

Of course those who are conducting a regularly 
organized propaganda in favor of price-cutting have 
always sought, and are now seeking, to emulate the 
ink-squid; they cloud the issue with misrepresenta- 
tion as to the purpose of the bill, and, affecting to 
find in the measure undesirable propositions which 
really are not there, they denounce things never 
dreamed of by the promoters of this legislation. 


Staple Merchandise Not Affected 


No more foolish or’ wanton bit of humbug has 
been resorted to than the assertion that the Stevens 
bill would apply to staple articles of merchandise, 
and hence would throw intolerable restrictions 
around ordinary merchandising. Any one making 
such a charge—and nearly everybody who has op- 
posed the bill has shied this rock at it—merely 
proves his inability to comprehend plain English 
phrases, provided, of course, he means to tell the 
truth. 

It is interesting and highly significant that the 
opponents of price-maintenance legislation invari- 
ably adopt one of two courses; they misrepresent 
the objects of the movement or they conjure up 
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imaginary circumstances and conditions in the 
effort to show that the protection of resale prices 
might possibly work a hardship to an individual 
here and there. Eliminating the misrepresentation 
and considering carefully the possibilities of indi- 
vidual hardship, the antis haven’t a leg to stand on! 


Politics Delaying Preparedness 


Molasses in cold weather has nothing on the Con- 
gressional legislative program. Politics is at the 
bdttom of the snail’s pace which promises to keep 
Congress in session until cold weather. 

The majority leaders have determined to utilize 
the national defense issue as a lever with which to 
force through the Administration’s entire legis- 
lative program, including the Porto Rican Gov- 
ernment bill, the shipping bill, certain important 
conservation measures, and other bills of more or 
less consequence. With a majority of only twenty, 
the defection of a corporal’s guard would be fatal 
in the case of any of these measures; hence, the 
entire majority membership must be kept in Wash- 
ington or there’ll be the mischief to pay. 

The members are wild to get back into their dis- 
tricts as soon as possible, for the Presidential con- 
ventions are almost here and the Ides of November 
are much too near for comfort. _ But the leaders 
believe that if the appropriation bills and the na- 
tional defense measures should be disposed of so 
many members would leave Washington that it 
would be impossible to keep a quorum at the Capitol 
and the rest of the legislative program would fail. 
They have therefore adopted the drastic method of 
postponing the most important of the preparedness 
bills until all the Administration’s other projects 
have been put through, and meanwhile the majority 
whips are busy keeping everybody in Washington. 

These tactics are of doubtul wisdom. There is 
nothing novel about them and they have failed 
oftener than they have succeeded. Already they 
have resulted in the Administration’s defeat upon 
the issue of Philippine independence in four years, 
which is stubbornly opposed by more than half the 
House, which takes no stock in the policy of 
“scuttle” and does not believe that Mr. Taft’s little 
brown men will be ready to govern themselves in 
1920. 


Following Up Freight Claims 


Did you ever file a complaint with the Interstate 
Commerce Commission and fail to follow it up 
promptly, relying on the Commission to see that 
you did not suffer as the result of sleeping on your 
rights? Don’t do it or you may lose the reparation 
sought. 

In the case of the Staten & King Hardware Com- 
pany, of Florence, Ala., the Interstate Commerce 
Commission has just made a report which should 
serve as a warning to all parties filing petitions 
against unreasonable freight rates. This company 
filed a complaint Dec. 14, 1914, alleging that the 
rate charged by the Pennsylvania Railroad Com- 
pany for transportation of a carload of agricultural 
implements from Canton, Ohio, to Florence, in Jan- 
uary, 1912, was unreasonable and demanding repa- 
ration. 

The claim was presented to the Commission in- 
formally May 26, 1913, but correspondence with 
the carriers concerned showed that the controversy 
could not be disposed of without formal action and 
complainant was so notified in February, 1914, its 
attention being called to its right to file a formal 
complaint. It was not until nine months later, how- 
ever, that the complaint was presented, whereupon 
the Commission declined to receive it on the ground 
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that it was barred by the statute of limitations. 
In ruling adversely to the complainant the Com- 
mission says: 

“Formal complaint was filed more than two years 
after the claim accrued and more than a reason- 
able time after notice to complainant that the claim 
could not be disposed of informally. The claim 
involved must therefore be considered to have been 
abandoned and the complaint be dismissed.” 

Moral: Don’t tackle the Interstate Commerce 
Commission unless you mean business. 


Keep Your Eye on the Freight Tariffs 


Every day the Commission hands down a ruling 
showing that it’s worth the while of anybody who 
has freight rates to pay to study all applicable 
freight tariffs. Read them down and up and across 
and back and you will not regret it. 

The Englehart Heating Company, of Atlanta, 
Ga., has just been awarded reparation from a big 
railroad system for an overcharge for the trans- 
portation of various less-than-carload shipments of 
articles billed as “rough iron castings,” each weigh- 
ing over 15 lb. In nearly every instance the rail- 
road inspectors changed the billing to read “heat- 
ing furnace parts,” and charges were collected 
at the third-class rate applicable to less-than 
carload lots of heating furnaces, k. d., and heating 
furnace castings. When the shipments moved as 
rough castings, charges were collected at the fifth- 
class or sixth-class rate according to the weight of 
the article. ; 

The complainants contended that the castings 
were not in any sense parts of heating furnaces but 
parts of steam heating boilers used in connection 
with radiators and that the rates on rough castings 
should have applied. The issue presented is thus 
one of tariff interpretation, which the Commission 
proceeded to resolve in favor of the complainant, 
as follows: 


Commission Awards Reparation 


“Rough sectional boiler castings were not and are 
not specifically provided for in the governing classi- 
fication. We find, however, that the rates on cast- 
ings and forgings not otherwise indexed by name 
were properly applicable. The charges assessed 
therefore exceeded the charges which would have 
accrued at the fifth-class' and sixth-class ratings 
named above, and were unlawful. We further find 
that complainant made the shipments as described 
and paid and bore the charges thereon at the rate 
herein found to have been lawful; that complainant 
has been damaged to the extent of the difference 
between the charges paid and the charges that 
would have accrued at the rates herein found law- 
ful, and that it is entitled to reparation with in- 
terest.” 

A snug little rebate will go to the complainant in 
this case as a reward for keeping a sharp eye on the 
tariff sheets. 


THE HASKELL ELECTRIC LAMP COMPANY, Philadel- 
phia, Pa., has been incorporated with a capital stock 
of $10,000 by Frank M. Haskell, 5435 Catherine Street; 
James F. Goodwin, 503 South Forty-sixth Street, and 
John F. Rogers, Jr., 232 Jamestown Street, to manu- 
facture electric lamps and supplies. It has purchased 
the equipment, stock and machinery of the Haskell 
Electric Light Company, 1112 Chestnut Street, Phila- 
delphia. 


THE LEIDECKER LAWN MOWER COMPANY, Muskogee, 
Okla., has been incorporated with a capital stock of 
$14,000 by F. W. Leidecker and others and will equip a 
machine shop. 
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Profits in Selling Electric Fans 
By GEORGE H. SHARE 


W #* is it that hardware dealers in general are 
not handling electric fans when so many hard- 
ware stores have made a success of selling electric 
irons, percolators, toasters and other heating appli- 
ances? 

I have asked this question of electrical supply job- 
bers, of hardware jobbers and hardware retailers 
and of salesmen who have called on the retail hard- 
ware dealers with an especial view to interesting 
them in fan motors. I have never received an 
answer which satisfied me that the hardware dealer 
is not a logical outlet for electric fans and that he 
will eventually be a big factor in the distribution of 
fans for commercial, residence and. office use. 


I feel confident that the hardware retailer will 
eventually handle fans, but in approaching him one 
is met with an apathy strong enough and deadly 
enough to discourage any salesman, even a manu- 
facturer’s “missionary.” The reasons given the 
salesman for this lack of interest on the part of 
hardware retailers are many and varied, about as 
many as the number of prospects called on in a town. 
One dealer hasn’t the spare capital to put in a stock; 
another lacks space to display the goods; a third 
feels the sale of fans is too uncertain and there is 
ever present the man with a natural reluctance to 
take up anything new. 


To sell fans successfully does require some invest- 
ment, but not much. A hardware dealer in a town 
of less than 10,000 will find a stock of ten assorted 
fans of the better grade and larger sizes sufficient 
to start the season, especially if he adds a dozen 
of the small universal type. This will usually 
involve an investment of about $200. A dealer in 
a city of 20,000 or 25,000 should have twice as many 
fans in stock by the time warm weather opens. 


These stocks can almost always be disposed of |. 


no matter what the location or how bad the season. 
If weather conditions are right and the fans move 
fast, the more popular sizes can usually be obtained 
promptly on short notice from the factory or job- 
ber, and the assortment kept intact until close to 
the end of the selling season. Comparatively few 
fans are sold after the first of August. 


The hardware retailer who goes about the business 
in this style seldom or never gets out of it, because 
he finds it profitable. He can secure from the manu- 
facturer of his fans ample advertising matter, signs, 
display cards, leaflets, etc., for window trimming 
and use in the store, and dodgers, blotters, etc., to 
mail out, advertising his store and the make of fan 
he is handling, connecting up with the national 
advertising of the manufacturer. 

Perhaps the percentage of profit on the sale of a 
fan is not as heavy as the dealer is accustomed to 
on hardware specialties, cutlery, etc., but it is cer- 
tainly larger than on a great many of the staples 
the hardware retailer sells, and as a 12-inch fan 
usually retails for about $15, the amount of profit on 
any one sale is highly attractive. 

It is true that in many cities there are enough 
electrical contractors and supply dealers to take 
care of the fan business very well, especially if the 
lighting company sells fans. It is also true that 
there are plenty of other cities where electrical 
contractors have been forced into the merchandising 
of appliances such as fan motors by the lack of 
interest on the part of established dealers. The 
electrical contractors and central station man, as a 
whole, are men who have studied other problems 
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than merchandising. They have had the fan motor 
business actually thrust upon them and they have 
been quick to see its profits, but there are many 
electrical contractors to-day who do strictly a con- 
tracting business and leave the sale of supplies to 
men who have devoted themselves to merchandising. 
The number of lighting companies selling appliances 
shows a steady decrease. 


The tendency of lighting companies to sell fans 
at cost or practically cost in order to encourage the 
use of electric current, has in the past been one 
reason why the hardware retailer has looked askance 
at the fan motor. Happily this condition has been 
very largely corrected in the past five years. There 
are still beknighted individuals operating lighting 
plants who believe it is necessary to sell fans at 
cost and even absorb the cost of handling them in 
order to sell them, but most of the central station 
men realize that fans are highly desirable merchan- 
dise and that the public which buys automobiles, 
pianos, phonographs, etc., can afford to and will 
pay reasonable prices for electric fans as the public 
is educated up to the convenience of their use. 


Formerly some dealers may have felt justified in 
keeping out of the fan business on account of the 
variety of kinds of electric current distributed 
through the country. That condition does not obtain 
to-day, for all practical purposes the current in use 
for residence and commercial lighting is either 110 
volts direct current or 110 volts 60 cycles alternat- 
ing. Usually one locality is supplied with one kind 
of current, especially the smaller towns. Large 
cities usually have direct current down town and 
alternating current in the outlying districts. 


The larger and more substantial fans are made 
for either one variety of current or another; how- 
ever, there are many of the small fans which will 
work on either kind of current of 110 volts. Odd 
varieties such as 25, 40 and 133 cycles, alternating 
current, are still found in some localities, but infre- 
quently. 

I believe that hardware retailers as a class are too 
alert and intelligent students of their business 
problems to overlook the possibilities for profit in 
the fan motor business for very many more seasons. 


Brooklyn Hardware Dealers Meet 


_— Brooklyn Hardware Dealers’ ’ Association, 

Brooklyn, N. Y., met on Thursday, May 11. In 
spite of the warm weather, which usually causes 
the attendance at such meetings to decrease to some 


-extent, there was an unusually large number 


present. 


Two representatives of the Grocers’ Association 
of Brooklyn were present. They told of the work 
that had been done by the “Sunday Closing Com- 
mittee” of this organization to enforce the law 
reading that no business, with a few exceptions, 
shall be done on Sunday. 


There have been a number of complaints made 
by members of the Brooklyn Hardware Dealers’ 
Association that many hardware stores in Brooklyn 
are conducting business on Sunday to the injury of 
their competitors who obey the law by closing their 
stores on this day. Much valuable information was 
obtained from the addresses of the two representa- 
tives of the Grocers’ Association, who have been 
extremely successful in their work, and it was voted 
to extend the hearty co-operation of the Brooklyn 
Hardware Dealers’ Association to them — to the 
association they represented. 


A spirited discussion on the cost of Paee business 
finished the meeting. 
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Ideals and Common Sense 


DITOR’S NOTE: By special permission of the author, HARDWARE AGE is permitted to publish 


the following articles. 
common sense. 


Dr. Crane possesses that rare ability of combining ideals and practical 
These two editorials are good examples of what has brought Frank Crane recog- 


nition as one of America’s most forceful editors and authors. 


The Truth in Advertising 
By DR. FRANK CRANE 


| Radeon young man! 
The cleverest man in the world is the 
man that tells the truth, and tells it all 
the time—not occasionally. 


Sometimes you can profit by a lie, but it is 
like dodging bullets; you never know when you 
are going to get hurt. 


Lying is a game. Sometimes it is a very 
exciting game. But it is essentially gambling. 
And gambling, any sort of gambling, is not 
business. 


The fundamental laws of business are just 
as accurate and as well established as the prin- 
ciples of geometry. 


It is hard to see this, for our visual range is 
limited. Most of us can see the crooked dollar 
coming to-day, but not the ten straight dollars 
it is going to lose us to-morrow. 


Real business success is cumulative. It 
grows like a snowball. And the one thing 
that makes it keep us growing, even while we 
sleep, is our persistent truthfulness and de- 
pendableness. 

If you put an advertisement in the paper 
announcing goods worth $5 for sale at $2, and 
if the people come and buy, and find out the 
stuff is not worth 10 cents, you may make a 
one day’s gain, but you have alienated a lot of 
indignant customers and have started to saw 
away the posts that sustain your reputation. 


If you have a store rented for a week only 
and propose to conduct a sacrifice sale of goods 
that will make everybody disgusted who buys 


Your Competitor 
By DR. FRANK CRANE 


yur competitor is not necessarily your 
enemy. -He can be your friend. 

A common mistake is that there is just so 
much business to be had, and that the rival 
cuts your trade in half. 

That is not true. As a rule the more trades- 
men, the more trade. A good, lively competi- 
tor will increase your custom. 

Two first-class groceries in a block are bet- 
ter for both than a monopoly would be for 
either. 

The place for a young lawyer to hang out 
his shingle is not a town where there are no 
lawyers, but a town where there are many, 
and good ones. 

“Where the carrion is, there the eagles are 
gathered together.” And where no eagles 
hover there is slim picking. 

If you are a young graduate from a medical 
school, don’t go to some forsaken neighborhood 
where there are no doctors; go where physi- 
cians flourish. 


Competition does not kill trade. It builds 


trade, makes new trade, stimulates trade. 
No one man can get all the business possi- 





them, then perhaps you may lie with a high 
hand and a stretched out arm. 

But if you are in the town to stay, and want 
regular, returning, increasing, satisfied, and 
friendly customers, it will pay you to stick to 
the old-fashioned truth. 

Exaggeration is lying. It does not take 
long for the people in the community to get 
the habit of discounting 25 per cent of all you 
say. 

If you continually overstate and vociferate 
you must keep on getting louder, until you 
soon become incoherent. 

But if you habitually state only what is 
soberly, honestly true, by and by everything 
you say will be away above par. 

A man’s repute for truthfulness is as much 
a part of his capital as are his store and 
stock; so much so that he can raise money 
on it. 

As civilization progresses business becomes 
more and more an affair of credit, of trust. 
The very foundation of big business is trust- 
worthiness. Therefore, if you are ever going 
to get beyond the peanut stand and push-cart 
stage of merchandise you must establish a 
basis of dependableness. 

There is not one thing in this world, young 
man, that can be of as much value to you as 
building up a reputation such that men will 
say, “your word is as good as your bond.” 

It is well to be clever and keen and Johnny- 
on-the-spot; it is well to look out for number 
one and to know a good bargain, but best of 
all is to have the world say of you: 

“Whatever that man says can absolutely be 
relied upon.” 

Copyright, 1916, by Frank Crane. 


ble in any community. His personality at- 
tracts some, repels others. There’s always a 
lot of business for somebody else. 

Don’t shy from your competitor. Don’t as- 
sume he’s your foe. Get acquainted with him. 

You may learn something. 

Don’t knock your competitor. Don’t en- 
courage busybodies who bring you tales of 
him. Be a good sport. Play the game. Keep 
good natured. 

Beat your competitor if you can, but remem- 
ber the surest way to beat him is to sell bet- 
ter goods, to use fairer methods and to be 
more courteous. 

Don’t play the cut price game with him. 
Keep your margin of. profit fair. Cutting 
prices is cutting the throat of success. 

If your competitor lies about you, or uses 
underhand means to harm you, never mind. 
You go on and be on the level and look pleas- 
ant. He can’t fool the people all the time. 
Straight business wins out in the long run. 

There’s business enough for you both. Go 
after it! 

Your competitor will do you a deal of good. 
He will make you energetic, careful, more at- 
tentive to affairs, and altogether he will bring 
money to your pocket if you use him right. 

Copyright, 1916, by Frank Crane. 
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New England prepares to welcome the visiting retailers to the home of hardware—National Retail Hardware 
Association Convention, Boston, June 13, 14, 15 











For Wider Credit System 


OHN E. GARDIN, vice-president of the National 
City Bank, who is regarded as one of the best 
informed men in the United States on foreign bank- 
ing, takes issue with many of his associates on the 
question of the ultimate position of this country as 
a money center. He argues that if the greatness 
which has been thrust upon this country is to be 
kept, there must be developed scientific banking 
methods, and a wider range of credit facilities, es- 
pecially for the benefit of South America. 

“Prior to the outbreak of the war we had been 
suffering from a period of industrial depression ex- 
tending over a period of years, due partly to eco- 
nomic and partly to political causes; exports were 
declining, our imports increasing, and the balance 
of trade prior to June 30, 1914, showed a very seri- 
ous deficit,” says Mr. Gardin. “To mention only 
one important industry as an illustration of the de- 
pression then exisiting, the steel industry in this 
country had declined until not more than 40 per cent 
of its capacity was being produced. South Amer- 
ica was brought to the verge of ruin through the 
sudden cessation of credit facilities that had always 
been freely granted to her by European countries. 
And the enormous products of that country— 
namely, coffee, wool, rubber, hides—suddenly lost 
their value owing to the inability of the producers 
to merchandise their outputs. America stepped in 
freely and without stint, granting credits here and 
there, with the result that the necessary relief was 
given. But we will still have to go further than 
this. If we hope to maintain our position with 
these countries, we must enter into what is called 
an economic alliance, as other countries have done. 
If we expect them to buy our goods, we will have 
to furnish them means wherewith to pay. 

“An international balance of trade has always 
been settled in gold. That is true international 
finance. However, conditions have changed. The 
gold supply of the world, while not diminishing, 
is not keeping pace with the enormous issues of 
paper which is supposed to have gold as its basis. 
Consequently, the gold supply will not be adequate 
in the future to settle the international balances 
and, if trading is to go on, credits must be given 
in one form or another. The countries in South 
America are now, as a rule, all on a peaceable basis. 
Very rarely do we hear of a revolution occurring, 
and it is only in some of the turbulent, mismanaged 
smaller states where there is any trouble in this 
respect. 

“Consequently these countries now knock at our 
door and, as members of the confederacy of gov- 
ernments of the world, have a right to appeal to 
us for aid in the way of credit facility, govern- 
mental as well as commercial. It would be a wise 


policy on the part of merchants throughout the , 


country, as well as the investment public, to realize 
the necessity of abandoning their former position 
in this connection, and to emulate the European 
countries who have in the past so freely granted the 
.mecessary credits and have brought the South 
American states into the sphere of civilization. 
Every country, regardless of its present position, 
when this war is over will need the assistance of 
every other country in some way or another, and 


Live News 
From Many Sources 
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the economic demands of the people, acting in ac- 


cordance with the natural law in this respect, will 
bring confusion into any prearranged plans as to 
aloofness in the realm of commerce. Goods are 
always purchased where they can be had the cheap- 
est, regulations to the contrary notwithstanding. 
It is a natural law and will follow natural lines.”— 
New York Times. 


Automobile Accessories Merger Is 
Forming 


| peeees S have been perfected for the formation of 

a large concern to be known as the United 
Motors Corporation and into which a number of 
companies manufacturing automobile parts and 
accessories will be merged. It is to represent about 
$60,000,000 capital, and a financial syndicate is now 
being formed to underwrite the securities of the 
new corporation. 

While the details have not been entirely worked 
out, it is understood that among the concerns which 
will be merged are the Perlman Rim Corporation of 
Jackson, Mich.; New Departure Manufacturing 
Company of Bristol, Mass., manufacturers of dou- 
ble roller bearings; Hyatt Roller Bearing Company 
of Harrison, N. J., manufacturer of bearings; Del- 
co Company of Toledo, manufacturer of the Delco 
lighting and ignition system and self-starter, and 
the Reamy Company of Indianapolis, manufacturer 
of self-starters. Several other concerns also may 
be included. All of the companies to be merged are 
established manufacturing concerns. — Chicago 
Daily Tribune. 


Rural Credits Bill Amended by 
House 


ASHINGTON.—tThe Rural Credits bill was 
amended in the House recently to permit the 
Treasury, under certain conditions, to deposit a 
maximum of $500,000 in each of the twelve pro- 
posed land banks, to meet interest payment on 
bonds. 

Representative Lever, author of the bill, said it 
would lower the rate of interest on bonds of the 
farm banks and make money cheaper for borrow- 
ers. Chairman Glass, of the Banking Committee, 
in charge of the bill, and others opposed it, declar- 
ing the result would be a tie-up of current Treasury 
funds on time loans.—The American. 


Americans Obtain Far Eastern 
Trade 


F Raggrnese business interests are seizing trade 
opportunities offered in the Far East owing 
to the war. 

Gaston, Williams & Wigmore recently announced 
they had closed contracts for three complete elec- 
trical plant equipments for municipalities in China; 
also that their London office has sold to the Yoko- 
homa branch a large amount of rubber.—The 
Amerécan. 
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Ford Motor Company Shares Are 
Valued at $3,445 Each 


HARES of the Ford Motor Company represent a 
book value of $3,445 each without any allow- 
ance for good will or the trade value of the name 
of the car. The balance sheet as of July 31 last 
shows a net asset value of $78,899,225, of which 
$52,698,733 was quick assets. This equals more 
than $2,600 a share on the $2,000,000 stock. 

The most striking feature of the balance sheet is 
the fact that the cash item amounted to $43,788,151, 
despite the fact that in the fiscal period the com- 
pany paid $15,000,000 in cash as rebates to pur- 
chasers of Ford cars and also continued its profit- 
sharing scheme and minimum wage of $5 a day for 
common laborers. 

The growth in cash has been remarkable. From 
1912 to 1913 the increase was from $6,400,101 to 
$13,225,711, or more than 100 per cent; in 1914 it 
amounted to $27,441,469, a gain of $14,215,758, or 
upward of 100 per cent over 1913, and last year the 
gain over 1914 was $16,346,682, or 59.5 per cent. 
Increase of 1915 over 1912 was $37, 388, 050, or 
about 600 per cent. 

Surplus has also shown big increases. In 1915 
it was $59,135,776, compared with $48,827,032 in 
1914. In 1913 it was less than one-half as large, 
and in 1912 about one-fourth as large as 1915. 

There is no “good will” item capitalizing the 
name of the car. In fact every asset on the com- 
pany’s books is tangible, with the possible exception 
of patterns and patents. These important items 
are modestly valued at $142,998 and $61,473 re- 
spectively. 

A number of important assets po substan- 
tial increases in the year. Inventory, carried at 
cost, increased $5,051,319; buildings and fixtures, 
$2,216,956; power plant and machinery, $1,872,184; 
real estate, $920,695, and factory equipment about 
$950,000. The reserve for depreciation of fixed 
assets increased $949,749 over 1914.—Chicago Daily 
Tribune. 


Wage Advances Granted to 55,000 


ULLY 55,000 benefit by wage advances just 
announced by Chicago packers and Pennsyl- 
vania and Ohio manufacturers. The various con- 
cerns in the Chicago stock-yards district granted 
pay increases ranging from 2 to 5 cents an hour to 
about 40,000 employees. These inducements, it is 
said, have averted several threatened strikes. At 
present, about. 500 in Armour & Company’s hog- 
killing department are out. 

About 800 freight handlers on the Illinois Cen- 
tral Railroad have been allowed 2 cents an hour ad- 
ditional. This order also affects some of the cler- 
ical force. 

Puddlers in the Youngstown, Ohio, district in 
May and June will receive $7.40 a ton, compared 
with $6.60 previously, the highest rate since 1866. 
About 10,000 in the Mahoning Valley benefit by the 
new scale. 

A 10 per cent wage advance and a 50 instead of 
a 54-hr. week has been granted voluntarily to the 
3000 employees of the J. H. & S. C. Eagle, Inc., silk 
manufacturers, at Shamokin, Pa. 

The Davis Colliery Co. at Elkins, W. Va., an- 
nounced a voluntary wage increase of 5 per cent, 
the second since January. One thousand men are 
affected —The American. 








Cable Rates Lowered 


Shiau Merchants’ Association of New York has just 

succeeded, through diplomatic negotiations con- 
ducted by the Department of State with the Argen- 
tine Government, in relieving members doing busi- 
ness with Argentina of onerous and unwarranted 
charges for cable messages. These charges appear 
to have been imposed through a misunderstanding 
or misconception of the International Telegraph 
Convention rules by the Argentine General Admini- 
stration of Postal Telegraphs. 

Complaint was made to the Merchants’ Associa- 
tion a year ago, by about forty of its members who 
do a large business in the Argentine Republic, that 
surcharges were being imposed upon cable messages, 
which burdened trade with Argentina and had a 
distinct tendency to reduce trade between Argentina 
and the United States. The complaint arose from 
the rejection of cipher words containing three con- 
sonants or vowels in succession, or coded dispatches 
made up of words unpronounceable in Spanish, but 
pronounceable in one of the eight languages author- 
ized by the Petrograd convention—New York 
Times. 


Cuba Is Planning Merchant Marine 


C= sugar millionaires plan to finance a $25,- 
000,000 corporation to acquire and operate a 
fleet of passenger and freight vessels. 

P. Harry Graham of No. 17 Battery Place, New 
York, who is to be.the general agent in this coun- 
try, sailed recently for Havana on the United Fruit 
steamer Calamares to assist in organization. 

“It will be the biggest thing Cuba ever has done,” 
he said, “and with the promised co-operation of the 
government and favorable legislation, Cuba will have 
her own merchant marine in less than a year. The 
lack of adequate transportation facilities, both at 
sea and on land, has been a tremendous hindrance 
to the development of the island’s industries.”—The 
American. 


368 New Ships for American Trade 


ASHINGTON.—Steel merchant vessels build- 

ing or under contract in the United States 

now number 368, the total tonnage being more than 

a million. A statement to-day by the Department 

of Commerce said these figures denoted the greatest 
ship building the country ever had known. 

Cargo vessels and bulk oil vessels, about evenly 
divided, make up the largest part of the tonnage 
under consideration. Combined passenger and 
cargo vessels and colliers are next in number. Only 
two vessels for passenger traffic alone are building. 

Two hundred and twenty-two of the vessels are 
for sa't water trade and 147 for lakes and rivers.— 
The Anterican. 


Wheat Yield to Be Greatly Reduced 


HICAGO.—A big reduction in the wheat yield 
of both belts is now a certainty. The snow and 
rain over the spring wheat country will further re- 
tard seeding, and it will be some time before farm- 
ers can get into the fields in the Northwest because 
of their muddy condition.—The American. 


The Kind of Wealth That Counts 


) tes cannot be too greatly emphasized that what 
counts in the field of international finance is not 
wealth, merely, no matter how great that may be, 
but wealth as a surplus fund and in a liquid form.— 
Prof. W. W. Swanson in The Journal of Commerce 
(Montreal).—The Annalist. 

















APairof Builders’ Hardware Windows 


Two Displays That Illustrate Different Ideas in Window Dressing 








Hawati has window trimmers who easily keep in step with those of America, as proved by this display of Lewers 


and Cooke, Ltd., of Honolulu 


HE window display men of America have not 

Er up to the present time been able to agree on 

any hard and fast set of rules to be followed 

in selling goods by the window display route. The 

best method to use in window advertising is still a 

debatable question and no doubt will be as long as 
there are windows to be trimmed. 

Though the stores of this country are perhaps 
for the greater part in favor of the display that 
makes a good deal out of a little—that uses but a 
small amount of stock, but that little so well ar- 
ranged that it makes a good showing, there are 
still enough successful merchants who will protest 
loudly against such methods and declare with the 
conviction that arises from practical experience that 
a window display is doing only part of its work 
unless it is literally filled with merchandise. 

There are many who will declare that the display 
should also include as many lines as possible—that 
there are so many items in the store that are in 
urgent need of display that featuring one article 
or one line causes too many other items to suffer, 
and the extra sales on the one line or item that 
follow from the more prominent display do not 
counterbalance the general loss. With such a variety 
of opinions it would seem that the only safe method, 
if the question were put to one as to the correct 
methods to follow in window dressing, would be to 
answer, “There aren’t any.” Yet there are a num- 
ber of simple rules that practically everyone who 
has had any experience in window advertising will 
agree with. 

The style to be followed in dressing the window 
depends almost entirely on the locality and the class 
of trade to which the store caters. A mixed dis- 
play, that is, a showing of goods of various kinds 
and their uses, will prove, practically without an 
exception, to be the most profitable in a neighbor- 
hood of tenements. In a community of fine resi- 
dences that type of display would just as surely 
prove to be a failure. The high-grade display must 
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be confined to goods that are related to each other. 

If a special price is featured, the larger the 
quantity of gocds shown the better will be the im- 
pression made on the prospective customer and the 
greater the result will be in proportion. The pres- 
ence of large quantities of merchandise always lends 
force to a special sale unless it be of some article 
that involves a considerable amount vf money. Then 
the truly artistic window is in order. 

The same rule holds true if the display is made 
with the intention of showing a large variety of 
either sizes or patterns. In a display of cutlery if 
a complete range of sizes from the smallest to the 
largest is shown it creates a better impression in 
the minds of the persons viewing the display than 
if only a few intermediate sizes were presented. 

If the idea of quality is the one impression which 
the window man wishes to feature most prominently, 
then a small amount of stock, well arranged in a 
handsome setting and helped out by artistic deco- 
rations, is the most suitable. The display need not 
be gorgeous or over-elaborate. Too much decora- 
tion ruins rather than enhances the trim, but simple 
decorations arranged with an eye for good taste are 
always helpful in a display of this nature. 

A display used not long ago by Lewers & Cooke, 
Ltd., Honolulu, Hawaii, was a good example of a 
display containing a large quantity of merchandise. 
The background was extremely simple, but none 
the less effective. The panel arrangement showed 
distinctly each separate design and the large array 
of other mounted samples and of those unmounted 
in the foreground, brought out forcibly the impres- 
sion the window man intended should be featured 
—the immense variety of patterns that is carried 
in stock. Though a large quantity of mounted sam- 
ples were used, the display was by no means 
crowded. 

Seep Brothers, Oil City, Pa., recently built a dis- 
play of the opposite type. The idea of quality was 
most prominent in this showing, though sufficient 
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rine Bros., Oul _ Pa., made this attractive display of builders’ hardware. The background of pleated cheese 
cloth was the only item of expense in the window 


stock was used to give the impression that variety 
of design was by no means lacking. 

A display like this is not expensive to install. 
The background was of pleated cheese-cloth—one 
of the most inexpensive of cloths, but one that 
drapes nicely and can be handled easily. This 
material was draped around the two pedestals and 
on each side of the window, and was puffed along 
the floor on the back and side from the base of the 
pedestals in an artistic way. 

The centerpiece of this display was a door check 
in operation. The rest of the trim was made of 
mounted samples and of show cards and signs fur- 
nished by the manufacturer. Two artistic jar- 
dinieres of flowers on the pedestals added greatly 
to the effectiveness of this display. In a window 
where quality predominates, flowers and foliage are 
usually extremely valuable in carrying out this idea. 

The building season is now well under way, and 
in a short time many of the houses now started 
will be completed and the hardware must be selected. 
A good initial display of builders’ hardware, fol- 
lowed by one or two additional displays, is in order 
now as soon as they can be installed. 


Catalogs Needed in Central 


America 


To the Editor: 
Los ANGELES, CAL. 


Would you be so kind as to ask some cabinet hard- 
ware manufacturers to send me catalogs of their 
goods? 

I am a cabinet and furniture manufacturer in 
Guatemala, C. A., and would like to get in touch with 
a good concern. 

I am a stranger in this country and hope you will 
do me the favor mentioned. 

I have seen your issue of April 20, and it is very 
good all the way through. 

I am leaving for my home in a day or so. My 
address is 10A Calle Pte No. 23, Guatemala City, 
Guatemala, C. A. 

I thank you in advance and remain, 


Sincerely yours, 
R. CHACON, JR. 


Columbus Dealers Organize 


Ar ReINARY organization of the Columbus, 
Ohio, hardware dealers was effected May 2 
at the meeting which was addressed by Harry 
B. McGrath of Cleveland, and James Carson of 
Dayton, president and secretary respectively of 
the Ohio State Association. At an earlier meeting 
about thirty dealers signified their intention of 
becoming members. A permanent organization 
will be effected shortly. 


Pass It On 


al your cost of goods advances, 
Pass it on, pass it on! 

Do not take unseemly chances— 
Pass it on! 

Keep your fingers from the fire, 

For the price will go still higher; 

Just collect it from the buyer— 
Pass it on! | 


OU can’t afford to absorb it, 
Pass it on, pass it on! 

Or you’ll soon restrict your orbit— 
Pass it on! 

Why your profit throw away? 

You will need the coin some day, 

For you always have to pay— 
Pass it on! 
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OUR customer expects it— 
Pass it on, pass it on! 
If you don’t you’ll make your exit— 
Pass it on! 
If you’d stay in business, 
Keep your loved ones from distress, 
Save yourself an awful mess— 
Pass it on! 


ERE’S no reason why you couldn’t 
Pass it on, pass it on! 

There’s no reason why you shouldn’t 

Pass it on! 
Here’s your one chance to come clean; 
Raise your head with manly mien, 
And with purpose strong, serene, 

Pass it on! 

—Imp. and Tractor Trade Journal. 
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Export Co-operation Without 
Crime 


ANUFACTURERS now have a rare 
M opportunity—that of working for a 
constructive piece of legislation. Usu- 
ally their réle at Washington is protesting 
against some legislative proposal likely to 
do them harm. 


For more than two years co-operation to 
increase export trade has been a slogan of 
American business men. At the St. Louis 
and the New Orleans conventions of the For- 
eign Trade Council men of all political opin- 
ions agreed that this is one of the most vital 
issues in the whole export movement. The 
agitation for an act of Congress legalizing 
combined effort in export fields has now 
taken shape in a bill that is to come before 
the Senate. For months the Federal Trade 
Commission has been investigating competi- 
tive.conditions affecting Americans in inter- 
national trade. It has found that one impor- 
tant reason for the success of European man- 
in foreign markets is their 
American manufac- 
often 


ufacturers 
superior organization. 
turers find that foreign makers 
undersell them here because of syndicate 
agreements such as Germany has, under 
which prices are maintained at home while 
special low prices are made on exports. It 
is also found that foreign buyers of some 
American products are able at times to buy 
these products to better advantage than con- 
sumers here. Combined action of foreign 
buyers and independent action of American 
producers have enabled the former to hold 
aloof in a dull market until some anxious 
American seller cut the price. This has hap- 
pened in copper not once nor twice. 


The upshot of the Trade Commission’s re- 


Sl UNUSUAL 


port, just sent to the Senate, is a unanimous 
recommendation that American business men 
be allowed to use the same weapons which 
foreign manufacturers have long employed. 
What the best minds in Europe have ap- 
proved, our manufacturers can now only at- 
tempt under peril of being put on trial as law 
breakers. The commission is fully convinced 
that it is not fair to subject American manu- 
facturers to the competition of European 
syndicates and then deny them the right of 


self-defense. 


Foreign trade extension is no partisan 
matter. The fruits of an increase in our 
ovelseas commerce will be reaped not only 
by manufacturers but by the transportation, 
farming, banking, mining, jobbing and retail 
merchant interests of the whole country. 
Home trade can only be affected favorably by 
the proposed permission to combine on ex- 
ports. The Senate bill is particularly in the 
interest of smaller concerns, since the largest 
manufacturers have export organizations of 
their own. Business men should promptly 
ask their Senators and Representatives to 
make into law this first legislative recom- 
mendation of the Federal Trade Commission. 
It is a piece of real preparedness for the 
fiercer world trade struggle into which our 
manufacturers will be thrust on the ending 


of the war. 


Working Forces Overlooked 


OR some considerable time the news of 
k the day has been punctuated by an- 
nouncements of advances made in the 
wages of workmen. More frequently than 
otherwise, as it happens, these advances have 
been made voluntarily by employers. A fea- 


ture of such announcements has almost 
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invariably been that they did not include 
salaried employees. 


The expression “salaried employees” is ap- 
plied to a rather large contingent of working 
forces. It not only takes in officers of a com- 
pany, but applies to bookkeepers, timekeep- 
ers, stenographers and those doing general 
clerical work. This is a division of the em- 
ployees of an establishment in which it must 
be admitted that the compensation paid is not 
by any means on an equivalent with that of 
skilled labor in any of the manufacturing de- 
partments. The training which comes from 
a school or collegiate course is apparently not 
considered as valuable as that which, gives a 
mechanic his manual dexterity. Office forces 
are further not connected with any kind of a 
union organization. The emoluments given 
to a clerk are fixed arbitrarily, and usually 
the employee has little to say regarding the 
rate he receives or should receive. He is gen- 
erally paid as small a salary as it is found 
will secure his services. 


In this period of high cost of living, of 
great activity in business, and of general ad- 
vances in wages, it would seem that the 
clerical forces should not be overlooked, but 
that they should also be permitted to share 
to some extent in the general betterment. 
Their services are undoubtedly of some value 
or they would not be employed. Hence, at a 
time like this their services should be consid- 
ered as a little more valuable than in times 
of either ordinary demand or actual de- 
pression. It would be interesting to know in 
how many manufacturing establishments the 
clerical forces are now receiving no greater 
salaries than a year and a half ago when 
business was depressed. 


‘Wages in Government Shops 


HE Secretary of War recently announced 
- a peculiar theory with regard to the 

rate of wages that should prevail in 
Government workshops. He states that in 
his opinion the Government should pay bet- 
ter wages and offer better working condi- 


tions than obtain in private establishments. 
The Government should do this to secure 
“the pick of employees and be a model to pri- 
vate employers.” 


The policy of the Government has hitherto 
been to pay the prevailing rate of wages in 
the vicinity in which the various workshops 
are located. It has apparently had little diffi- 
culty in attracting the best class of workmen 
into its shops on these terms, as the easier 
hours, more frequent vacations and gener- 
ally less stringent rules, as well as the pres- 
tige of being attached to the Government 
service, have powerfully served to draw men 
into such establishments from private shops. 
It does not appear to have been necessary to 
offer higher wages either per diem or per 
hour to secure the pick of men. So far as 
this feature of the question is concerned, Sec- 
retary Baker hardly seems warranted in tak- 
ing the view to which he has given utterance. 
The Government, however, could very well 
undertake, if it has not already done so, to 
make its shops a model to private employers 
in other respects than in the wages paid. 


If Secretary Baker’s idea as to wages were 
to be carried into practice, it would seem that 
the effort to maintain a higher rate of wages 
than those prevailing in private shops would 
unsettle labor conditions in the localities in 
which such shops are situated. It is hardly 
to be presumed that workmen in the private 
shops would be contented if their wages were 
not equal to those paid in the Government 
shops, and a constant source of irritation 
would thus exist. For instance, if the pri- 
vate shops, under compulsion from their 
workmen, should raise wages to the level 
paid in the Government shop in their vicin- 
ity, the Government would then be obliged, 
in carrying out this scheme of Secretary 
Baker, to advance the wages of its workmen 
to another higher level. How this condition 
of affairs would ever become settled it is diffi- 
cult to say. Possibly Secretary Baker may 
have in mind the possibility that the Govern- 
ment might be able to regulate wage scales. 
This, if it were practicable, would seem to be 
the only way in which to bring about such a 
state of affairs as that which he suggests. 
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Publicity for the Retailer 


Making a Removal the Occasion of a Big Sales Opportunity—An Ad That 
Makes a Home Run on Baseball Goods—Other Timely 


Advertising That Is 


Well Handled 


By BURT J. PARIS 


“Play Ball” 


No. 1 (3 cols. x 1034 in.). How these magic 
words stir the hearts of fans the country over! 
And how suddenly are back yards and open fields 
changed from cold, cheerless stretches into scenes 
of animation, the eternal struggle for athletic 
supremacy! And how all this sport activity is 
translated by the wise dealer into a rare opportunity 
to make the ringing of the cash register bell more 





At Bat 


Baseball season opens. The greatest of American out~f- 
door sports. Clean, vigorous, healthy exercise, training and 
developing the eyes, ears, feet, body and brains of young 
Americans—encourage the boys in this marvelous game. 


Draper & Maynard, Spaulding 


These names are trademarks on lines of baseball goods that 
o— for quality, perfect construction and satisfactory ser- 


Baseball Gloves 


Our 15x Fielder’s Glove is made from the best Indian 
tanned horse hide, lined throughout with leather, well padded 
around the heel, the thumb and little finger, but the palm it- 
self is left without padding. It bas that “broken-in feeling, 
the first time you.put it on your hand. it’ 8 a peach at * 50. 

Other ow Gloves, boys’ sizes, 25c, 50c, 75c, $1.00, 


and up to $4. 
‘Catchers’ Mits 


No. 624 is a pearl-colored horsehide Lama with strip and 
fingers of heavy brown leather, and excellent asbestos pad. A. 
catcher’s mit that saves the fingers, holds -. shape, ona is a 
steady companion, $5.00. 

Other Catchers’ Mits, boys’ sizes, 25c, 50c, $1.00,.$2.00 and 
up. 


First Baseman’s Mits 


No. 648, First Baseman’s Mit, is a beauty, and gives that 


Sooling of “get in front of the ball and the man’s out.” This 
e is made of tan — brown Napa leather back, with 
size asbestos pa , leather- laced; a record-breaker at 

Baseball. Bats 
a main Sas: a — wy is the weet: not 
r how good elegan et if the 
wood n't there the ball wil top an the ie Ash is the 


best wood from tate Ay Reg wed boy and the ash: ate in 
“Old New Engiand” is the hardest; strongest and toughest 
wopd. It is air-dried for a long time, in fact, the lomber is 
= held for two or three years. Our bats have been selected 

with gare and have that ring “of a homer” — they -hit My 
ball “on the nose,” and incl Lo rs, Drape 
Maynard's and and Spalding’ ng’s bats. A line of bats th that at calle vorth 
et o eo every “lover of the diamond.” «A wide varie- 
+s ‘at 


a ~o bats in boys’ weights and sizes, 5c, 10c, 25¢, 50c and 


Baseballs 


fay 4 The greatest variety mm size and quality of basebaild e 
ss “na et aide ote tare eee 
3) 10¢, 15¢ an 











poe are epee 
Baseba!! Catalogue on 
Phone 105 TH rN ia 0: Phone 105 ; 





No. 1—Built to sell baseball goods 





FENCING 


MANY 


CAN 
GOOD SUIT 
STYLES ALL 





At Money Saving Prices 


BUT 


what have you done about your Fencing for Spring. The proper way to fence 
is to put up a certain amount each year and you do not have to buy so heavy 
atany onetime. An early and fortnuate buy enables us to 


Meet the Price and Save You 10 to 20c a Rod 

Our prices are 20 per cent below the present current prices. We are 
uot keeping pace with the prices. We do not have too and are going to give 
you the benefit of our good buy. We have a good supply, many styles and 
prices to move the goods. You can consider yourselves lucky in getting fenc- 
ing this spring at prices we are offering it at. 

Peerless Fencing is as good a medium priced fence as there is on the 
market and has not failed us in giving satisfaction. Have never had to make 
an adjustment. Wires are jnst the right temper to make thew pliable and yet 
be tough and springy. Galvanizing is the best. 

Have Fencing 27 in. to 47 in. high, so can meet all requirements 
80 rod spools, 4 point, heavy galvanized Barb Wire, at $3.50 
80 rod spools, 2 point, light galvanized Barb Wire, at $2.50 
We have a complete stock of everything and’can supply your needs. 
Our Aim is to Please You. Our Goods Must Give Satisfaction. 


Hardware Holcomb Co. 


No. 3—Where a little rearranging will accomplish a 
great deal 











continuous! When sales drop off on winter goods 
there is always a wealth of opportunity in the hard- 
ware business to meet the demand of a changing 
season. Few retail business men have so great an 
opportunity in this regard. as the hardware mer- 
chant. This is the way the Haynes Hardware Com- 
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a THIS SALE MEANS THE GHEA TEST MAROWARE VALUES IN M/ISTORY. THIS ENTIRE | 
STOCK OF HIGHEST GRADE HAROWARE WILL BE S$0LD REGARDLESS OF TNE SACRIFICE | 

Or | WE MUST MANE — WE DONOT INTEND TOMOVE A SINGLE ARTICLE TO OU NEWL MEW LOCATION Houck 
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SALES TARIS THURSDAY MARL 2-DIN'T FAIL TOBE HE Me ay 










This sale will prove of tremendous saving advantage to the people of this vicinity. When we move [= ; weeioe SIE Ss 

to our new location, which will be at 200 100 West we do not intend to move this stock of F% a nae ee i odes 3 faite? oe ‘ 
merchandise. PRICES HAVE BEEN PUT ON THIS TREMENDOUS THAT WILL MOVE IT yt EVERYBODY WS THAT nig 5: N t ¥- 

HOUCK’S STANDS FOR .QUALITY, AND YOU'LL FIND EVERY ARTICLE IN THIS STORE MARKED AT RIDICULOUSLY LOW PRICES 5) ke Ce ee ean 
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H | QQ) | SE BeENEE $7.65 
- ose OIL STOVES. "27° 
in. Moulded The kind you bave seen advertised 

$f 20¢ 
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HARDWARE [#2227 65c) 22am, ,65c/ DESCRIPTION 


















value ...5¢ 





; No. 1 rices that mean the test o unity ever 
| grade ...--- $1.80 prices Ce Nickleplated Bath Room Towel Basket, 68.25 











Disston $2.50 value, Cast Bronze Front Door Beta, 12% 15 1 value, sale price weerercewecee<+* 
_§ No. 112 sale price sncheehes "$7.45 10-quart Aluminum Water Pails, $2.50 
‘| grade -.----$1.80 | Cast Bronze yond Door Sets, $8.00 to $10: values, sale price. ..----..--.---- 
visston $2.25 value, values, sale pric @s; | 12-quart ~yneeees Water Pails, $3. vaiues, 
‘No. 12 grade $1.55 Wrought Bronze Front Door Sets, $4.0 and le pric 
$€.00 values, sale price’.......____- er: ‘Siar “Pails, $2.50 values, 





Stee) Froat ts, , GtED BEIED cc cen cage ceseapensogea 
5 PA e a ae price Poor Bets, $2.00 = woe 00 Royal Rochester Baking Dish, $4.50 values, 
Store — Handles, $5.00 and $6.00 values, sale price $2.35 











sale price ~ Aluminum um Cosaerai, £3.00 values, ' 























” “ Wrought Bronze Inside Sets, $1.50 vaiues,| _*tl¢ Prite --—-2~-9---r—----~-~~ 
nag aieine, Seep sale price ” Nickl-plated Syrup Pitchers end Tae 
: - Steel Inside Sets, 75c values, sale price 5 values, IS . 
ular price ec and sie p ~ ; 
ae Sargent's F! s 12 Gauge L. C, Smith Hammeriess Double 
150 -----=--- SSG | “argent s Pleer Spring Hinges, 225 vale, Barrel Shotgun, 950 value__... ’ 
All Slidmg Door Sets, any pattern or Rochester Nicklepiated Bread Board, $3.00 
finish, ONE-HALF PRICE. . values, sale price: -—-.----------- 75 
*All Butts, any design or finish, ONE: Aluminum * Bigg, Poschers, $2.60 values, 
THIRD OFF. sale prieo* . ihad ee aov-stne-+------- 35 
The famous Peek- Odd — Butts, lopse pin ; regular 15¢ and 20¢ yee: pe, $4.50 wabuee, 
values, sale price, two pair for....._____Sigh| _ S## PIC® e+ 4--—- ~~~ ~~ -- ~~ a wns 
stor - Sey Chisels Floor Spring Hinges, any fini $1.75 values, ar Washer, won values, 
sale price ~.........-.............Qmg| . 2¢ Prie® ,+~------------------- 











52.55 
Ogden "Door Checks, regular "50 values Chandler’ = ik ci uttihg Machine, $4 vatues, 
OS SSS Ras so $2.95 sale pn -$1.95 

Fist on Door Track, 6,8, and 10% Glass Bath Roow Shelves, $3.50 value, 
ngths Sés terranes neon $2.15 
Four. ieee a> Bras Fount Lanterns, $1.50: values, 
'Sruit’ Press peSTG | ELECTRIC HOUSENOLD APPLIANCES). sale Price —— =n. O5¢ 




















ndoub 
iat A sate, | tei This sale will undoubiedly attract the st-| Fl ove’g @ List of a Few of the Hundreds 
i — re going to sell our builders’ bardware at of Items to Be Found at Our St k 


sale pri $2.95 Royal ssw Baking Disb; $4.00 values, 
PLUGS Cast Bronze inside Sets, $2.50 and $3.50 values,| , *#!¢ $1.95 |. 


. | Mop Sticks, oe le value, 


* gale price, two for- 
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sale price 


Incubator Thermometers, 50c¢ values, 
Yankee Cleaner—best for cleaning weed. 
RICE. 





work, tile, ete. HAL F P 
Fire Extinguishers 
F _salé BEET cctccavcesceccaqqcousnce= 45¢ 


GBEO-GUNG8 ccwcoceceecccecccccencos 25e¢ | a 
I¢e Pieks, Ibe and 25¢ values, sale price. B¢ 
Mrs. Potts Sad Irons, set of three, handle 

and stand, $1.25 value, sale price... -85¢ 
Gray Enameled Pudding Pans, 25¢ and 400 

values, sale price........----~------ 5e 





sale price 10¢ 
Regular Barber's s “Razer, $3.00 values. 

Oe eT ee 
Keen Raster Safety Razor Sets, regular $5 














value, prie % { 
Safety ry? = all 77 and makes, values 
rice $2.50 Carriage 





~—— Fay 25e, 





Razor ons soe a do sale price... sale price - edecce 
Shaving Brushes, 50c values, sale price $2.35 No. 72% Stanley tres coment . 
ytomobile Chain Adjusters, $1. 0 values, | $3.75 Sargent’s Joiner Plane, 4¢-tock, 

















=e $3.00 2¢iach Usion Piané, sale price bhoice 1 5 : 

, Sale price........ ; 

Bread Knives Joe values, = aes $3.25 22inch Seigiey A Pane 

Cleavers, 35¢ values, ak emnennil a & > — Pepe _ _—_. Ot. 

Paring Knives, 10e val $3.25 Revonoc 23 jouer Piané, sale prite._ 
25 1#tach Iron Fore P sale price 


4 3 eoces 

Buteher Knivese—ONE-HALF “pRice or ne See Eee — 

pit 8 Shears—ONE-THIRD. | foo chapite iron Pore Plane, sale price. 
rs, 




























































and a y= Chafing Dishes, $15 to aad values, a s ‘Bash Tubs, $2.00 values, — Bearing eevee .  L- —ieemenar ee 
2 - COnws0 coceceeces 
Regular price $6 $4. 25 — Eos “Cookers. “$i2 “values, -- $8.45 = WN bina me tite cai "Tackle ctuaennaeal OFF. $1.00 yeh Mtecs, sale Prien. ———— eye 
7 price . Seno eos an -=- GB, OD onion ‘ot Commence to Include Our List Great Bar. ie Metal Stands for drilis, sale price... 
Electric Hot Plates, 00 values. 00 Pony Riveting Machines. sale price_..... 
AUTO TACKLE * tale Brice ~.-..-..-~-.~--d-.aee---+-e---G6,95! rn nn hae Sn a fice p 10taet ad ble Wrenches, 
Electric Toasters, $4.50 values, ‘ — 
(Ro tener g2i00 do 0b Oh en oe Oe... ws = | Royal Rochester 
ee ag a — 4 oS Warmer. $5.00 values, 82.75 20K IRON $1 2.60) | coghe AND $9.00 $18 a Die ts, cals price. = D. HE Large Size fs 
' ee -82.75 COOK STOVES 2. $18 end 920 $8.00 Tap sale price... 
rope, $6.00 Bhecurte Curling Iron Heaters. $3.50 ‘values, 81.98 Regular Price $25 Valves — T ad Die Cote, ont ° we gots BO. ccoedccncclll $7.50 Value 
value--- Electric Hot Water Heaters, $5.00 values, ’ Sec etach Combtaation Phere, sais price... $3.75 { 
7ée 12-imch Combination Plie le ome 
Biectre Mot Water Hestera, $340 valuss, - $2.95 oe BU 95 | 2 BURNER $1 8 iy waae and Butcher's Chisels, ‘of one sizes, HA i 
Electric Percolaiors, $i values, 92-88 Stoves $2. Gassline Stoves . Ford's Aager Bite OXE. -HALP PRICE t 
misctris Porclipiara, sabe sahenee 36.90 grote ~y Price as 50 eee Price $3.00 a6 f- Kitchen Sows, sale price, ......--------- i 
sale price - Can't Break Knife H . . 
Bectric Percoisiors ‘feat, Vij ala, SS ALL Pa ee a eo purpose; *°° Se ah aie anes ee 
AINTS, CARRIAGE PAINTS, INTERIOR FINISHES « | Sand Paper, 15 sheets for 106 





ARTICLE 


116 E. DOUGLAS ¥=":116 E. DOUGLAS Anil | 


Don’t F t the te—Don’t Forget the Location ‘ 
YOU CANT AFFORD TO Mab THIS SALE gy: \ 1]. [et eas i 





No. 2—Has all the earmarks of a productive removal sale ad 


pany, Emporia and Hartford, Kan., is going after 
sales on baseball goods. The heading “At Bat’ needs 
no translation and the illustrations with the sub- 
headings make the whole ad as clear as a bell. The 
Haynes Company does in this ad what HARDWARE 
AGE has always advocated in sporting goods ads— 
it puts the red-blooded appeal in its copy. You can 
weave a story around almost any article of hard- 
ware that will make people desire it ten-fold more 
than if you presented it in a prosaic manner, but 
baseball goods—why, your own youngster can give 
you material enough for a dozen ads if your own 
memory of boyhood days has become a little hazy 
with the passing years. Read that opening para- 
graph—that will hit both the son and father, with- 
out question. Parents, to-day, are alive to the neces- 
sity of encouraging sport. Note the text on the 
various accessories and get the human feeling and 
the handshake that is woven in the description. 
Prices are there on every article and the firm is wise 
in featuring the names of the lines at the top of the 
ad. The illustrations would have shown up better 
































had line cuts been used. If you sell baseball goods 
and are casting about for a selling idea, just clip 
this ad bodily and hand it to your printer. You 
might think for a week and not do as well. 


After This Ad, Houck Had Less to Move 


No. 2 (Page width by 17 in.). You never can 
tell when it will be advisable for you to seek im- 
proved quarters, and for that reason you should put 
this ad where you can refer to it some day. When 
any business house moves the great desideratum is 
to take as little of the old stock to the new location 
as is possible, and this creates a real advertising 
opportunity such as you see worked out here by the 
Houck Hardware Company, Wichita, Kan., the firm 
which sent us the ad. There are several points es- 
sential to the pulling power of a removal sale ad 
which you can easily remember, for they are worked 
out in this ad. First, use big space; you can then 
follow up your big ad with small 2 and 3 col. ads, 
but you will find results disappointing if you use 
the smaller ads first. Second, a special design for 




















LAMPS AND LANTERNS 


Present Time Needfuls 


at Nock & Kirby’s 
Noted Low Prices 





Hand Lamps and Lanterns 





gad a ria brass fonts. Complete, with Chimney and 


wick, 

rite hae various colored fonts. Complete, with Chimney 
and wick. ~ 1/6 each. 

HAND LAMP, nicely painted font. 
and wick. 2/6 each. 

“THE CADET’ KEROSENE LANTERN.—A handy-sized _ pol- 
fshed brass lantern (as illustrated) that won't blow out in a stiff 
breeze. Burns %-inch wick; go a good light. PRICE, 1/9 each. 
Ditto, burns %-inch wick, 2/9 ea 

HURR'CANE KEROSENE LANTERN. —One that lives Faye hg 
to its mame. Defies the stiffest bla is economical in 
sumption, and gives a reaily pediginameey light. Good Pil il 
tern we = recommend. 

%in. Wick, burns 20 hours, 3/- each. 

lin. Wick, burns 15 hours, 3/6 each. 

COLD BLAST HURRICANE LANTERN. — Burns kerosene, 
gives a splendid light, and is thoroughly wind and rainproof. 
Patent hinged frame. Strong construction. 

Burning ‘sin. Wick, 3/9 each. Burning lin. Wick, 5/- 


Complete, with Chimney 





each. 











Table Lamps---Handsome and Low Priced. 


TABLE LAMPS, colored giass font, supported. by pretty iron 
stand. Complete, with burner, wick, and chimney. 
Sgin wick, 2/9; lin wick, 3/3 each. 
TABLE LAMPS, opalescent font, standing on handsome iron 
stand. Complete, with burner, a and chimney. 
Sain wick, 2/9. lin wick, 4/2 
TABLE LAMPS, nicely palat of font, ‘ames by a prettily de- 
signed iron stand. Complete, with burner, wick, and 
chimney. . 
S,in- wick, 4/3: lin wick, 4/9 each. 
TABLE LAMP, opaque style font, well ee iron stand, 
Complete, with burner, wick, and ch 
Sin wick, 4/3 each; lin. wick, 4/9 e 
TABLE ——. pretty satin finish font, ~ a by a nice 
—— iren stand. Complete, with burner, wick, = 
c ey. 
Sin wick, 4/6; lin wick, 5/- each.. 
eas FAMOUS MILLER TABLE LAMP. A Lamp that fs popular 
with the people because’ # gives a grand light on 





small consumption of keroseme—because it gives abso- 
ietsiy no trouble to even inexperienced persons, afid adds -: 
to its — virtues a rery pleasing appearance. 
s quoted complete with White AQpal Shade, chim- 
ney, AF. -y and wick.- 
No. t 25-candle- Power, 7/9 each. 
No, -40-Candie-Power, 9/6 each. 
_ No. 3 @0-Candle Power, 12/6 each. 














: City 4030 (Six Lines). 
ALL GEORGE- STREET TRAMS STOP AT OUR DOORS. 


NOCK & KIRBY, Ltd. 


“The Home of Noted Low Prices for General Hardware and Drapery. 
188, 190, 192, 194, 1944 GBORGE-STREET (Near Circular Quay), na, — CL 


No. 4—Lamp and lantern stocks ably presented 
the heading is very desirable to separate the ad from 
every-day announcements. Third, the story should 
‘be told in the heading and opening paragraphs. 
The body of a removal sale ad should be items and 
prices. You can easily perceive that the Houck 
people have shaped their ad to conform with these 
essential requirements. The heading and opening 
paragraph is a whirlwind presentation of the great 
buying opportunity and the design is an eye catcher. 
The corner pieces are an innovation which help 
materially. If you will go through the listings 
quickly you will note that almost every department 
has been touched upon. No dealer should fail to 
seize the opportunity offered by a removal. 


The Proposition Could Be Stated More Effectively 


No. 3 (3 cols. x 11% in.). The Hardware Hol- 
comb Company, Deckerville, Mich., sent us this ad, 
asking us to indicate the spots that might be im- 
proved. Hardware Holcomb has a proposition here 
that is appealing to the farmer’s pocketbook, but it 
needs rearranging. Fire the big gun right at the 
start by making the heading say, “I’ll save you 10 
to 20 cents a rod on fence through a fortunate pur- 
chase.” Eliminate “At Money Saving Prices” and 
place the opening paragraph at the close of the ad, 
dropping the reference to wild oats which, as it is 
here used, doesn’t emphasize the desirability of 
buying fence early and often. With these changes 
the ad takes on a new strength through its direct 
appeal. The text is really good. It reflects the 
fairness of the Holcomb policy in not taking ad- 
vantage of a rising market and the paragraph on the 
fence is refreshing in its brief but straightforward 
claim. Many a dealer has condemned a piece of 





Hardware Age 


copy when all that was needed to make it pull was 
a rearrangement. We would retain the word 
“fencing” at the top of the ad— it is a good attention 
getter and leads to the main heading. 


An Ad That Attracts 


No. 4 (2 cols. x 9 in.). Nock & Kirby, Ltd., Sydney, 
N.S. W., Australia, sent us this ad, which is certainly 
a complete guide to lamp and lantern purchases. 
Each item combines listing, description and pricing, 
and by the number of lamps and lanterns featured, 
you can see how the ad has the broadest appeal. With 
such an ad the reader may greatly reduce the time 
necessary to store selection, and this is a point that 
merits the consideration of any dealer, for it is a 
fine way to fight the procrastination that grows 
upon one when “shopping” is required. In a letter 
to us H. T. Nock, of the firm, says: “We hope they 
(newspaper ads) will show some evidence of the 
benefit we have derived from perusal of your Pub- 
licity Page, which we still read religiously as some- 
thing worth while.” Those are the words that 
encourage us to keep digging for the things that 
will benefit the hardware merchant. 


A Concise Reminder Ad 


No. 5 (3 cols. x 4% in.). Reminder ads are useful 
at times by reason of their ability to cover lots of 
ground in limited space just as this ad does of the 
Bigelow Hardware Company. This is a first-rate 








COME TO US For YouR 


Spring Needs in Hardware 


When you require any of the following articles, call 
and look over our varied and complete stock 


FOR THE GARDEN 
Hoes 





FOR THE HOUSE 
Oil Stoves 


FOR THE LAWN 


Mowers 


¥ — ad — — al 


AB Gas Steves 
Sickles Fireless Cookers Rakes 2 
Sprayers Glidden Varnishes Ferries’ Famous 
Sprinklers saan yi ~ Hotere Garden Seeds 
Minneapolis Paints : 
Hose n Aluminum Ware Spading Forks 


| BIGELOW HARDWARE Co. 


sr ait “EVERYTHING IN HARDWARE” 420 so. 2nd ST. 
a jor a ana ee 


No. 5—Reminds you of the things you need 














reminder ad and the only suggestion we have to 


_make to the Bigelow firm is a line over the firm 


name to read something like this: “Compare our 
values and prices and you’ll buy here.” 


Australian Firm Gathers Plums 
from Hardware Age 


THE CENTRE, 
Parramatta, N. S. W., Australia. 
To the Editor: 

Herewith please find money order for the sum of 
one pound, being subscription to March, 1917. We 
note reproduction of our ad in your issue of Feb. 17 
last, and comments thereon, for which we are 
grateful. 

Business with us is remarkably good, notwith- 
standing the war and the high prices of all goods. 
People are buying readily and paying the increased 
costs philosophically. 

We are yet able to find time to gather the plums 
from HARDWARE AGE. 

Yours sincerely, 
MURRAYS LIMITED, 


J. Hi. Murray, Director. 














Preparedness 


[* the roseate morning and at night, in the after- 

noon and in the forenoon, we hear of “Pre- 
paredness.” Always it is “Preparedness.” For- 
sooth, the word will soon become overworked and 
unpopular like “efficiency,” and then perhaps we'll 
have to hunt a new toy. But before that day 
comes let us hope that someone will arise and point 
out what really constitutes “preparedness.” As yet 
no one seems to have defined it correctly. Like the 
terms “good” and “evil,” its meaning varies with 
clime and country, age and sex—‘“preparedness” in 
Germany is rank militarism here, and “prepared- 
ness” here would be suicide in Belgium. And so 
it goes. Yet regardless of its gradations of mean- 
ing, preparedness has a single basic meaning that 
we, here in the Land of the Free, seem to have 
completely overlooked. 

Millions of men and billions of dollars are daily 
juggled in the public print in an effort to tell us 
what this thing “preparedness” may be. Men of 
note speak at length in terms of battleships and 
cruisers, regiments and guns, aeroplanes and sub- 
mersibles, and think they define “preparedness.” 
They do not. They do not touch a fraction of the 
real meaning behind this mystic word. It is high 
time that the press of this country undertook the 
task of teaching us that guns and men, ships and 
soldiers and all the panoply of war mean absolutely 
nothing unless they have behind them a real pre- 
paredness. Now what is “real preparedness”? 


The Man Behind the Gun 


Old Bonaparte said something when he pulled off 
that crack about an army traveling on its “tummy.” 
Modern practice expands Napoleon’s phrase to in- 
clude not foodstuffs alone, but an inconceivable 
array of materials, each in itself absolutely vital to 
the success of the armed forces of land or sea. 
Individual personal valor is to-day a thing of minor 
value. Battles are no longer swung by gilded gen- 
erals astride dashing chargers. Superior gunnery 
and superior masses of men per se are nothing now 
unless, away back over the rim of the world, far 
from the clouds of battle, there are thousands of 
sweating men working in the factories, in the loco- 
motive cabs, about the oil wells and in the coal 
mines. The poetry is all gone from victory—to-day 
it is a sordid, sweaty thing, the result not of heroes’ 
blood alone, but of heroes’ blood mixed part for 
part with salty sweat. The man behind the gun 
to-day is not the soul-stirring figure of Revolution- 
ary days, but a grease-stained engineer or quiet 
business man, busy weaving the mantle of victory 
from millions of threads gathered from every town- 
ship in the country and debouched upon the field 
of battle as munitions, bandages, automobiles, gaso- 
line, food and clothing, coal and chemicals—and so 
on through all the alphabet of supplies. Without 
the support of the toil-stained veterans of the shop, 
those million men and those mammoth battleships 
are as so much junk. 

This is the salient fact which we have overlooked 
in striving to define our preparedness. In typical 
American haste and enthusiasm we have adopted 
this preparedness child as the companion of our 
hearth, forgetful of its appetite for food, raiment 
and a gigantic flood of militant toys. This army 
and this navy that we would have are like the point 
of a drill, which meets the wall of metal, battles 
with it, conquers it and emerges victorious—but 


emerges victorious only if behind it are a powerful 
machine, the belting, the line shafts, the engine and 


the engineer with his hoard of helpers, all working . 


in perfect unison for a similar end—the victory of 
that drill point. And in that victory the drill-point 
is only the instrument. Its ultimate success de- 
pends on a stream of hidden things working away 
deep in the bowels of the factory. Likewise are 
our army and navy but instruments or agents whose 
every act and final victory hang upon forces unseen 
and unheralded. 

Have we made clear what we consider to be real 
preparedness? Yet why has so little been said about 
these indispensable and unseen factors? Perhaps 
it is because the popular view contains all the 
poetry of preparedness. Perhaps it is because this 
unseen side calls up no visions of military bands, 
no flapping flags, no martial scenes and holiday 
hurrah, but rather the unpoetic vision of the sweaty 
backs of labor. Yes, and perhaps there is another 
reason— 

They say that a business is but the lengthened 
shadow of the owner. So why may not our present 
and popular impression of what constitutes pre- 
paredness be but the lengthened shadow of one of 
the leaders in this propaganda—Secretary Daniels? 
A nation is, after all, but an enlarged business or- 
ganization. Mr. Daniels has knowingly or unknow- 
ingly completely befogged the issue, and has done 
much to popularize the feeling that preparedness 
is merely a process of piling battleship on battle- 
ship and battalion on battalion. 


What the Government Should Do 


Recently he is reported to have said, “I take the 
position that the Government should be in a posi- 
tion to manufacture every war implement and war 
munition, for two reasons: first, control of and 
economy of preparation; and second, the elimination 
of the incentive of the dollar-making individuals 
to urge the nation to war.” The italics are our 
own, as we will refer to them again. This state- 
ment seemingly discloses a sad hiatus in the Secre- 
tary’s mental machinery, for in it he apparently 
considers war to be a matter of munitions alone. 
He apparently forgets the need of trains for trans- 
portation and for hospital use; he forgets the need 
of bandages, of automobiles, of chemicals, of gaso- 
line, of food, of auxiliary ships—he forgets the 
need of hundreds of things, each as indispensable 
to successful combat as are his munitions them- 
selves. Why does he claim only munitions for the 
Government, since the manufacturers of all the 
above materials are as likely to gain from war as 
are the munition makers? Why not make the Gov- 
ernment the sole and only manufacturer of all these 
things and let it own the railroads and the farm 
lands, and so on ad infinitum, since to do so would 
only be carrying Mr. Daniels’ thought to its logical 
conclusion? 

But let’s meet Mr. Daniels face to face on the sub- 
ject of Government munition manufacturing alone. 
As The American Machinist points out, in event of 
a real respectable war, we should need 120 times our 
present force of workmen in the Government ar- 
senals and 120 times our present number of ma- 
chines fitted and instantly ready for munition man- 
ufacture. Yes, more than that—we should need 
one man sweating in a factory for every soldier 
and sailor at the front. If we plan an army of a 
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million men, we must also plan another army of a 
million men to support the million in the field. Our 
total unpreparedness from the standpoint of muni- 
tion manufacture only is well illustrated by our 
Frankford Arsenal. 

To-day the Frankford Arsenal is the only one 
fitted for the making of field-gun ammunition, and, 
‘if it worked night and day for one year, it might 
be able to supply just about enough shells for a 
single day’s shooting. In other words, we might 
roughly compute, that in event of war, to supply 
ammunition for field-guns alone, we should need 
365 arsenals, each the duplicate of Frankford. Now 
bear in mind that we are meeting Mr. Daniels on 
his own ground in this, and are pretending for the 
moment that war is a matter of munitions only, as 
he apparently would have us believe. 

Now then, where in Heaven’s name does the 
Government think it could obtain at a moment’s 
notice—or at a year’s notice for that matter—the 
shops, the machines and the men trained to manu- 
facture 365 shells for every one we now make? 
Munitions and guns can’t be extemporized out of 
the air like rabbits and harps at a spiritualistic 
seance. Neither can they always be purchased at 
the declaration of war. Five months is none too 
long a time to allow for the manufacture of a 
modern field-gun battery. While we are creating 
the machinery and training the men to make these 
things, what will be our fortunes? 


Germany’s Way 


You marvel how Germany supplies her needs in 
this respect. Her readiness to assume the terrific 
munition drain peculiar to modern warfare was not 
any miracle, but the logical result of the realization 
that shells and guns cannot be made in a day by 
untrained men. Years ago Germany knew how 
many shells each little machine-shop could make, 
and then she gave these shops actual practice in 
making them. The dread fear of the “dollar incen- 
tive’ did not deter her from teaching what she 
knew to be for the good of the entire people. 

A certain true story well illustrates the meaning 
of real preparedness: 

It is the afternoon of July 28, 1914, in a quiet 
little German valley. To the right, over there be- 
hind that growth of trees where you see the smoke 
arising, is a huge manufacturing plant, the home 
of a world-famous ignition system. The noon-day 
sun is shining down on the peasants at work in 
the field, and the atmosphere of peaceful industry 
is everywhere apparent. 

But now it is 2 o'clock p. m. The telegraph 
key in the office of that manufacturing plant clicks 
furiously. War has been declared, and the nation 
needs arms and men and needs them quickly! 

Now what do you suppose is happening over 
there in that factory? Is there the fussing and fum- 
ing and delay that we witnessed last month down 
by the Rio Grande? There is not. Is the ma- 
chinery stopped and the plant shut down? No. 
The lathes and milling machines hardly hesitate in 
their whirring, but instead of turning out mag- 
netos, rifle parts begin to clatter into the shipping 
room. 

At 2.10 o’clock the employees formed in line and 
marched by the pay window, where each received a 
little slip of paper bearing exact instructions as to 
what each individual should do. One-third of them 


reported immediately at the recruiting station to 
receive arms and equipment for the front. Another 
third, according to instructions, reported for duty 
‘as expert repairmen on automobile and aeroplane 
ignition systems, and one-third returned to their 
lathes and devoted themselves to the manufacture of 
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rifle parts. In short, each man had a preordained 
duty that fitted cog for cog with the needs of the 
moment. 

How long do you suppose it would take you to 
change your plant from its present product to the 
production of rifle parts? wouldn’t a year be a mini- 
mum estimate of the time required? Yet over there 
in that little German valley, one hour’s time saw 
the last magneto rushed from the shop and the ap- 
pearance of the first rifle-lock; one hour’s time 
turned the huge factory from magnetos to war 
equipment. That illustrates what we mean by real 
preparedness. Of course, the fixtures and jigs were 
ready and doubtless had been ready for months or 
years. Of course, the drawings, the plans, the 
gages and the tools were there ready—prepared. 
Of course those men, who were delegated to remain 
at their lathes, knew how to make rifle parts, for 
they had had experience in making them. The gov- 
ernment saw to that. The fear of “dollar incentive” 
did not prevent it from teaching them how to serve 
their country in its hour of travail. 


Instead of eliminating Mr. Daniels’ “dollar in- 
centive,” it appears to ye editor that our future 
government contracts could well be scattered broad- 
cast among private corporations so that every little 
shop throughout the land and every machinist may 
be able to recognize a shell when he meets it. Thus 
no precious time will be lost in tedious introduc- 
tions when the need shall arise. 

But unfortunately our Congressmen are not 
versed in things mechanical. Therefore, to them, 
the change from the production of magnetos to rifle 
parts within a single hour’s time seems like nothing 
more than a pretty and spectacular bit of hurry-up 
work. It would be a great service to the nation if 
someone would tell them that a change of this 
nature requires months of preliminary thought and 
labor; that jigs and fixtures and dies are not the 
product of a moment; that designs, blue-prints and 
gages do not grow on trees, and that interchange- 
ability of parts and intelligent inspection are the 
result of training and not of inspiration. 


Readiness and Transportation 


Merely taking a census of our manufacturing 
plants to determine their possibilities as sources of 
war supply would in itself be useless. If we are to 
have a real preparedness, our manufacturing plants 
must be furnished in advance with all those de- 
signs, those jigs and those gages for the produc- 
tion of the war materials for which they are best 
fitted; they must have those blue-prints and those 
fixtures in readiness, and furthermore, they must 
be regularly inspected—much as we now inspect 
our steamboats—to insure their ability to shift from 
the products of peace to the products of war with- 
out any undue heaving or straining. The god of 
preparedness is propitiated by no mere army and 
navy. He demands more. 


Transportation, too, is a matter of vital import- 
ance to a real preparedness, for what good is an 
army in Nevada when the enemy beats at the At- 
lantic seaboard? Preparedness means that the rail- 
roads must be very much on the job. G. D. Dixon, 
vice-president of the Pennsylvania Railroad, points 
out that the nation’s railroads would have to be re- 
garded and operated as one railroad and that the 
250,000 miles of steel highway woulf become the 
very backbone of victory in event of war. How 
true that is, and yet how little are we prepared to 
handle them as a single system or to care for the 
extraordinary quantity of traffic that would be di- 
rected toward strategic points in case of war. The 
present congested state of our railroads in the East 
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is sufficient proof of our total unpreparedness at 
this angle. Germany, we are told, had straightaway 
tracks running from every important center within 
the empire to her every frontier. At each frontier 
terminal were huge unloading platforms—ready, 
prepared. Yet this is only a single and insufficient 
example of what preparedness means when applied 
to railroads. 

We would not advocate for our country tracks 
dedicated purely to the prospect of future war, but 
we do believe that, if the Government would cease 
regarding our railroads as the logical butt of legis- 
lative jokes and look upon them as a link, and a 
very important link, in the chain of preparedness, 
the railroads would be financially able to respond 
with increased facilities to care for the extraordi- 
nary need—the readiness for which has decided the 
destiny of many a nation. Less of “Thou shalt not” 
and more of “Thou may” will do all business a 
world of good. 

From another angle—what is a battleship with- 
out an escort of destroyers and auxiliaries? The 
answer is, useless junk. In 1898 and at Vera Cruz 
we found much difficulty with the transportation 
situation. In 1898 we begged and borrowed trans- 
ports from the four corners of the globe. We may 
possibly be able to duplicate the trick again, but the 
odds are against us. When the need for transports 
arises, the lack of them will seriously and perhaps 
fatally handicap both army and navy. Suppose, 
for instance, that a foreign power declared war un- 
expectedly, and, as an initial step, landed troops 
within gun-shot of Panama—not a difficult task, 
let us assure you, when gun-shot to-day is 15 
or 20 miles. Our insufficient garrison there would 
not be able to hold them, yet, as matters now stand, 
it would require weeks or even months for us to 
obtain sufficient transports to carry an army worthy 
of the name to the scene of battle. 

Yet there are men who would legislate the Stars 
and Stripes from off the sea, and there are those 
who persistently regard a ship subsidy as an out- 
rageous graft, although preparedness of a genuine 
sort must have a merchant marine to provide its 
transports in time of war. This, too, we have for- 
gotten. 

And so we might go on concerning our unreadi- 
ness in every line of endeavor—iron, steel, chemi- 
cals, fertilizers, dyestuffs, explosives, etc.—but space 
forbids. As preparedness now stands, we are plan- 
ning a beautiful protective roof for our country’s 
mansion—a roof replete with iutting turrets and 
bristling cannon. But we have forgotten the walls 
and timbers that must support this roof. Fortu- 
nately not all of us have been so forgetful. The 
National Marine League is alive to the situation 
and is laboring manfully to. correct our erroneous 
impression of what constitutes preparedness on the 
seas. There is also the National Security League, 
which is working for a better understanding of the 
fact that an army is only a veneer behind which 
must be muscles and sinews stretching throughout 
the land, before we can have a true preparedness. 
We commend both these leagues to your earnest 
support. 

Perhaps there are others working toward a simi- 
lar end. We need more. There can never be too 
many, for the spot-light of publicity must be thrown 
on the fact that we are building our preparedness 
upon the quick-sands of unpreparedness; that we 
are erecting a false front that will fall like a house 
of cards unless the Government itself unifies and 
codifies our industries in preparation for war-time 
needs, and teaches us how to mobilize these indus- 
tries—not in a year’s time—but in a dav’s time 
in full preparedness for the inevitable-—Drill Chips. 
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Coming Hardware Conventions 


ALABAMA RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Decatur, May 23, 24, 25, 
1916. W. L. Harlan, secretary, 86 East North Ave- 
nue, Atlanta, Ga. 

GEORGIA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Savannah, June 6, 7, 8, 1916. 
W. L. Harlan, secretary, 86 East North Avenue, 
Atlanta, Ga. 

AMERICAN IRON, STEEL AND HEAVY HARDWARE 
ASSOCIATION CONVENTION, Pittsburgh, Pa., May 24, 
25, 26, 1916. Headquarters, the new William Penn 
Hotel. Arthur H. Chamberlain, secretary, Mar- 
bridge Building, New York. 

PANHANDLE HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION, Amarillo, Tex., May 22, 23, 
24, 1916. L. E. Lyles, secretary-treasurer, Ama- 
rillo, Tex. 

NEW ENGLAND HARDWARE DEALERS’ ASSOCIATION 
CONVENTION AND EXHIBITION, June 12, 13, 14, 15, 
1916. George A. Fiel, secretary, 176 Federal Street, 
Boston, Mass. 

NATIONAL RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Boston, June 13, 14, 15, 1916. M. L. 
Corey, secretary, Argos, Ind. 

CAROLINAS RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Chattanooga, Tenn., July 11, 12, 13, 14, 
1916. T. W. Dixon, secretary, Charlotte, N. C. 


L. S. Starrett Celebrates Birthday 


L S. STARRETT, president of the L. S. Starrett 
¢ Company, Athol, Mass., recently celebrated his 
eightieth birthday. Besides showers of postcard 
greetings, congratulatory telegrams, gifts and per- 
sonal congratulations, he was presented with a bou- 
quet of 80 roses from the employees of the main and 
superintendent’s office and the shipping room. The 
presentation was made by Frank E. Wing, treas- 
urer of the company. Mr. Starrett in a brief speech 
acknowledged the gift, expressing his sincere thanks 
and appreciation for all who had remembered him. 
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MOTHER ARRIVES JUST IN TIME “To SEE 
THE DARING AERIAL PERFORMERS DO THER # 
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Trade Conditions and Iron, 






Steel and Hardware Prices 


i 





In spite of rumors to the effect that peace 
negotiations between the warring countries 
of Europe will be started in a short time, the 
Allies continue to place very heavy orders 
for war equipment in this country. 

All the hardware jobbers present at the 
triple convention of the pipe and machinery 
dealers held in the William Penn Hotel in 
Pittsburgh last week, reported trade condi- 
tions most active, their main trouble just 
now is to get deliveries on some kinds of 





MARKET SUMMARY FOR THE BUSY READER 
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materials from the mills. A. J. Bihler, presi- 
dent of the James C. Lindsey Hardware 
Company, of Pittsburgh, was one of the 
speakers at the convention, and-he stated 
that the hardware trade at present is in the 
most prosperous condition ever known. The 
demand for goods is enormously heavy, 
prices are very high, and jobbers and retail 
hardware dealers are reaping large profits. 
Collections are good, money being plentiful in 
all sections. 








PITTSBURGH 


Office of HARDWARE AGE, 
Pittsburgh, May 16, 1916. 


N spite of rumors to the effect that peace negotiations 

between the warring countries of Europe will be start- 
ed in a short time the Allies continue to place very heavy 
orders for war equipment in this country. The most re- 
cent orders placed include 150,000 tons of shell steel in 
the forms of blooms and rounds, and negotiations are 
pending for as much or more war steel, including 50,000 
to 60,000 tons for Russia and Italy. The prices paid by 
the Allies for this war steel were enormously high. For 
blooms $80 to $85 and even higher was paid, while for 
steel rounds 3.50c. to 3.75c., and in a few cases 4c. per 
pound, were the prices. Pittsburgh participated in these 
orders to some extent, the Carbon Steel Company of this 
city taking contracts for 30,000 tons of steel rounds for 
Italy, and there are active inquiries here now for 90,000 
to 100,000 tons of war steel. There are also inquiries 
pending at Cleveland, Ohio, for 35,000 to 45,000 tons, 
The placing of these large contracts, with negotiations 
pending for others, seems to indicate strongly that the 
warring nations do not expect peace negotiations to be 
started at a very early date. The opinion is growing in 
this country, too, that the war may go on for another 
year or more. While the steel companies are sold up for 
months ahead, yet they seem able to make room for con- 
tracts for war materials, which bring enormously high 
prices. This acts to the detriment of home consumers, 
in the fact that buyers of war material often compete 
with domestic consumers for the placing of orders with 
the mills, and the buyer who offers the highest price 
places the order with the mill. 

There have been no important advances in prices dur- 
ing the past week, with the exception of light black and 
galvanized sheets, which are up $1 to $2 a ton. It is ex- 
pected within a short time prices of pipe will again be 
advanced, and probably prices on wire also. 

The labor situation in the Pittsburgh district, which 
around May 1 was very serious, has quieted down a great 
deal, and it is believed the worst of the strike trouble is 
over. The various plants of the Westinghouse compa- 
nies in the Pittsburgh district, all of which were closed 
on account of labor troubles, are again in operation, 
some to full capacity and others running about half. 
The worst strike was at the works of the Westinghouse 
Electric & Mfg. Company, which employs close to 16,000 
men, and at this writing 10,000 to 12,000 are reported 
back at work. The Westinghouse companies did not 
make any concessions in wages or in working hours, and 
the men are going back under exactly the same condi- 
tions as prevailed before the strike took place. The 


molders in the Pittsburgh district, and some of the ma- 
chinists, are still out on strike, and it may be some time 
before the trouble is settled. Both the molders and the 
machinsts are demanding an 8-hr. day, with the same 
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pay as for 9 hr., and the foundry and machine operators. 
are firmly refusing to grant the request. 

Since the advance of $5 a ton in prices on Bessemer 
and open-hearth rails very little new business has been 
placed. The Steel Corporation has taken possibly 15,000: 
to 20,000 tons, but general railroad buying, both in steel. 
rails and steel cars, has fallen off very much. The Chi- 
cago & Northwestern Railroad has placed an order re- 
cently for 1000 wooden box cars, refusing to pay the 
very high prices quoted by makers of steel cars. 

The yig-iron markets all over the country have quiet- 
ed down in demand, but there is a fair amount of buying” 
of Bessemer and basic iron in the Pittsburgh district. 
The Cambria Steel Company is said to have taken 20,000: 
to 25,000 tons from a local dealer, which is being shipped 
to the company at the rate of 2500 tons a week. The 
American Kolling Mill Company at Middletown, Ohio, 
has bought about 20,000 tons of basic iron. Exports of 
iron and steel products continue heavy, the amount in 
March having been given out as 438,000 tons. The pre- 
vious high month was August, 1915, 401,000 tons of iron 
and steel products having been exported in that month. 
The bringing down of ore from upper to lower lake docks. 
has actively started, and it is figured out that close to 
60,000,000 tons will be brought down this year, much the 
largest amount of any one year in the history of the ore 
trade. The demand on the steel mills for deliveries of 
material are as insistent as ever, and even should peace 
negotiations be started it is fully believed the present 
great activity will continue over remainder of this year. 
Actual orders on the books of the steel mills are so heavy 
that even with some cancellations there would be enough 
orders to give the mills full work to the end of 1916. 

Some hardware jobbers were in attendance at the 
triple convention of the pipe and machinery dealers held 
in the William Penn Hotel in this city last week. These 
were by all odds the largest and most successful conven- 
tions in every way ever held in Pittsburgh. All the 
hardware jobbers present reported trade conditions 
most active, their main trouble just now being to get de- 
liveries on some kinds of materials from the mills. A. 
J. Bihler, president of the James C. Lindsey Hardware 
Company, of this city, was one of the speakers at the 
conventions, and he stated that the hardware trade at 
present is in the most prosperous condition ever known. 
The demand for goods is enormously heavy, prices are 
very high and jobbers and retail hardware dealers are 
reaping large profits. Collections are good, money be- 
ing plentiful in all sections. 


WIRE NAILS.—Announcement is made that the Iron- 
ton, Ohio, basing point in wire nails has been discon- 
tinued, and that all prices for the Ohio River trade- 
below Ironton are now f.o.b. Pittsburgh. It is said 
the wire and wire nail mills in the Ashland, Ky., and 
Irorfton, Ohio, districts will in the future market their- 
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product in the form of wire rods. Higher prices on 
wire nails are now being quoted for this section. The 
new demand for wire nails is still very heavy, in spite 
of the high prices ruling. The official price for wire 
nails is $2.50, but the Pittsburgh Steel Company and 
one or two other mills are quoting $2.60, and, in some 
cases, $2.70 on wire nails for delivery in third and 
fourth quarters of this year. Specifications against con- 
tracts are heavy, and all the wire nail mills have their 
output sold up for the next three or four months or 
longer. Another advance in prices on wire nails and all 
wire products in the very near future is generally ex- 
pected. Prices are very firm, and where a mill could 
ship out nails in six weeks to two months from date 
of order, a premium of 10c. per keg or more is easily 
obtained. 

Wire nails in large lots to jobbers, $2.50 to $2.60 base; in 
carload lots to retailers, $2.65 base; less than carload lots, 


$2.75 to $2.80; galvanized nails, 1 in. and larger, $2 extra; 
shorter than 1 in., $2.50 extra. 


Cut Natits.—The new demand for cut nails continues 
very heavy, mills having orders for more nails than 
they can turn out. Shipments to Ohio River points 
are particularly heavy, and in fact demand is urgent 
for all sections of the. country. In view of the constant 
advances in prices of steel nail slabs, another advance in 
prices of cut nails at any time would not be a surprise 
to the trade. 

We quote cut nails at $2.60 to $2.65 per keg in ——o 
and larger lots to jobbers; carloads to retailers, $2.65 to 


$2.70, f.o.b. Pittsburgh, terms 60 days net, or 2 per poe off 
for cash in 10 days, freight added to point of delivery. 


BARB WIRE.—While the domestic demand for barb 
wire has fallen off from the country districts, owing 
to the very high prices ruling, yet this is more than 
made up by the increased export demand, which is 
heavier now than several months ago. It is said that 
orders for fully 100,000 tons or more of barb wire have 
lately been placed with domestic mills, and at higher 
prices than are being paid by domestic consumers. Out- 
put and shipments of barb wire for months have been 
making new records, and are likely to do so for some 
time to come. Mills report specifications against orders 
very heavy, and are shipping their output as fast as 
made. 

Prices quoted by the mills to the large trade only, on 
which shipment would probably not be made for three or 
four months, are as follows: Plain annealed wire, $2.45; gal- 
vanized barb wire fence staples, $3.35; painted barb wire, 
$2.65; polished fence staples, $2.65; cement coated nails, 
$2.30 base, all f.o.b. Pittsburgh, with freight added to point 
of delivery, terms 60 days, net, less 2 per cent off for cash in 
10 days. 


FENCE WIRE.—The new demand is heavy, except from 
the country districts, and the mills have orders on their 
books to take their entire output for the next four or 
five months. The demand for fence wire from fabri- 
cators is very heavy, and deliveries by the mills are back 
six to eight weeks or longer. There was no change 
made in discounts on woven wire fencing when the last 
advance in wire products was made effective from 
May 1. 

Discounts on woven wire fencing are now quoted at 61% 


per cent off list for carload lots; 60% per cent for 1000-rod 
lots, and 59% per cent for small lots, f.o.b. Pittsburgh. 


TIN PLATE.—Prices are very strong and higher, and 
practically all the mills are now quoting $5.50 per base 
box on tin plate for shipment from stock, or for delivery 
at any time during this year. The export demand is 
heavy and it is claimed that within the past two or 
three weeks fully 200,000 boxes or more have been sold 
for export trade. Specifications from domestic con- 
sumers are very heavy, and several mills are refusing 
to quote on domestic orders, not being able to make the 
deliveries. 

We now quote tin plate from stock at $5.25 to $5.50 per 
base box, prices depending on sizes, quantity and deliveries 


wanted. We quote 8-lb. coated ternes at $7.75 per 200 Ib., 
and $8 to $8.25 for 214-Ib., all f.o.b. maker’s mill, Pittsburgh. 


IRON AND STEEL BARS.—The Carbon Steel Company 
of this city took a contract recently for 30,000 tons of 
high carbon steel rounds for shipment to Italy, and 
other large inquiries are in this market. The new 
demand for iron and steel bars is still very heavy, and 
mills have their output sold up for three or four months, 
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and in the case of the larger steel mills, to the end of 
the year. Prices are very firm and likely to be higher. 


We now quote steel bars at 2.75c. to 2.90c., for delivery 
in third and fourth quarters, and 3c. to 3.25c. for delivery in 
four to six weeks. Prices from warehouse in small lots for 
prompt shipment are 3.50c. and higher. We quote refined 
iron bars at 2.50c. to 2.60c., and railroad test bars, 2.60c. to 
2.70c. in carloads, all f.o.b. mill, Pittsburgh. 


NuTsS AND BoLts.—An advance in prices of nuts and 
bolts of at least 10 per cent was looked for this week. 
Makers report export and domestic demand as very 
heavy, and when they can make fairly prompt deliveries 
they are able to obtain premiums over present prices. 
Discounts in effect from April 20, and which the makers 
advise us are for prompt acceptance only, are as fol- 
lows: 


Carriage bolts, small, rolled thread, 50 and 10 and 5 per 
cent; small, cut thread, 50 and 5 per cent; large, 40 onl D 
per cent. 

Machine bolts with h. p. nuts, small, rolled thread, 50 and 
10 and 10 per cent: small cut thread, 50 and 10 per cent; 
large, 40 and 10 and 5 per cent. 

Machine bolts with c. p. c. and t. nuts, small, 50 per cent ; 
large, 35 and 10 per cent. Blank bolts, 40 and 10 and 5 per 
cent. Bolt ends with h. p. nuts, 40 and 10 and 5 per cent. 
Bolt ends with c. p. nuts, 35 and 10 per cent. Rough stud 
bolts, 20 per cent. Lag screws (cone or gimlet point), 60 
per cent. Forged set screws and tap bolts, 15 per cent. Cup 
and round point set screws, case hardened, 60 per cent. 
Square and hexagon head cap screws, 55 per cent. Flat, but- 
ton, round or fillister head cap screws, 35 per cent. H. p. sq. 
nuts, tapped or blank, 2.90 off list; hex., 2.90 off list. C. p. c. 
and t. sq. nuts, tapped or blank, 2.60 off list; c. p. c. and t. 
hex., 3.00 off list. Semi-finished hex. nuts, 60 and 10 per cent. 
Finished and case hardened nuts, 60 and 10 per cent. Rivets 
7/16 in. diameter and smaller, 45 and 10 and 10 per cent. 

Delivered in lots of 300 lb. or more where the actual freight 
rate does not exceed 20c. per 100 lb. Terms 30 days net or 1 
per cent for cash in 10 days. 

Rivets % in. diameter and larger for immediate shipment 
and contract up to and including September 30, 1916: Struc- 
tural, $3.75 per 100 Ib., base; boiler, $3.85 per 100 Ib. base. 
For fourth quarter 1916: Structural, $4 per 100 Ib. base: 
boiler, $4.10 per 100 lb. base, f.o.b. Pittsburgh. Terms 30 
days net, or ™% of 1 per cent for cash in 10 days. 


SHEETS.—Several mills have lately put their price 
on No. 28 gage black sheets at 3c. minimum, but there 
are still a few mills that are selling to their regular trade 
at 2.90c. The demand for blue annealed sheets from 
the automobile trade is enormously heavy. As an in- 
stance of this, it is said the Ford Motor Company some 
time ago bought about 200,000 tons of blue annealed 
sheets for shipment over the year, starting with July 
1 next. All the sheet mills are running to full capacity, 
and on electrical, blue annealed and high-grade sheets 
for deep stamping purposes, some of the larger mills 
have their output well sold up for remainder of this 
year. Makers’ prices for mill shipment on sheets, of 
U. S. standard gage, in carload and larger lots, on 
which jobbers charge the usual advance for small lots 
from store, are as follows, f.o.b. Pittsburgh, terms 30 
days net, or 2 per cent cash discount in 10 days from 
date of invoice: 


Blue Annealed Sheets 


Conta per lb. 
Ds ae Lo cig oo va 6 6 o6 We obo Owe eee 2.95 to 3.20 
as a as Sg a's ig ab ond baleee 3.00 to 3.25 
TI i) MN i te eee 3.05 to 3.30 
ET ee 8 i. Es cv cs okawad Hetien 3.10 to 3.35 
ty Te yo a ge ie ho, ke ats pin at ite 3.20 to 3.45 


Above prices are for Bessemer stock. For open-hearth 
stock $2 per ton advance is charged. 


Box Annealed Sheets, Cold Rolled 


Oe Se SO es on cet i bebo pcdhatneticdions 2.70 to 2.80 
ek 2 Sn ii. a & paul 6's webs oO abeeeeie 2.75 to 2.85 
—— > i Mis wo bed een eo eies ok bNreme bes 2.80 to 2.90 
SE ¢ oie dea three dé eto ete CR bbsae 2.85 to 2.95 

No. i: saa oa 'e hb OKRKERY Ot) ear eee 2.90 to 3.00 
SR: MSs ow pinks oC Bete ead BOO ena ne ae 2.95 to 3.05 
hs Ua; 65 04 bed on dana eedeeaneneeresecka 3.15 to 3.25 

Above prices are for Bessemer stock. For open-hearth 
stock $2 per ton advance is charged. 
Galvanized Sheets of Black Sheet Gage 

| Sei ge) Ot re re me 4.00 to 4.25 
SE Se Peery ree rr rrr eo er ee oe 4.10 to 4.35 
OE ee & * ee a ee en re ee 4.10 to 4.35 
De De eT a o's ccc. 0 00.0.6 &6ad ROee Bee ees 4.20 to 4.45 
eer er sd, ose wkade 60.00 bedeeedawas 4.35 to 4.60 
re ee Oe ee ab dh écetasiadutastewen 4.55 to 4.80 
“Se 2 . | . Rr erer eter et 4.70 to 4.95 
ee A oe es Bh we wa ew Oe ee oe 4.85 to 5.10 
ONES SRG ee eer Ce re mee 
BD Ee co ckcvewdbabdashavesdnsbesteceu 5.15 to 5.40 


Above prices are for Bessemer stock. For open-hearth 
stock $2 per ton advance is charged. 


Wroucut Pire.—An inquiry is in the market from an 
Oklahoma oil interest for 70 miles of 6-in. line pipe, 
but owing to the fact that none of the mills can make 
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deliveries on this inquiry before September, it is not be- 
lieved the order will be placed. The demand for wrought 
iron and steel pipe is the heaviest ever known in the 
history of the trade, and practically all the pipe mills 
have their entire output sold up for three or four 
months ahead. An advance in prices on black and gal- 
vanized iron and steel pipe, and also on locomotive and 
boiler tubes, is looked for at any time. The following 
are the jobbers’ carload discounts on the Pittsburgh 
basing card in effect from April 21, 1916, on black and 
galvanized steel and iron pipe, all full weight: 





Butt Weld 
Steel on 
Inches Black Galv. Inches Black Galv. 
» Mand &.... 63 80% dete. iiecne se 52 19 
2 BE RES Pe tg hE ae 67 46% ai ih dete a be a 20 
2 | eee 70 50% EBS S Ap reeset 57 33 
3) aia 60 38 
Lap Weld 
Py) aE ee er 65 Me FEM ce edenviscree & 26 
Da ss + ca o% 68 48 Ge. Speer rert 54 33 
 * SeRezaies 5 Pe. Cannas wae as 5 34 
13 and 14....... 53% 2 I Ae 57 87 
PONE AO San SE 1 | 4 4 See 37 
Be — Seer 6 36 
Reamed and Drifted 
1 to 3, butt..... 68 48 to 1%, butt.. 55 32 
bad wee cow 6 63 43 1 | RG 20 
2% to 6, lap.... 66 46% He | EGS ae 49 27 
ROM che seme des 0 28 
2% to 4, lap.... 52 31 
Butt Weld, extra strong, plain ends 

» Mand %.... 59 35 %, %& and %... 52 29 
eae ie eae ei 64 45 yee 38 
eb kh Ferrer 68 49 a aiabs sos 61 40 

gk SR ras 69 50 


Hardware Age 


Lap Weld, extra strong, plain ends 


Peps © 2 63 SS | eae ee 50 28 
2 = Sea 66 47 SS ESR ee 55 34 
4 Be acces Coad 65 46 & 27ers 57 37 
oS Aer. 1 40 2 DORN A aves 2% 59 40 
i Sh | Ree 56 35% 4 EE Ae 58 39 
SEIN ob ase aac 2 33 
Pit Beiew ewes es 47 28 
Butt Weld, double extra strong, plain ends 
Mh. pip athe be & eee 55 PUN Be etd Bec ya Wea 44 26 
Se e eaereere 58 41% a OP Baie wees eo ae 29 
BO: ae wh owns 60 43% | 
Lap Weld, double extra strong, plain ends 
Oe aide With as 6 'w aie 55 sou . 2 ES ereere + 44 25 
i. i as Pepe 57 40 AEG ee 44 25 
. Se a Re epree 56 39 Peer 46 30 
Te Gridiewnwes 51 30 @: 8 2 ae 45 29 


To the large jobbing trade an additional 5 per cent is 
allowed over the above discounts. 

The above discounts are subject to the usual variation in 
weight of 5 per cent. Prices for less than carloads are two 
(2) points lower basing (higher price) than the above dis- 
counts on black and three (3) points on galvanized. 


BoILER TUBES.—Discounts on less than carload, f.o.b. 
Pittsburgh, freight to destination added, on lap-welded 
steel tubes and standard charcoal-iron tubes, effective 
from April 15, 1916, are as follows: 





‘ ie Welded Steel stendare Charcoal Iron 
Re a a eo Se a SR RSS Be ae Ra eee Mae 
1g NE NN ins ak en tale we 47 1 OR Pa ae 39 
2 Roeapdenppaeerate ND OF | aah eplabane mei atacs 36 
2% and 2% in........... 50 | 2% and 2% in../.1.1.2.° 42 
b> «Oo * Seppeteiiaese BE b> oe Sepppesecene: 47 
ete! 1 — peepee ames 7? on oe ie. 48 
gE DS VRC ee eae 49 I I oh cr AR oa ae 41 
I ee re eae Sle of Ce ta PRR SS ee seed ee 38 


Locomotive and steamship special charcoal grades bring 
higher prices. 

1% in., over 18 ft., and not exceeding 22 ft., 10 per cent 
net extra. 

2 in. and larger, over 22 ft., 10 per cent net extra. 


NEW YORK 


Office of HARDWARE AGE, 
New York, May 13, 1916. 


KF OR several reasons spring trade during April in this 
market had tapered off somewhat, possibly waiting 
for warmer weather. Nevertheless, a company with 
four or five. factories says that even if it did not get 
another order for the most of its diversified lines it 
would not be able to fill what has already been con- 
tracted for until next fall. Also that it is not getting 
ahead of the situation because new orders are con- 
tinually coming in about as fast as goods previously 
booked are shipped. Various factories, we are reliably 
informed, are working on practically nothing but actual 
orders, and are accumulating little or no stock. 

In figuring up each month’s business to determine 
whether there are gains or losses in volume of trade, 
some executives have found that they are as far behind 
at the end of the month as they were at the beginning 
of it. In some quarters there was noticed a dropping 
off in new demand early in April, due to large orders 
placed before by jobbers, but the stream of orders has 
begun again. 

One organization of large buyers finds that pur- 
chasers are a little more conservative, yet prices, ac- 
cording to their long and wide experience, are not re- 
ceding; rather changes, such as obtain, are in the 
nature of advances. Also that there are a number of 
advances with often radically high prices at present 
on finished articles composed chiefly of steel and other 
metals. 

Locally a leading jobber says that his salesmen are 
getting better orders, especially for such goods as 
have advanced materially in price, which, helped by 
warmer weather, have begun to sell more freely. This 
applies to poultry netting, screen wire and lawn mow- 
ers, the latter continually becoming scarcer with fac- 
tories running short and unable to furnish more. 

Other lines harder to get are small agricultural im- 
plements, plain wire, especially galvanized, and there 
is a tightening on nails for other than immediate neces- 
sities. Still other vanishing lines are glass drawer 
knobs, cement tools, handled hammers, files, night 
latches, door springs, calipers and dividers, barb wire, 
garden sets, sash cord, stove bolts and other allied 


standard articles. 


WIRE NAILS.—Locally the trade is taking a fairly 
good volume of nails, and prices, even at the marked 
advances, which seem to be very firm. Jobbers are in 
receipt of quite a good many inquiries from customers 
who bought nails in February and March last on a 
conservative basis to carry them to May, but who are 
now beginning to want more and are ordering accord- 
ingly. One buyer, for instance, which recently ordered 
2000 kegs, had held off for various reasons, but now 
regrets exceedingly that he had not covered his wants 
before. 

Wire nails, in store, are $3.10 base per keg, and carted by 
jobber $3.15 per keg base. 

Cut NAILs.—Cut nails, quoting a leading jobber, 
“are mighty stiff.” Cut nail makers do not seem to be 
anxious for business until they can get out of the 
present drag, and are asking $3 per keg in carload and 
larger lots f.o.b. New York for export. The trouble 
is with both labor and materials. One authority says 
$45 per ton is a minimum price for ordinary slabs 
suitable for nails, which, however, varying with the 
quality and special features for other purposes, run 
as high as $70 per ton. 


Nail business for overseas is reasonably good at 
present, although specifications recently have been run- 
ning rather light. Just now export buyers are beginning 
to order forward nails for shipment in June and July. 

Cut nails, in store, are $3.10 base per keg, and carted by 
the jobber $3.15 per keg base. 

NAVAL StTorES.—The local situation is about as it has 
been in naval stores. Manufacturers are not antici- 
pating future wants with much freedom. The primary 
market, Savannah, is said to be mixed in its views. 
Some believe the worst has been seen in low prices; 
others think that the heavier crop movement will 
further depress quotations. Lack of an export move- 
ment is chiefly responsible for the quiet market, and is 
keenly felt at points of origin. 


Turpentine, in yard, is 41 to 41%c. per gal. 

Rosins have not changed much, common to good strained, 
in yard, on the basis of 280 Ib. per bbl., being held at $4.25, 
and D grade at $4.40 per bbl. 

WINDow GLAss.—A well-attended meeting of hand- 


operated glass manufacturers recently occurred in 
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Pittsburgh, representing a total of 1336 pots out of 
1818 pots that are trying to operate with hardly 1600 
blowers. 
of summer operation and it was settled finally that 
there will not be hand-made glass enough turned out 
during the summer months to disturb the situation. 
The workers are strongly against a continuation of the 
blast, the presidents of the National union favoring 
a stoppage at the regularly appointed time and starting 
earlier in the fall if need be, say Sept. 15 or Oct. 1. 


Prices are unchanged as follows in this market: 


Window glass, A, single thick, first three brackets, is 89 per 
cent, and B, single, first three brackets, 90 and 10 per cent 
discount. In all of the remaining brackets A and B single 
thick are 88 per cent, A, double, 89 per cent, and B double, 
90 per cent discount from jobbers’ lists. 

RoPe.—Business keeps up well in the rope trade, 
although various makers imagined that the present 
high level in prices would curtail the activity in this 
product, and cause some dropping off in the volume of 
orders. Leading makers, however, have not found it 
so and trade is still on a very satisfactory plane at 
current prices. 

The hemp market remains strong. In sisal hemp, 
the Federal Trade Commission is controiling the dis- 


The discussion related chiefly to the question: 
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tribution of that fiber among manufacturers of binder 
twine with a view to crop harvesting and is giving 
slight, if any, attention to the necessities of rope 
makers producing sisal rope or using it for rope in 
combination with other fibers. 

Prices are unchanged as follows: Manila rope, first 
grade is 19c., second grade 18c. and third grade 16c. 
base per pound. 


LINSEED O1L.—There has been some demoralization 
in linseed oil prices, with a slump of about 3c. per gal. 
on city brands, raw, sympathizing with lower flaxseed 
prices in the domestic markets. Latterly there has 
been an upward reaction with some indications of 
strength in the oil markets. 

The price situation generally has been a disturbing 
influence, owing to an exceptionally dull demand for 
this, usually the best, season of the year for painting 
and other outdoor work. 


Linseed oil, raw, city brands, is 77c. in 5 or more 
bbl. and 78c. per gal. for less than 5 bbl. lots. 

State and western oil, in small quantities, has been 
quoted at 74 to 76c. for May delivery and for June to 
September inclusive in round lots, in carloads and over, 
at 72c. per gal. 


CHICAGO 


Office of HARDWARE AGE, 
Chicago, May 15, 1916. 


N spite of the fact that labor troubies are affecting 

various lines of trade, business for the Chicago terri- 
tory continues to expand. Building operations are at 
a high mark, particularly in the city and suburbs, and 
real estate is moving freely. The principal drawback 
to further expansion is the shortage of skilled workers. 

Railroads report a large volume of traffic, but the 
car blockade is only slightly relieved. The question of 
delivery is still a serious problem. Failures in this dis- 
trict for the month of April were less than for the 
same month of any year since 1907, totaling 1262, as 
against 1674 for April, 1915. The liabilities were 
$13,111,396, as against $33,950,205. 

The demand for steel is unabated, and although the 
capacity of the mills is being constantly increased, it 
will require months for production to equal the demand. 
Railroads are still purchasing heavily in rails, cars and 
locomotives. 

Copper is quoted in New York at from 28.50 to 30 for 
August delivery. The bulk of the demand is foreign, 
France being reported in the market for 200,000,000 
lb. for delivery the second half of this year. Lead and 
zinc are firm at prevailing prices. 

While the high prices of structural steel seem to 
have checked building activity in general, yet there is a 
distinct gain over the corresponding period of a year 
ago. 

Jobbers report business at a high tide, but greatly 
handicapped by inability to get shipments. There is a 
constant influx of fill-in orders, and collections are very 
good. Retailers are busy with spring trade and the 
outiook seems very favorable. The far West, in par- 
ticular, is showing marked improvement over conditions 
of the past few years. 

Reports have reached Chicago of the formation of the 
United Motors Corporation, representing a merger of 
many of the larger manufacturers of automobile acces- 
sories. It is said that subscriptions to the underwriting 
already amount to more than $60,000,000. 

Linseed oil has declined 3c. per gal., due to decreased 
prices in flax seed. Manufacturers had expected an 80c. 
price for May, and the decline at a time when the best 
selling season is on and when strikes are affecting the 
output is somewhat of a surprise. It is predicted that 
the lower prices will be of short duration. 

Nails and wire are firm at prices quoted last week. 
There is still a strong demand for nuts and bolts and 
Chicago jobbers are now taking advantage of the gen- 
eral advance in prices. A still further advance in this 
line is predicted for the near future. 


There are rumors of a contemplated advance in the 
prices of farm, tool and household grinders, due to the 
greatly increased cost of production. 


WIRE Naiits.—The advance in the price of wire nails 
seems to have had no effect in shortening the demand. 
Mills are swamped with orders and jobbers are reported 
as carrying light stocks. Retailers, evidently expecting 
higher prices, are placing orders freely. 

We quote wire nails $2.50 per keg base in carload lots to 
jobbers, f.o.b. Pittsburgh, smaller lots 5c. higher. To re- 
tailers, $2.55 in carload lots, f.o.b. Pittsburgh. Smaller lots 
5c. higher. As the freight rate from Pittsburgh to Chicago 
is 18.9c., this makes the Chicago price practically $2.69 per 
keg base to jobbers, and $2.74 to retailers in carload lots. 

Cut Naits.—Prices in cut nails are firm and, in view 
of the recent advance in wire nails, further advances in 
this line are expected. The mills report a heavy demand 
with no sign of a let-up. 

We now quote cut nails at $2.60 to $2.65 per keg in car- 
loads and larger lots to jobbers; carloads to retailers, $2.65 


to $2.70, f.o.b. Pittsburgh, terms 60 days net, or 2 per cent 
off for cash in 10 days, freight added . point. of delivery. 


BARB WIRE AND STAPLES.—The export demand for 
barb wire is very heavy, and while the domestic demand 
has, to some extent, fallen off, the mills are reported 
as sold to capacity for several months ahead. 


We quote painted barb wire: $2.65 per cwt. in carload lots 
to jobbers, f.o.b. Pittsburgh. For smaller lots, 5c. advance. 
In carload lots to retailers $2.70 f.0.b. Pittsburgh. In small 
Galvanized barb wire is quoted $3.35 in 


lots, 5c. higher. 
obbers, and $3.40 to retailers f.o.b. Pitts- 


carload lots to 


burgh. No. 9 plain annealed wire $2.45 in carload lots to 
jobbers, and $2.50 to retailers f.o.b. Pittsburgh. Polished 
and galvanized $3.35 per cwt. 


fence staples $2.65 ead cwt., 


in carload lots to jobbers; $2.70 and $3.40 to retailers, f.o.b. 


Pittsburgh. 


WirE CLOTH.—The wire cloth conditions remain un- 
changed. Regular quotations are issued by only a few 
manufacturers, the others seeming content to quote on 
specifications only. Jobbers’ prices are at variance and 
are lower than manufacturer’s quotations would seem 
to warrant. We give general quotations as follows: 
$1.30 per 100 sq. 


alvanized wire 
Fourteen 


To jobbers, twelve mesh black wire cloth, 
ft. Fourteen mesh, $1.70. Twelve mesh 
cloth, $1.70 per 100 sq. ft. Fourteen mesh, $1.95. 
mesh bronze wire cloth, sq. ft. Jobbers are 
quoting to dealers from $1.30 to $1.35 per 100 sq. ft. for 
twelve mesh black; from $1.70 to $1.75 for fourteen mesh. 
Twelve mesh galvanized from $1.70 to $1.75: fourteen mesh 
from $1.95 to $2.00. Fourteen mesh bronze, $7.00 


LINSEED O1L.—Contrary to expectations, linseed oil 
has declined three cents. This is due to reduced prices 
in flax seed. The demand is good and the selling season 
is just at its best. Manufacturers predict the drop to 
be of short duration. 
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We quote f.o.b. Chicago, strictly pure, old process linseed 
oil, carloads, raw, 72c.; carloads, boiled, 73c. Five or 
more bbl., raw, 74c.; five or more bbl., boiled, 75c. Less than 
five bbl., raw, 76c.; less than five bbl., boiled, 77c. 


NUTS AND BoLts.—Chicago jobbers have taken advan- 
tage of the recent advance in nuts and bolts amounting 
to some little difference in the discounts. The railroads 
are now among the heavy buyers in this line and there 
is less buying among implement manufacturers. 


We quote machine bolts up to % x 4 in., 60 and 10 per cent. 
Larger sizes, 50 and 10 per cent. Carriage bolts up to *% x 
6 in., 60 and 5 per cent. Larger sizes 50 per cent discount. 
Hot pressed nuts, square, $3.25; and hexagon, $3.25 off, per 


100 Ib. 
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SHEETS.—There is no change in prices of sheets. 
Practically the same conditions prevail as during the 
past few weeks, the demand being still for the annealed 


‘type of the heavier gages. 


We quote to retailers as follows: No. 10 blue annealed, 
3.40c.; No. 28, black, 3.10c. to 3.20c.; No. 28 galv., 5.40c. to 
5.50c. Minimum prices to apply on bundles of 25 or more. 

Bars.—Prices on steel bars are strong and may -go 
higher. Manufacturers are sold up to capacity of the 
mills and the demand shows no indication of slaeken- 
ing. 


We quote to retailers: 
3.10¢c.;: reinforcing bars, 3.10c. 


Soft steel bars, 3.10c.; bar iron, 
ase. 





Paint Formula Must Be on Labels 


in North Dakota 


St. PAUL, MINN. 
To the Editor: 

In regard to your recent article relative to the 
Kenyon paint bill now before Congress, I beg to 
say that we are not familiar with it, but so far as 
compelling paint manufacturers to print the for- 
mula of their paint on the label attached to each 
can, would say that this part of the law has been 
effective in North Dakota for several years and, in 
our opinion, has worked out very satisfactorily. It 
is an honest way to do business, and we do not see 
how an honest manufacturer can reasonably find 
any fault with this plan. 

The only people benefited by selling adulterated 
paint and branding it strictly pure are dealers who 
offer their adulterated goods at from 25 to 50 per 
cent less than strictly honest goods can be sup- 
plied, and the poor, deluded consumer gets the 
worst of it as usual. 

There is nothing of so little real value to the con- 
sumer as adulterated paint. No matter what he 
pays for it, he is paying a great deal more than it 
is worth. Some catalog houses, department stores, 
jobbers and other dealers in adulterated paint fre- 
quently argue that their goods are even better than 
a strictly pure paint and that the mud of which it 
is manufactured has wonderful properties, much 
superior to white lead and other well-known in- 
gredients, but when it is applied to a building, it 
very seldom if ever lasts one-fourth as long as the 
pure article. 

Adulterated paint sold on this basis is a swindle, 
pure and simple, and in our opinion the only way 
to stop it is by a law similar to that of North Da- 
kota, which has stood the test and is to-day ap- 


proved by the majority of the paint manufacturers. 


Respectfully yours, 


HACKETT, GATES, HURTY COMPANY, 
F. W. Hurty, Vice-president. 


Believes Kenyon Bill Worthy of 
Consideration 


DULUTH, MINN. 
To the Editor: 

I wish to state that we can see no reason why a 
reliable paint manufacturer should object to show- 
jing the formula of his paint on the label appearing 
on the can. 

It has been our experience that it is generally 
the manufacturer of “dope” products who objects to 
this, and of course there is a reason. 

While we are in favor of any Federal legislation 
which will proteet the consumer against fraud, we 
also believe that the manufacturer should be taken 


into consideration, as it would be most unjust to 
enforce any legislation which would work an undue 
hardship upon: the manufacturer. 

We believe the Kenyon paint bill now before Con- 
gress is worthy of further consideration, and trust 
that when it is adopted consumer, dealer and man- 
ufacturer will have been benefited. 


Very truly yours, 
MARSHALL-WELLS HARDWARE COMPANY, 
George A. Reifsteck, Manager, 
Paint and Glass Department. 


Favors Paint Formula on Cans 
CHICAGO, ILL. 
To the Editor: 

We were among the pioneers in adopting the 
practice of printing the formula label on cans of 
paint and one of the first to subscribe to the pure 
paint laws enacted in a few of the States. It has 
proved no disadvantage that we know of, but, on 
the contrary, it has had the effect of impressing 
the trade and consumers of O. V. B. paint that it is 
absolutely pure in the ingredients used in its man- 
ufacture. On our lower grades of paint this prac- 
tice has given information as to the different ma- 
terials used, so that there could not be any attempt 
at deception. This system has also caused us to be 
more watchful that the contents of the cans are in 
accordance with the printed formula on the label. 

It seems to us that printing the formula on the 
label is fair to both the dealer and the consumer, 
and we are consequently in favor of the Kenyon bill. 


Yours very truly, 
HIBBARD, SPENCER, BARTLETT & Co., 
J. J. Charles, President. 


Subscriber Takes Prompt Action on 
Price Chart 


HoT SPRINGS, ARK. 
To the Editor: 

Inclosed please find copy of night letter which I 
have sent to our branch store at Benton. 

I send you this copy that you may know that 
these pages were read by a subscriber and acted 
upon. Very truly yours, 

HAMP WILLIAMS. 

Mr. Williams’ telegram read as follows: 


To Sam G. Smith, Manager, Benton Branch, Hamp 
Williams Hardware Company, Benton, Ark. 
Read pages seventy-two, three, four and five of 
May 4 issue of HARDWAGE AGE to all the salesmen. 
Tell them that if they haven’t already revised their 
prices, to do so at once. Take it up with the travel- 
ing salesmen of each line as they come in, and tell 
them to post themselves thoroughly on advanced 
prices. HAMP WILLIAMS. 
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MORE than half a million garages will be 


built this year and many of them will have 


Stanley Garage Hardware 


[i should be possible for you to secure not 
only the sale of hardware for all new garages con- 
structed in your neighborhood, but to put the Stanley 
Garage Door Holder No. 1774 on a great number of old 


garages. 


MANY of yourcustomers stakes and hook those doors 
have doubtless had the ga- back.”’ | 


rage door swing shut and smash 
a lamp, or bend the fender or ELL them not to do this, 
but to buy a pair of Stanley Ga- 


scrape the paint. They very rage Door Holders No_ 1774 from you, 
likely said several things, Coml- and that you will arrange to have 
cluding with ‘‘I must drive some them applied if desired. 


If you have not received your copy of our Garage Hardware Catalog 
write for tt. We will do a great deal to help you sell Stanley 
Garage Hardware. May we tell you about it? A line addressed to 
our Service Department will have prompt and careful attention. 
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NEW GOODS AND NOVELTIES 






Products Being Placed on the Market 
by Hardware Manufacturers 


Rixson Friction Hinge 


The Oscar C. Rixson Company, 501 
South Jefferson Street, Chicago, IIl., 
is now introducing the Rixson fric- 
tion hinge to the trade. This device 
is for use on hinged windows swing- 
ing in, for bed room doors, etc. The 
company states that the hinge will 


A 





The Rixson friction hinge 


hold the window or door open in any 
position without the use of an ad- 
ditional adjuster or holder. 

It is stated that this hinge is de- 
signed on the simple principle of a 
brakeband. The pin at A is made of 
steel, case-hardened and polished, and 
is riveted to the upper and lower 
knuckles. The center kunckle has a 
flat extension and the screws B-B 
are threaded into this extension. The 
friction is applied by simply turning 
the screws B-B with a large screw- 
driver. , 

This hinge is made of steel, brass or 
bronze metal, and in various finishes. 
It is made in sizes 4 x 4and 4% x 4%. 


P. S. & W. Tinsmith’s Hand 
Book 


The Peck, Stow & Wilcox Company, 
Southington, Conn., and Cleveland, 
Ohio, recently published a valuable 
book, pocket size, for dealers or users 
of tinsmiths’ machines or tools. 

The first part of the book is de- 
voted to illustrations and descriptions 
of the making of various kinds of 
seams and joints and to numerous 
tables of weights and measures. There 
are circumference tables for sheet iron 
work, weights and measures of sheet 
iron from 38 to 0000000 gage, tables 
showing the differences between wire 
gages, weights and thickness of sheet 
copper, how to ascertain the weight 
of copper, the weight of boxed tin 
plate and other figures often needed 
in the handling of sheet metal. All 


are presented in easily readable form. 
There are 250 pages full of informa- 
tion regarding the operation and con- 





struction of metal-working machines 
and tools. The entire “Pexto” line is 
illustrated and described in detail. 
The descriptions include complete 
specifications of each machine and 
tool with an explanation of what it 
will do and how it will do it. Re- 
quests for this new book should be 
made to the Southington, Conn., of- 
fice. 


Corbin Night Latch Booklet 


P. & F. Corbin, of the American 
Hardware Corporation, New Britain, 
Conn., published recently a new 38- 
page book of Corbin rim night latches. 
In the front of the book two pages 
are given to general selling points on 
the whole line, and following these 
are two more pages telling of the 
uses to which the Corbin night latches 
can be put. 

Each page is printed in two colors. 
The new night latch display boards, 
which this company recently origi- 
nated are also shown and instructions 
are given for attaching the night 
latches. 

This booklet measures 5 x 7 in., and 
is bound in attractive paper covers 
printed in three colors. 


“Nokorode Solderkit” 


The M. W. Dunton Company, Provi- 
dence, R. I., has put on the market 
the “Nokorode Solderkit,” which con- 
tains a 2-oz. box of “Nokorode” 
soldering paste, a %-lb. soldering 
iron, a handle, a 1-oz. string of solder, 
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The “Nokorode Solderkit”’ 


a l-oz. roll of friction tape, two 
strips of emery cloth and a wooden 
case, in addition to complete instruc- 
tions for soldering. 

These copyrighted instructions, in 
addition to thoroughly covering the 
subject of soldering, illustrate and de- 
scribe 19 different “soldering stunts.” 


Scout Wheelbarrows 


In an advertisement of the George 
H. Bowman Company, Cleveland, 
Ohio, that appeared on page 10 of 
HARDWARE AGE, April 27, Scout wheel- 
barrows were quoted at $3.50 per doz. 
The price should have beén $3 per doz 
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King’s Hand Seed Stripper 


R. C. King, Carlisle, Ky., manufac- 
tures King’s patented hand _ seed 
stripper for stripping the seed from 
standing grass or grain. 

The blades are made of steel, the 
woodwork is strong, well made and 
nicely painted and varnished. 

















King’s patented hand seed stripper 


In operation this stripper is gripped 
firmly by the handle and swung so 
that the blade will strike the grass or 
grain below the seed. As the stripper 
is swung upward it strips the seed 
and retains it. 

The price of the stripper is $2.50. 


‘“San-o-la” Catalog of Bath- 
room Fixtures 


The Art Brass Company, Inc., 299 
East 134th Street, New York City, 
recently issued a new catalog of “San- 
o-la” nickel-plated and _ pure-white 
bathroom ware. It is known as cata- 
log D and supersedes all previous 
catalogs. It is printed on excellent 
quality paper and illustrated with fine 
halftone engravings. 

In addition to illustrating and de- 
scribing the various separate items, 
this catalog also shows the “San-o-la”’ 
quick-selling outfits, ranging in size 
and price from a 5-piece outfit, re- 
tailing for $2.18, to a very complete 
set of 18 pieces that sells for $97.25. 

Several pages, headed “Automatic 
Selling,” illustrate and describe the 
many display fixtures, cards and easels 
which this company furnishes for 
dealers’ use. Among these are sev- 
eral cards of razor strop hooks, robe 
hooks, tooth brush holders, wash cloth 
holders and nicely finished display 
stands, substantially made of wood 
and metal, for the showing of soap 
dishes, shelves, mirrors and other fix- 
tures. 

Among the free selling helps shown 
in this book are a number of lantern 
slides, follow-up postal cards, store 
and window cards and display cab- 
inets. 
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30,000 Doors 


and more 


hung and in operation within the last 
three years on this one style hanger 
alone. 
A friend maker and a trade builder. 
No. 321 
R-W Tip Top 

lrolley Door Hanger Operates in No. 31 
style trolley track. 


For doors weighing approximately 400 
pounds. 


Roller bearings. Lateral adjustment. 
Flexible joint, swing-out feature. 


A good buy—for you and your trade. 


ichards-Wilco 


lige MAN UFACTURING Co. = 
| AURORA.ILL.U.S.A. |= 
Richards-Wilcox Canadian Co., Ltd., London, Ont. 


Branches—New York. Chicago, Philadelphia, Boston, 
St. Louis, Minneapolis, San Francisco, Los Angeles. 









































‘cA 
hanger for 1 
any door 


that 
slides’’ 


Full Sized 
Cross Section 
No. 31 Trolley Track 
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“Young Fountain” Sprayer 


The Spray Engineering Company, 
93 Federal Street, Boston, Mass., has 
put on the market the “Young Foun- 

















The “Young Fountain” sprayer 


tain,” one of the line of “Spraco” lawn 
and garden sprinklers, which is espe- 
cially designed to supply tender turf 
and young seedlings with a fine mist- 
like shower. 

This fountain is especially useful, 
the company points out, on the turf 
of golf putting greens, tennis courts, 
baseball diamonds and private lawns. 

The base of the “Young Fountain” 
is low.and wide to prevent overturn- 
ing and the bottom is round so that 
the fountain may be dragged over the 
ground without injury to the grass 
roots. The spray head is adjustable. 
- It will give the fine mist necessary in 
the spring and later can be used with 
a much larger stream for the daily 
watering of the lawn and garden. 


| “Ekko” Instant Heat 


Geo. Borgfeldt & Co., Sixteenth 
Street and Irving Place, New York 
City, manufactures “Ekko” instant 
heat, which is alcohol in a solid form. 
The company states that this fuel is 
safe and economical, cannot explode 
and emits no smoke or odor. It can 
be used wherever small quantities of 
water or other liquids are to be 
heated quickly. 

By simply removing the cover of 
the can with a coin or key and apply- 
ing a lighted match a strong hot 
flame results. No wick or burner is 
necessary. To extinguish the flame 
the cover is put back on the can. 
“Ekko” instant heat may be used un- 
der percolators and chafing dishes or 

















The “Ekko” portable cooker 


practically anywhere where liquid 
alcohol can be employed for heating. 

This company also manufactures 
the “Ekko” portable cooker which 


é 


consists of a strong nickel plated non- 
rusting wire stand into which a can 
of “Ekko” instant heat fits. On top 
of this stand is a small”’saucepan with 
a folding handle. The stand itself 
may be folded and put together with 
a can of “Ekko” instant. heat inside 
the saucepan so that the whole outfit 
occupies but little room. 

“Ekko” quick cookers can be had in 
the following styles: ~Stove No. 1 
consists of a nickel-plated folding 
stand with a can of “Ekko” instant 
heat. No. 2 is a 2-pt. seamed sauce- 
pan, with a nickel-plated stand and 
a can of heat. No. 3.is the same as 
No. 2, except that the saucepan is 
highly nickel-plated. Cooker No. 4 
consists of a 1%4-pt. seamless drawn 
saucepan, a nickel-plated stand and 
a can of “Ekko” instant heat. Each 
outfit is packed in a neat box with 
directions for use. 


“Vulcan” Rubbish Burner 


The Wheeling Corrugating Com- 
pany, Wheeling, W. Va., recently 
added the “Vulcan” rubbish burner to 
its line of products. 

This rubbish burner is made of 
heavy material. It stands 28 in. high 

















The “Vulcan” rubbish burner 


and measures 15 in. in diameter at 
the top of the body, tapering down to 
14% in. at the bottom which allows 
for nesting in shipping or storing. 
The body is supported by three 1-in. 
bar steel legs and bar steel hoops are 
placed at the top and bottom of the 
body to strengthen it. It is equipped 
with bar steel handles placed on the 
sides near the top and a handle on 
the cover is hinged to the body. 

This burner is made with holes % in. 
in diameter punched in the top, body 
and bottom. The company points out 
that this allows plenty of air for the 
complete combustion of all material 
placed in the burner, and when the 
cover is closed, prevents any of the 
burning material from being blown 
out of the can. 

This-company also manufactures the 
“Solar” rubbish burner which is of 
the same construction as the “Vul- 
can” except that it is made of lighter 
material. — 
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“Solderall” Soldering Outfit 


The Emenar Company, Inc., 44 East 
Twenty-third Street, New York, man- 
ufactures the “Solderall” solderfig 

















The “Solderall”’ torch 


f 


outfit which is for home use and for 
electricians, mechanics, jewelers and 
motorists. 

_ The pocket “Solderall” blow torch 
which comes with this set is a handy 
compact self-acting blow torch. The 
company states that it will throw a 
hot, pointed flame 3 to 4 in. long in 
any direction desired. No pump is 
used for this device. It is entirely 
self-acting. It is clean, leaves no soot 
and will not explode. The torch sells 
for $1. The complete set containing 
the blow torch and tube of “Solderall”’ 
retails for $1.50. 


“Little Giant” Tool Boxes 
and Tool Case 


The Seward Trunk & Bag Company, 
Petersburg, Va., recently put on the 
market the “Little Giant” tool boxes 
and tool case. The tool boxes are de- 
scribed as being made of three-ply 
veneer, stained and bound with 
japanned angle steel. The bolts and 
clamps are also finished in japan and 
the plate locks are brass-plated. 

Box No. 4 measures inside 31% x 
8% x 8% in., and contains a saw 
holder and tray. Box No. 3 is of the 
same size except that it contains no 
saw holder. 

The “Little Giant” tool case is made 
of fiber, strongly riveted. The inside 
measurements are 18 x 14 x 7. It is 
equipped with a strap in addition to 
the handle. 

This company has also put on the 
market a larger tool box which con- 
tains three drawers and one which has 
four drawers, so that the different ar- 
ticles that a méchanic uses, instead of 
being together in one general con- 

















The “Little Giant” tool box with a saw 

case is shown at the right; at the left is 

the same box without the case; in the 
center is the “Little Giant” tool case 


tainer, may be kept separately in the 
different drawers. These tool boxes 
are made of three-ply veneer and are 
stained in a mission or fumed oak 
finish. They are bound in black 
enameled steel and are fitted with 
good strong locks. 
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A Free Book that’s 
Worth Money to You 


| Every man who sells or uses tinsmiths’ and 
Hill sheet-metal workers’ machines and tools will find 
the new P. S. & W. Pocket Manual full of the 
ih kind of information he often needs but usually 
Rai, can't get without taking time and trouble. 
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More than 250 pages are crammed full of facts, 
figures and pictures. 

[If you want to know weights and meas- 
ures of various kinds of metals, don't 


bother to figure them out. Look in the 
book. 


If you want to know how different kinds 
of seams are made, look in the book. 


Look in the book for almost any kind of 
information about Pexto machines and tools 
for the tinsmith and sheet-metal worker. 
Every one is illustrated and described. The 
descriptions cover design, construction and 
operation and are accompanied by full speci- 
fications. 


Being made to slip into the pocket, this 
book can be kept handy at all times. Your 
copy is ready. Order it now. It costs you 
nothing and it’s worth a lot. 




















The Peck, Stow & Wilcox Co. 


Mfrs. Mechanics’ Hand Tools, Tinsmith’s 
and Sheet Metal Workers’ Tools and 
Machines, Builders’ and General Hardware 


SOUTHINGTON, CONN. CLEVELAND, OHIO 


aes) 1 wo Million Motorists 
will buy ‘“‘Gas”’ this year 


GASOLINE) 
Gasoline is the largest single item of daily consump- 
tion that car-owners buy. 


. 4 

Where they buy their gas they travels fast—by word of mouth— 
buy a lot of other things. The in- and this unprinted inside information 
direct profits from gasoline business represents the sum of the experiences 
are usually even greater than the di- of all, rather than the individual 











4 





rect profits. opinion of one. 
A WAYNE PUMP That Wayne pumps have won the 
, ‘ ‘bedcoe”? approval of this incorruptible 
will give you the _eage ‘“‘Count’” is our reward for years of 
on your competitors faithful service to what we consid- 


especially if you install a new Wayne ered the best interests of the trade. 


Monarch 5-gallon curb pump. Wayne Monarch 
Because the motoring world has 5-gallon curb pump. 


x Pumps 20 gallons a minute. 
discovered that Wayne pumps de Giaie nesien scents as baaieaeail 


liver a cleaner gas with more kick to stwelie of natn abteus 
it than they get from old-fashioned 

Wayne l1-gallon Curb Pump 
pumps. Speedy, accurate, very solidly built. 


In the freemasonry of motoring, Wayne Inside Systems 
news for the “good of the order for Gasoline, Lubricants, Kerosene, etc. 


Send for our new 1916 Circular and let us explain 
how easy we make it for you to buy a Wayne outfit 


Wayne Oil Tank and Pump Co. #2: W.see" ions 
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Domestic Electric Vacuum 
Sweeper 


i The Domestic Vacuum Cleaner Com- 
HH pany, Inc., Worcester, Mass., manu- 
factures the Domestic electric vacuum 
‘| sweeper. : 

Hi The company points out that this 
| device is equipped with a brush of 
regular carpet sweeper design. It 
has a positive drive in the opposite 
direction to the movement of the 
cleaner. It is claimed that this will 
sweep the surface of the carpet clean 























View the Domestic electric vacuum 


of 


sweeper showing the revolving brush 


of hair, thread and lint that suction 
alone will not remove. This brush 
is inclosed in a steel casing which 
forms a nozzle. The suction length 
of the nozzle is 12% in. It is claimed 
that the suction extends to the ex- 
treme ends of this nozzle. 

The Domestic electric cleaner is 
equipped with a powerful universal 
motor, air-cooled and placed hori- 
zontally. 

Among some of the other features 
of this cleaner are a roller bearing 
wheel on which the cleaner runs, an 
adjustment by which the brush pan 
can be raised. or lowered, a rubber- 
covered drive wheel which gives the 
brush a positive drive by movement 
of the cleaner and a brush pulley with 
bronze bearings that are protected to 
prevent clogging with hair, dust or 
dirt. 


“Quick-Heat” Electric Cook- 
Stove 


The Quick Electric Heater Com- 
pany, Cincinnati, Ohio, Station M, 
manufactures the “Quick-Heat” elec- 
tric cook-stove, which is described as 
a complete and practical stove for 
table cooking. The stove becomes hot 
very quickly after the current is 
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turned on, and is nickel-plated and 
of attractive appearance. It is 5 in. 
in diameter and retails for $1.98. An 

















The “Quick-Heat” electric cook-stove 


asbestos mat can be furnished with 
it for 10c. extra. 


“Eveready” Electric Lantern 


The American Ever Ready Works, 
Long Island City, N. Y., has recently 
announced to the trade a new electric 
lantern, which is similar in shape and 
size to the popular railroad lantern 
and equally as well made, it is claimed. 
It takes a regulation globe and a No. 
734 “Eveready” tungsten battery. 

The use of this lantern, it is claimed, 
eliminates all danger from explosion 
and fire, but at the same time has 
every good feature of a first-class oil 
lantern. 

‘This lantern is packed in an indi- 
vidual carton and six of these individ- 
ual cartons are packed as a unit, and 
accompanied by a counter or window 
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“Eveready” electric lantern 


display sign. The list price complete 
is $2.50. Another larger lantern of 
the same type lists for $3. 


THE UNITED STATES Lock & HARD- 
WARE COMPANY, Columbia, Pa., C. G. 
Sauer, proprietor, has purchased 
ground for the erection of additional 
buildings. 7 
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‘“Hylo” Demonstration 
Display 


The Economical Electric Lamp Divi- 
sion of the National Lamp Works of 
the General Electric Company, 25 
West Broadway, New York, is now 
ready to furnish dealers with an at- 
tractive display case for “Hylo” Maz- 
da lamps. 

This case is made of pressed steel, 
and is 11 in. wide and 15 in. high. It 
is lithographed in 8 colors and is fitted 
with a connecting plug and 6 ft. of 
cord. The socket is concealed from 





A new display stand for “Hylo” Mazda 
lamps 


view and the lamp automatically flash- 
es from 16 to 1 cp. 

The company points out that there 
is no mechanism to wind. The display 
requires no attention once it is con- 
nected. 


ARTICLES OF INCORPORATION have 
been filed by S. Sternau & Co., Inc., 
Mamaroneck, N. Y., with a capital 
stock of $150,000, to make devices for 
cooking, gas and electric fixtures, 
novelties, etc. S. Sternau, L. Strass- 
burger, 160 John Street, Brooklyn, 
and H. Plant, 432 East Twenty-third 
Street, New York, are the incorpo- 
rators. 


THE SHEET METAL BUSINESS of 
George A. and Arthur F. Trachte, 
Mifflin and Dickinson streets, Madi- 
son, Wis., has been incorporated 
under the style of Trachte Brothers 
Company, with a capital stock of $15,- 
000. J. H. Albrecht and J. J. Mce- 
Manamy are associated with the com- 


pany. 


WORK HAS BEGUN on the new five- 
story shop, office and warehouse build- 
ing for the Aluminum Goods Mfg. 
Company, Manitowoc, Wis., to cost in 
excess of $100,000. It is expected the 
building will be ready for occupancy 
about Sept. 1. 
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Insist Upon = 
The Circular Knife-edge WL 
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“Beware of Imitations” 


Take a MOSLER VESUVIUS PLUG— 
look at it the same Way as in ite picture. 
Note the continuous, knife-edge electrodes 
which give a “ribbon of flame,” exploding 
all the Gas and developing all the power 

of the motor. 


The wire in a VESUVIUS PLUG is adjustable 
and once the gap is set it will not change; 

it is anchored at both ends and 

no expansion can effect it. 

Oli ay makes it 


“THE INDESTRUCTIBLE PLUG” 


(Gquaranteed to Outlast ‘tits Viotor. 
$1.00 Each in Round Metal Box. 


DISTRIBUTION EVERYWHERE 


A.R.Mosler& Co. NewYork USA. 

















Rear Tire Holder with Lock- 
ing Base 


The Humbolat Machine & Stamping 
Company, Long Island City, N. Y., pus 
on the market recently a new tire 
holder with a locking base for “Model 
T” Ford automobiles. 

This device is fastened to the rear 
frame in an easily accessible position. 
’ The license bracket is rigidly clamped 
on two vertical supporting arms which 
the company states prevents the exces- 
- give vibration from extinguishing the 
lamp. 

By means of the locking base the 
tires are held securely against theft, 
and are carried in a vertical position 
away from the heat of the exhaust. 

This device is. built of malleable iron 
and steel and finished in a special 
ebony enamel. It can be used for one 

















The Humboldt rear tire holdcr with a 
locking base 


or two tires. The retail price of this 
rear tire holder packed in an indi- 
vidual carton is $3.75. 








Rixson Garage Door Holder 
The Oscar C. Rixson Company, 501 


South Jefferson Street, Chicago, II1., 


recently placed on the market the Rix- 





The Rixson garage door holder 


son garage door holder. This device 
locks the door automatically when 
opened at an angle of 95 deg. or 135 
deg. It is equipped with a chain, a 
slight pull on which releases the door. 

This device can be applied to right 
or left-hand doors without changing. 
It is stated that doors locked with it 
cannot be opened from the outside. 
It can be used as a top bolt and lock 
by simply removing a screw. 

In black japan this device retails 
for $2, and in galvanized finish for 
$2.70. Two are packed in a box with 
screws. 


Shaler “Silent Salesman” 
The C. A. Shaler Company, Wau- 


pun, Wis., has recently originated a. 


new “Silent Salesman” to help dealers 

increase their business on Shaler vul- 

canizers. It consists of a metal back- 

ground lithographed in colors showing 

a representation of an automobile tire, 
* 
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upon which a regular stock vulcanizer 
is clamped exactly as if it were in op- 
eration. 


Hopewell “Security” Tube 
Case 


Hopewell Bros., Watertown, Mass., 
recently put on the market the Hope- 
well “Security” tube case designed to 
carry spare tubes and to protect them 
from injury. 

This case, according to the manu- 
facturer, is made of enameled drill 
with a wool lining. It is buttoned 
around the deflated tube, folded in 
quarters, and a flap which is attached 
to the, case is buttoned around the 
folded tube. The construction is such 
that only the wool lining comes in con- 
tact with the tube. The company 
states the valve cannot injure the tube 
as it les within the folds of the case. 

Among the advantages claimed for 
this device are that the tube is folded 
in a manner recommended by the 
manufacturers, the edges are protected 
against chafing, the valve cannot harm 





HOPEWELL SECURITY TUBE CASE 














The Hopewell “Security” tube case 
the tube, and the tubes occupy very 
little room and cannot come in contact 
with oil or grease. 

The Hopewell “Security” tube case 
for a 30 by 3 tire costs $1, and for 
sizes larger than 36 by 5 the price is 
$2. Intermediate sizes are made at 


correspondingly proportionate prices. 
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Good Trade Comes 


“Times” can always be better— 
no matter how good they are now 
—and this book points a way—a 
way to mutual help between you 
andthe Firestone Company;thisis 
the World’s Largest Organization 
in its exclusive line, and they re- 


Out Of This Book 


alize that every Firestone dealer 
is a valued factor in it. Therefore, 
the Firestone co-operation and 
Selling Helps have been planned 
by experts to boost hard for the 
common good. This book ex- 


plains details. 













Firestone Quality Makes Sales 


has sold itself to the public by its con- 
tinuous record of maximum service 
through every test for sixteen years, 
Write today for the Book, No. 82, 







You offer the tire that everybody knows 
stands for the highest limit of value, the 
extreme length of service, the all around 


good tire that needs no explainin, that 
Firestone Tire and Rubber Co., Akron, Ohio— Branches and Dealers Everywhere 


**America’s Largest Exclusive Tire and Rim Makers” 


FREE FIRESTONE CEMENTLESS TUBE PATCH. To prove the superlative workin’ success 
=" ot Firestone patches, we wi.i send oae FREE to the address of any car owner or dealer 
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Healy Valve Tools 


The Healy Tool & Appliance Com- 
pany, 62 to 64 Pearl Street, Buffalo, 
N. Y., has put on the market the 
Healy “Universal” valve grinding set 
for the car owner who does his own 
valve repairing. It contains two 
special valve removers, a “Universal” 
valve grinder and two grades of valve 
grinding compound. 

The Healy valve remover com- 
presses the spring easily without re- 
moving the manifold, and holds it 
compressed until the valve is replaced 
and the spring released. 

The “Universal” valve grinder is 
made with a universal joint, which 
allows the user to work from any an- 
gle. An equalizing spring in the cen- 
ter makes the pressure alike on all 
sides of the valve. It has a screw- 
driver blade to fit slotted head valves. 

This company has also put on the 
market the Healy valve _ reseater, 
which the company states will reface 
the valve, take off the shoulder and 
cut a new clean seat in a very few 
minutes. 

The dresser head is operated by a 
bit-brace and is provided with one 
guide and two face cutters, each 45 
deg. on one end and 60 deg. on the 
other, set by a micrometer screw, so 
that a very fine cut may be taken on 
the valve head. | 

The seating cutters are made of fine 
tool steel with 18 to 24 cutting edges. 
They have a patented feature per- 
mitting a cutter % in. larger than 
the valve to enter the port. This the 
company states is an especially de- 
sirable feature, as a cutter the same 
size as the valve will not take off 
the shoulder. 

The No. 6 Healy valve reseater, 
complete, for general repair work, 
sells for $35. No. 7 for one size valve, 
$25, and a special valve reseater for 
Ford cars, $10. 


Koehler’s “Bulldog” Auto- 
mobile Lock 


The Koehler Manufacturing Com- 
pany, 1424 Chestnut Street, St. Louis, 
Mo., recently put on the market Koeh- 
ler’s “Bulldog’”’ automobile lock, which 
according to the manufacturer, will 
lock the spark, the gasoline and the 
steering wheel of a Ford car with one 
operation. 

















Koehler’s “Bulldog” automobile lock for 
Ford cars 


The method of attaching this device 
can be easily seen from the accom- 
panying illustration. One part is put 
over the spark lever, the wheel turned 
a little to the left and the lock 


Hardware Age 

















The Healy “Universal” valve grinding set is shown at the left and the Healy valve 
reseater at the right 


brought up against the wheel spoke. 
Then the wheel is turned to the right 
and both jaws automatically close 
around the spoke. Then the open end 
is pressed down over the gas lever, 
the clasp is closed and the lock in- 
serted through both openings. The 
controlling points of the spark and 
gasoline are then locked, as is also 
the steering wheel, and cannot be 
moved until the padlock is opened. 

Koehler’s “Bulldog” automobile lock 
retails for $1. 


Cyclone Portable Tire Rack 


The Cyclone Fence Company, Wau- 
kegan, Ill., recently put on the market 




















The Cyclone portable tire rack 


the Cyclone portable rack for the dis- 
play of automobile tires. 

This portable tire rack is made of 
heavy high-grade steel tubing 1% in. 
in diameter. The frame is 5 ft. long 
and stands 78 in. high. The bottom 
rack is 22 in. wide and is 7 in. above 
the floor. The top rack is 18 in. wide 
and 36 in. from the bottom rack. 
Both are made of one continuous piece 
with four bends, and are securely 
bolted to the upright end pieces, being 
fastened together with pressed steel 
corner fittings. The upright, end 
pieces are provided with four two- 
wheel casters so that the rack when 
loaded with tires may be easily moved 
about. 

This rack will carry about thirty 


tires in any size from 30 to 42 in. It. 


is painted with a heavy coat of gray 
lead-and-oil paint and is_ shipped 
knocked down. - 


Automobile and Bicycle 
Specialty Catalog 


Van Cleef Bros., Chicago, Ill., have 
recently issued a new catalog of rub- 
ber cement and chemical specialties 
for automobiles and bicycles. It is 
well printed in colors on plate paper. 
It is illustrated by cuts, also in color 
of the chemical specialties of this com- 
pany put up under the “Dutch Brand” 
trademark. These show an exact re- 
production of the package and wrap- 
per used with this line. 

The items listed include rubber 
cement, rim cement, hard tire cement, 
tire fluids, enamels, friction tape, rub- 
ber splicing compound, brazing com- 
pound, ground and liquid graphite, 
oils, soapstone, puncture cement, shel- 
lacs, polishes and radiator compounds. 


Watch and Clamp 


The Jay & Dee Specialty Company, 
41 Park Row, New York, recently put 
on the market a special watch and 
clamp which may be easily attached 
to an automobile steering wheel. 

This watch is described as a stand- 
ard $1 timepiece with a special dial 
and hands. It is furnished with a 
special clamp which, though it has no 
screw attachments, will hold the 
watch securely and will clamp firmly 
to the cross bar of the steering wheel. 
A slight pull will detach it from the 
clamp when the owner leaves the car 
and it can be used as a pocket watch. 

A special clamp is also furnished 
for motor-cycle use. This contains a 
felt bedding which absorbs the vibra- 
tion of the machine. The retail price 
of the watch and clamp is $1. 

















The Jay & Dee watch and clamp 


THE IVER JOHNSON’S ARMS & CYCLE 
Works, Fitchburg, Mass., has been 
incorporated, with a capital stock of 
$600,000. John L. Johnson is presi- 
dent and Walter O. Johnson, treas- 
urer. 
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The Big Demand Is for 
a Quality Brake Lining 


Not one man in a thousand will quibble over a few cents extra for Brake 
Lining that affords him absolute safety through all its term of service. Its 
safety, plus long mileage service that every motor car owner wants, yes, 
demands. And in nearly every case he will gladly leave it to you to choose 
the one brake lining that is best for his purpose. Don't take chances. 


Recommend 








ASBE 





More material is used in the manu- 
facture of GARCO than the aver- 
age type of Brake Lining. It is sol- 
idly woven from high grade asbes- 
tos, and ‘brass wires re-inforce 
every inch of it. The solution with 


which GARCO is impregnated as- 


GARCO is built to help you build 
up a good, profitable business on ~ 
Brake Lining renewals. Its use will 
pay you big dividends in the shape 
of repeat business. The reputa- 
tion it will help you make will ex- 





58 Warren Street, New York 





tend to many other automobile ac- 
cessories—will speed up the sale on 
all lines through the neighborly 
recommendation your customers 
will freely give you. 


sures that it will not be affected by 
oil, water, grease or dirt. It will 
not heat or burn and down to the 


last paper-like thinness GARCO 
grips with bulldog firmness. 


Ask your jobber to supply you with GARCO the next time you are in 
the market for Brake Lining. And right today drop us a line—let us 
send you details of our dealers’ proposition and full information on the 


making of GARCO. Do it now. 


General Asbestos & Rubber Company 


Main Offices and Factories, Charleston, S. C. 
BRANCH OFFICES AT 


312 1st Avenue, Pittsburgh 


We manufacture a special type lining for Ford Transmission Bands, put up in rolls and complete sets with rivets. 
Also a full line of Asbestos Automobile Specialties. 





530 Golden Gate Avenue, San Francisco 
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Polson’s Outside Hook-On 
Boot 


The Polson Rubber Company, Cleve- 
land, Ohio, and Kansas City, Mo., re- 
cently put on the market a new out- 





Sp - arse 














Polson’s. outside hook-on boot with a 
leather tread 
side hook-on boot for use in prevent- 
ing or holding blowouts in automobile 
tires. 

The company states that this boot 
is made of heavy friction fabric vul- 
canized over a tire form to make a 
good fit. On the top of this is put a 
tread of heavy chrome leather, thickly 
studded with hardened steel discs. The 
company claims that the fabric body 
prevents stretching. Each boot is fur- 
nished with a set of adjustable hooks 
which allow a simple yet positive ad- 
justment to be made to fit stretched 
or oversize tires. 

The 3-in. size sells for $1.30; 3%4-in., 
$1.40; 4-in., $1.50; 4%-in., $1.70, and 
5-in., $1.90. 


Rives Safety Automobile 
Pedal Pads 


The Geo. H. Rives Mfg. Company, 
2187 Woolworth Building, New York 
City, recently placed on the market a 
new pedal pad made in styles and 
sizes to fit al) the standard makes of 
cars. The company states that it is 
made of pure live rubber, highly 
resilient and adhesive so that the 
foot will not slip. It is attached to 
the brake or the clutch pedal as the 
case may be by a nickeled clamping 
device that is made of the same 
quality of steel used in the manufac- 
ture of horseshoe nails. This material 
is very strong yet can be bent around 
the pedal holding the pad securely. 

The features claimed for this de- 
vice are that in addition to prevent- 
ing the foot from slipping it acts also 
as a cushion and rest for the foot 

















adjustable automobile pedal 
pa 

and as a non-conductor of heat from 

the motor. It also prevents much of 

_ the wear on the soles of the driver’s 

shoes. 


The Rives 


“No-Stretch;* No-Slip”. Fan 
Belt for Fords 


The Leather Tire Goods Company, 
Niagara Falls, N. Y., has put on the 
market the “No-Stretch, No-Slip” fan 
belt for Ford cars which is made of 
a strong water-proof webbing and 
which, according to the company, will 
not stretch. It is faced on the side 
which comes in contact with the pul- 
leys with a specially prepared horse- 
hide leather that adheres closely to 
the pulley. The webbing and horse 
hide are strongly stitched together 
with three rows of heavy stitches. 
These are drawn down tightly into 
the leather, so that they cannot be 
worn off by the friction. This belt 
retails for 40 cents, and is also very 
flexible and can be easily put on. 


‘“Twin-Safety” Check 


The Twin-Rim Company, Inc., 103 
Massachusetts Avenue, Boston, Mass., 
recently put the “Twin-Safety” check 
for Ford cars on the market. Accord- 
ing to the manufacturer, this device 
will prevent side sway and act as a 
rebound check. It will also serve as 
a stiffener for the front axle. Be- 
cause of the fact that this device en- 
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The “‘Twin-Safety” check for Ford cars 


ables the driver to keep a straight 
course it will lessen by a great per- 
centage the small skids and side sways 
that wear out tires. For this reason 
it is claimed that this device will make 
a decided saving in tire cost. 

The “Twin-Safety” check can be 
applied in a very short time as there 
are no holes to drill. It is attached 
by means of four clamps as shown 
in the illustration. The retail price 
is $3. 3 


Hood Automobile Tires 


The Hood Rubber Company, Water- 
town, Mass., manufactures the Hood 
extra ply pneumatic automobile tires. 

According to the manufacturer the 
rubber in the carcass of the Hood tires 
is carefully selected from the finest 
quality plantation and paras, and is 
compounded only with sulphur. The 
fabric is of the finest quality. Every 
roll is tested before being used. The 
tread is of a special type of rubber 
and is extra thick. It has a non-skid 
arrow tread of the depressed type. 
The arrow shape insertions have very 
sharp edges and hold .the road by 
suction, as these sharp edges cling 











tenaciously. 
The Hood tires are adjusted on a 
basis of 5000 miles. ° 
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Marvel “Junior” Vulcanizer 


The Marvel Accessories Mfg. Com- 
pany, West Sixth Street and Lakeside 
Avenue, Cleveland, Ohio, has just put 

















The Marvel “Junior’ vulcanizer 


on the market the Marvel “Junior” 
vulcanizer, which the company states 
is large enough to quickly and per- 
manently vulcanize large punctures, 
but small enough to be slipped in the 
pocket. 

The “Junior” operates on the steam 
principle. It has a _ sealed water 
chamber, which retains the heat for 
a sufficient length of time to cure the 
rubber to the fabric. It is claimed 
that this will not scorch the tire or 
blow out in the wind. It has an in- 
closed flame and perfect combustion 
chamber which prevent this. 

The Marvel “Junior” vulcanizer 
weighs 12 oz. and retails for $1. It 
is intended for use on tubes only. 


Sterling Spring Oilers 


The Sterling Mfg. Company, 321 
Frankfort Avenue, Cleveland, Ohio, 
manufactures the Sterling spring oiler 
for use in lubricating automobile 
springs. 

Each oiler consists of a metal cap 
with a facing of absorbent material. 
Two of these are held against the sides 
of the automobile spring by two spiral 
springs, the absorbent material facing 
inside, as shown in the illustration. 
Two sets are used on each spring, each 
set being placed about 5 or 6 in. from 
the center of the spring. 

The metal cap is pulled back from 
the leaves and the absorbent material 
soaked with:oil. This, it is claimed, 
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A pair of Sterling spring oilers in place 
on an automobile spring 


keeps the springs well lubricated, as 
the movement of the leaves of the 
spring when the car is in operation 
thoroughly works the oil between the 
leaves. 
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Bapcer Bumpers 


PROTECTION FORALL CARS 











Buy Bumpers that sell—the kind 
your customers want. That is the 
one sure way to get the volume 
of business and the profits 
that go with it. Every 
Auto Owner needs one. 
Every Dealer should 
handle them. 





“Badger” Bumpers 
are popular because 
they represent the 
demand of the con- 

sumer. Designs for all cars, 
attractive, substantial and eco- 

nomical. Fitted with all styles of 
Bars. Distributed through hardware‘, 
and accessory Jobbers everywhere. 















Write for catalog today. 


Avro Parts Mrc.Go. 


538 BROADWAY MILWAUKEE, USA. 
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NOTES OF THE RETAIL HARDWARE TRADE 


FORT DEPOSIT, ALA.—The Fort Deposit Hardware Com- 
pany has been incorporated with a capital stock of $3,000, to 
deal in baseball goods, buggy whips, builders’ hardware, 
churns, cream separators, crockery and glassware, cutlery, 
dairy supplies, dog collars, dynamite, fishing tackle, furnaces, 
furniture department, galvanized and tin sheets, gasoline 
engines, harness, heating stoves, heavy hardware, iron beds, 
mechanics’ tools, paints, oils, varnishes and glass, poultry 
supplies, pumps, ranges and cook stoves, refrigerators, sewing 
machines, shelf hardware,’ silverware and ae goods. 
The incorporators are J. L. Glass, L. P. Glass, S. F. Glass 
and J. F. Glass. Catalogs requested. 


WATSONVILLE, CAL.—The P. J. Freiermuth Company 
has recently completed improvements in its store. A new 
steel ceiling has been put in, the front remodeled, a lighting 
system installed, and the building painted. 


BRISTOL, CONN.—L. M. Case has had many alterations 
made in his store, which not only gives more room, but also 
affords additional window display space. A stock of agri- 
cultural implements has been added to his line of hardware. 


FORT PIERCE, FLA.—The Fort Pierce Hardware Com- 
pany has been organized by W. R. Jackson, president; C. M. 
Horton, vice-president, and R. L. Jenkins, secretary and 
treasurer. The firm will deal in the following, on which cata- 
logs are requested: Automobile accessories, bu whi 
builders’ hardware, building paper, churns, crockery an 
glassware, cutlery, dog collars, dynamite, electrical household 
specialties, fishing tackle, furniture department, harness, 
heating stoves, heavy farm implements, heavy hardware, iron 
beds, kitchen housefurnishings, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, prepared roofing, 
pumps, ranges and cook stoves, refrigerators, sewing ma- 
chines, shelf hardware and sporting goods. 


ATHENS, ILL.—Whitney & Johnson are moving their 
stock into the building recently vacated by the Athens Hard- 
ware Company. 


ROCK ISLAND, ILL.—Charles E. McKinley has started in 
business under the name of the McKinley Hardware Com- 
pany, and requests catalogs covering mechanics’ tools, build- 
ers’ hardware, cutlery, paints, oils, brushes amd hardware 
specialties. 


BERLIN, IOWA.—An implement store has been opened 
by Bennett & Robinson. Their stock will comprise belting 
and packing, lubricating oils, washing machines, cream sep- 
arators, etc. 


CEDAR FALLS, I0WA.—Henry Johnson, president and 
senior member of the Johnson- eth Company, will be suc- 
ceeded as manager by Edward Messerly, who has been con- 
mected with the company for several years. Mr. Johnson 
will retain a considerable amount of stock, and continue as 
the company’s president. 


FOREST CITY, IOWA.—The Forest City Implement Com- 
pany has been established, carrying a complete stock of shelf 
and heavy hardware, automobile accessories, etc. Catalogs 
requested on automobile accessories, wind mills and hard- 
ware. 

HINTON, IOWA.—The Haas-Shuenk Hardware Company 
has purchased a stock of furniture. 


MASON CITY, IOWA.—F. A. Stevens, president of the 
Mason City Hardware Company, has disposed of his interest 
in the concern to Cary Jaeger of Fayette, Mo. No change 
will be made in the firm name. Catalogs requested on auto- 
mobile accessories, bicycles, buggy whips, builders’ hard- 
ware, children’s vehicles, cutlery, dog collars, fishing tackle, 

ultry supplies, ranges and cook stoves, refrigerators, shelf 

ardware, silverware, sporting goods and washing machines. 


RDOCK, KAN:.—The Hern & Hullet Hardware Com- 
nid mes purchased the hardware store of J. J. Young. This 
firm also conducts an implement and hardware establishment 
at Cheney, and will continue both stores. 


‘WAVERLY, KAN.—C. G. Emerson & Son of Pittsburg 
have purchased the stock of George M. Reynolds, and will 
eontinue the business, carrying a line of hardware, furni- 
ture, harness, stoves, etc. 


CLINTON, MASS.—E. O. Pratt is now located in his new 
store on High Street, in which extensive changes have been 
made. Two large windows have been remodeled, giving 
ample room for display purposes. For the present the stock 
will not be increased, but the addition of stoves, refriger- 
ators, etc., has been contemplated. In the basement a line of 

, roofing, nails, galvanized ware, etc., will be kept. 


NEW BEDFORD, MASS.—Barney Zeitz has started in 
business at 132-134 Union Street. The building is four stories 
and basement, and a complete stock of automobile acces- 
sories, paints, mechanics’ tools, builders’ and marine hard- 
ware, rden implements, etc., will be carried. The business 
is wholesale and retail. 


NASHVILLE, MICH.—Endsley & Rose have bought the 
hardware and implement stock of B. Mix. 


BROWNS VALLEY, MINN.—A hardware store has been 
opened by John M. Henry. His stock will comprise the fol- 
lowing, on which catalogs are requested: Automobile acces- 
sories, baseball goods, belting and packing, bicycles, buggy 
whips, builders’ hardware, building paper, children’s vehicles, 
churns, cream separators, crockery and glassware, cutlery, 
dairy supplies, dog collars, dynamite, electrical household 
specialties, fishing tackle, furniture department, galvanized 
and tin sheets, hammocks ahd tents, heating stoves, heavy 
hardware, home barbers’ supplies, iron beds, kitchen cabinets, 
kitchen housefurnishings, linoleum, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes and glass, poultry sup- 
plies, prepared roofing, pumps, ranges and cook stoves, re- 
frigerators, eoring machines, shelf hardware, silverware, 
sporting goods, tin shop, toys and games and washing 
machines. 


FISHER, MINN.—Christ and Anton Wallerbeck have 
onened a hardware and implement store under the name of 
Wallerbeck Bros. 


Hardware Age 


JANESVILLE, MINN.—F. B. Volz has engaged in busi- 
ness. His stock consists of a line of bicycles, builders’ hard- 
ware, building mare churns, cutlery, dog collars, dynamite, 
electrical household specialties, fishing tackle, furnaces, gal- 
vanized and tin sheets, heating stoves, heavy hardware 
lubricating oils, mechanics’ tools, oil cloth, paints, oils, var- 
nishes and glass, prepared roofing, ranges and cook stoves, 
refrigerators, shelf hardware, silverware, sporting goods and 
washing machines. Catalogs requested. 


JUDSON, MINN.—Goodell & Jones have dissolved partner- 
ship. Charles W. Goodell has bought the interest of David 
Jones. The firm will now be known as Goodell & Son, and re- 
quest catalogs on automobile accessories, belting and packing, 

uggy whips, cream separators, fishing tackle, galvanized 
and tin sheets, gasoline engines, harness, heavy farm imple- 
ments, lubricating oils, paints, oils, varnishes and glass, 
pumps and wagons, buggies, and washing machines. 


RAYVILLE, MO.—The stock of hardware of McGaugh 
Bros. has been sold to S. C. Carter. 


PLEVNA, MONT.—The Anderson Implement Company is 
urchaser of the stock of the J. Borgerding Company. Cata- 
ogs requested on automobile accessories, belting and packing, 

buggy whips, churns, cream separators, gasoline engines, 
heavy farm implements, lubricating oils and wagons, buggies 
and washing machines. 


ROCHESTER, N. Y.—The John T. Sage Company, Inc., 
111-113 Main Street West, has been incorporated to conduct 
a wholesale and retail business in hardware and hardware 
supplies, paints, etc. The incorporators are John T. Sage, 
Thomas J. Sexton and Charles L. Walch. 


KING’S MOUNTAIN, N. C.—The King’s Mountain Hard- 
ware eg 4 has been incorporated. The capital stock is 
$25,000 and the incorporators are W. F. Master, J. A. Ellis 
and Lee Herndon. The company’s stock will include baseball 
goods, belting and packing, bicycles, buggy whips, builders’ 
hardware, churns, cream separators, crockery and glassware, 
cutlery, dynamite, harness, heating stoves, heavy farm imple- 
ments, heavy hardware, lubricating oils, paints, oils, var- 
nishes and glass, prepared roofing, pumps, ranges and cook 
stoves, refrigerators, shelf hardware, sporting goods, wagons, 
buggies and washing machines. 


BERLIN, N. D.—R. G. Dripps has sold out to A. G. Krans. 


CARRINGTON, N. D.—The A. J. Smith hardware and fur- 
niture business has been incorporated with a capital stock of 
$25,000. Hans Hagen has been admitted as a member of the 
firm. <A. J. Smith will be president; M. Smith, vice-president, 
and Hans Hagen, secretary. The firm name will be changed 
to A. J. Smith & Co. 


MINOT, N. D.—The Minot Hardware Company has opened 
a store at 139 South Main Street, where a complete stock of 
hardware, sporting goods, glass, paints and oils will be car- 
ried. Catalogs requested. 


ZAP, N. D.—Slowey & Field, dealing in implements, will 
erect a new building, and add a stock of automobiles. 


WELLINGTON, OHIO.—Hart A. Dickason, who recently 
sold his hardware business, has purchased the stock of W. E. 
Sampson & Co. The firm handles buggies, farm implements 
and dairy supplies, and will later add a line of automobiles. 
Hart A. Dickason & Co. will be the new name. 


GARBER, OKLA.—Kent & Carter have succeeded L. P. 
Messman. 


HASTINGS, OKLA.—The Stone Hardware Company has 
recently started in business, carrying a stock of automobile 
accessories, buggy whips, builders’ hardware, children’s vehi- 
cles, churns, cream separators, crockery and glassware, cut- 
lery, dairy supplies, dog collars, dynamite, electrical house- 
hold specialties, fishing tackle, galvanized and tin sheets, gas- 
oline engines, harness, heating stoves, heavy farm implements, 
heavy hardware, lubricating oils, mechanics’ tools, oil cloth, 
paints, oils, varnishes and glass, poultry supplies, pumps, 
ranges and cook stoves, refrigerators, shelf hardware, ilver- 
ware, wagons, buggies and washing machines. Catalogs re- 
quested on general hardware. 


PERRY, OKLA.—The stock of hardware and implements 
of J. A. Norman has been bought by the Plater Hardware 
Company. — 


MONTROSE, PA.—J. J. Ryan & Co. have improved the 
interior of their store by the addition of 30 ft. of floor space. 
A steel ceiling, —— show cases and electric lighting fixtures 


have been installed. 


VOLGA, S. D.— Leite Bros. have sold their stock to N. K. 
Leite. Catalogs requested on general hardware. 


PROVO, UTAH.—The Taylor Implement Company, 316 
West Center Street, has been organized with a capital of 
$10,000. T. S. Taylor is president; Elmer Holdaway, vice- 
president, and G. P. Parker, secretary and treasurer. 


BARRE, VT.—E. A. Prindle & Co. have recently moved to 
200 North Main Street. 


ABBOTSFORD, WIS.—Frederick L. Parish and Lyman 
te ina have started in business, and request catalogs on 
ardware. 


LAKE GENEVA, WIS.—F. S. Moore has sold a third inter- 
est in his hardware store to Andrew Malsch. Mr. Moore has 
n 44 years in business. 


LIME RIDGE, WIS.—Frye Bros. have bought the hard- 
ware stocks of Reinie & Son and Coply & Schluter. 


RICE LAKE, WIS.—tThe interest of John Crisler in Crisler 
& Co., has been purchased by M. Starks, who will continue 
the business under the name of the L. Starks Company. 


RHINELANDER, WIS.—The T. C. Wood Hardware Com- 
pany has increased its capital stock from $25,000 to $50,000. 

SHARON, WIS.—H. O. Robb, who about three years ago 
sold his interest in the hardware store of Charles Goelzer, 
has re-purchased a half interest in it. Robb & Goelzer is the 
new firrg me Bes 
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The Attractive Dutch 


Order an assortment of Dutch 
Brand Products from your jobber 


TODAY. Write us if he cannot 


Sell Dutch Brand Specialties. 
supply you. 


T hey are the lowest-priced, item for 
item, of any on the market, and at 


no sacrifice of quality. 
Brand book will be sent on request. 


Van Cleef Bros. 
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The Flag 


Every Boat Needs a Holder 


More flags will be shown this year 
than ever before. This means more 
holders sold, 

The Dirigo Flagstaff Bracket Holder 
of galvanized iron has fewer parts than 
any other adjustable bracket. Simple, 
efficient and easily adjusted. 

The Five Socket Flag Holder finds a 
big use for decorative purposes. 

Send for our illustrated booklet show- 
ing over 1500 articles of marine hard- 
ware. 


THOS. LAUGHLIN CO. 
Portland, Me. 


cexuneE PPAHILADELPHI 


VANADIUM CRUCIBLE STEEL BLADES 
The Master Alloy and hardest Steel known 
Nearly a Half Century Doing ONE THING WELL 
ONLY MANUFACTURERS OF 
ALL STEEL Mowers ‘‘GRAHAM” and “A” 
ROLLER BEARING MOWERS STYLES 


“K” “INDEPENDENCE” “OVERBROOK” 

















LAWN 
MOWERS 
HAV E 











Case and Cage of 





(Far Superior to OLD STYLE Ball Bearings) Roller Bearings made 
The heavy demand, shortage of raw materials and present - ia. , 
PRICES make it advisable to place orders IMMEDIATELY. 
Styles styles hand and 6 styles horse mowers. i. li A 
“GRAHAM” and “A’? ALL STEEL. The name “PHILADELPHIA” cast on the wheels or side “Independence 
Practically Indestructible. plate of a Jawn mower is a guaranty of perfection. Overbrook 
The PHILADELPHIA LAWN MOWER CO. 
Bist and Chestnut Streets PHILADELPHIA, PA., U.S.A. 














Keep a Full Line of Capewell Nails | sez. 


world—not the cheapest regardless of quality. It does the work better and horse- 
shoers rely upon it. 











Consequently, annual sales in the United States far exceed the sales of other 
brands. Capewell stock can be turned for a profit oftener, the volume of sales is 
larger, orders repeat. Selling the Capewell product is by far the best paying proposi- 
tion for the Merchant. Thousands of Merchants have proved this. 


™ The Capewell Horse Nail Company 
oe | HARTFORD, CONN., U.S. A. 


LEADING HORSE NAIL MANUFACTURERS OF THE, WORLD 


head of each 
TU nag moron mark 
fo ed by lines cross- 
ing ena. other diagonally. 
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The Classified Directory appears in the first issue of each month 














A Disston, Henry, & Sons......... 47 
: Dixon, Joseph, Crucible Co......106 
Acme Steel Goods Co........... 42 
Alaska Freezer Co..........-4-. 37 E 
Allen Auto Specialty Co........ 104 Piste Woodenwate Mile: Ce... .. 37 
Allen, N. R., Sons Co.......-.. $6 eee Bes Lies dike Ka eesees 101 
American Electric Co........... 106 Wissel: Vie Cock cnckcccdsdc aves 36 
American Electrical Heater Co.. 38 wuss tidus -& Mch: Ce... 117 
American Screw Co....--+-+++-- 28 Energy Elevator Co............ 118 
American Shearer Mfg. Co...... 118 Enterprise Mfg. Co. of Pa....... 31 
American Sheet & Tin Plate Co. -208) pies Mills <...c0ccccececepess 43 
American Steel & Wire Co...... 113 ON Ee aE i 115 
American Wire Fabrics Co...... 33 
American Wringer Co.......... 111 F 
Armstrong Mfg. Co..........+..- 116] Federal Motor Truck Co........ 30 
Ashton Mfg. Co.......+-..+++-- Lidl Fermald Mfg. Co... .....csecces 35 
Athol Machine Co...........-..-. 110] Firestone Tire & Rubber Co..... 91 
Atkins, E. C., & Co., Imc........ + Fort Dearborn Mfg. Co......... 35 
Ailes Mabe, Ce. os vecccccvseceses 40 Friestedt Rim Contractor Co....102 
Awto Parte Mie. Co. ..cccccccecs 95 | G 
B Pine Rs Soc ben caisneue dies 122 
|General Asbestos & Rubber Co.. 93 
Baeder, Adamson & Co......... BOS Gillerd- Wood Co. oss sccccccns: 118 
Barnett, G. & H., Co....-..-.--- 42. Gilbert & Bennett Mfg. Co...... 112 
Bemis & Call Hdwe. Co......... 115] contde A EE OES owe oe 
Berger Bros. Co..........+. 107, 114| Grand Rapids Hdwe: Co........ 41 
Serger Mig. Co....--+++-++eeee 34 Grant Mfg. & Mach. Co......... 107 
Bicycle Step Ladder Co......... 111) Groenfield Tap & Die Corp...... 30 
Bigsby-Rotary Mfg. Co......... MOS Gilli Mile; Co. iii. oe se ses 102 
Bishop, George H., Co.......... 29 
eee oy ey eee 41 H 
Bowen Mfg. Co..........--+--. oOT ielh Meaiie Boos <<. ss ccsccas 119 
Bowser, F. S., & Co., Inc....... 103! Hammer & CO..........eceee- 110 
Bridgeport Brass Co............ 118 Haney, J. H., & Co.........2... 104 
Bridgeport Screw Co........... * Hassall, John, Inc...........4 ».119 
Brooks, M. S., & Sons........-. 129) Harrie, A. W., Oil Co... .cccses 106 
Brown & Sharpe Mfg. Co....... 6 Hayes Pump & Planter Co...... 35 
Buckeye Aluminum Co.......... 23 lle A Bic ac 39 
Barinks -Geest-Coe... i cvineds sevcuss 114 Sn a ie ee. ee rae 38 
Burnley Battery & Mfg. Co...... 115, Re I rs bcd wnt ates 116 
Butterfield & Co., Inc........... 42 SS ad ee ee ae 36 
Hotels Statler Co., Inc.......... 45 
c Hudson Navigation Co.......... 106 
Capewell Horse Nail Co........ 9g| Hunt, Helm, Ferris Co.......... 39 
Carborundum Co. ......--..-6+- 25| Hussey, C. G., & Co............ 117 
Caer: Be GO is hdbee ese se ceinan 108 I 
Champion Spark Plug Co........ 124 . 
Chigie- Stephene’ Ce. ..i.cssccc: 119 Ideal Power Lawn Mower Co.... 35 
a eS ee 119| imperial Bit & Snap Co......... 113 
Chicago Flexible Shaft Co....... - Tevlamd Steel Ce. .ccccccecccccs 27 
Chicago Spring Butt Co........ 43 International Silver Co......... 2 
eG a ae eee 36 Irving-Pitt Mfg. Co..........6.- 38 
Cleveland Foundry Co.......... 10 Irwin Auger Bit Co............ hes 
Cieciind Medi Protas Co.... @ a Re OO. ee eee 112 
OE EY eer eae a 5 Iwea, W. Ain Bilge. Cos. s ccenues 41 
Colonial Works, Inc............ 33 J 
Copeemne en Pee ee 5 Sends Mic Mas Beet ccc 112 
yea a Re eee ee 118 Senile Wile: Bic icing ck: 40 
Covert’s Saddlery Works........113 edie Cie oii ecces, 117 
D Jennings, Russell, Mfg. Co...... 116 
Darby, Edward, & Sons......... 113 K 
De Kalb Wagon Co............. 113| Keuffel & Esser Co............. 108 
Bees: BESe, CO. css ccnsccesses 116| Keys Piston Ring Co........... 101 
Delta File Works............... SEE NOE By. Gb ccikc cbibibweacese 22 
Se ere reer, ye re 32 
Detroit Show Case Co........... 38 L 
Rte, F,  Becikis ches wisevdtccw 121| Laughlin, Thos., Co............ 98 
Dieckmann, Ferdinand, Co...... 1i2i Lawson Mfg. Co.....ccsccccece 41 
Dietzgen, Eugene, 'Co........... 118) Locktite Patch Co. .....cccccceccs 116 











Fe Be eer re 37 
Ludlow-Saylor Wire Co......; 31, 33 
Ree: OD AOR, 6c cscadueddmese 115 
Luther Grinder Mfg. Co......... 44 
M 
McKinney Mfg. Co............. 107 
McKinnon Dash Co............. 116 
Michigan Wire Cloth Co........ 118 
Milbradt Mfg. Co.............. 111 
Milwaukee Corrugating Co....... 26 
meee: Bort CO. - 6 ccc s caces'ss 39 
es GE's dina vc bownewude 117 
i re or or 114 
Morse Twist Drill Co........... 44 
ae ee OE Se Serer ee 89 
Motor Car Supply Co........... 104 
Murphy, R., Sons Co........... 40 
oe A ee Per rey ee 26 
N 
POE S008 CO soa ok ccueweces 32 
POND GE Gs o Wawocceaseses 52 
PE SE Beata vo eck bchoeteehs 113 
New Era Optical Co............ 106 
New Jersey Wire Cloth Co......112 
New Standard Hdwe. Wks...... 111 
N. Y. Lubricating Oil Co........ 100 
New York Wire Cloth Co....... 11 
Jf ee ae 114, 117 
Niagara Falls Metal Stamping 
WOON. it tibiae ueveded 34, 118 
Nicaolson File Co...........+.. 16 
Norcross, C. S., & Sons.... 112 
North Bros. Mfg. Co............ 44 
North Wayne Tool Co.......... 34 
O 
TLS 5 ss ka tines dank baanea 104 
COE Bs INK ww Ko 00d occ cebu: 111 
Oliver Iron & Steel Co.......... 42 
SPE Bn tweet u's ede ees dation 115 
Opportunity Exchange ..... 120, 121 
Ognerma, GC. . 3. B Ces cc cvesivs 117 
Ort Be CO oc oss bet vbwkses 45 
O-So-Ezy Mop Co. .....cccccess 123 
P 
Page-Storms Drop Forge Co..... 116 
Parker Co., Charles............ 39 
Parker Supply Co.............. 110 
Parker Wire Goods Co.......... 119 
Peck, Stow & Wilcox Co........ 87 
Peerless Handcuff Co........... 118 
Pennsylvania Rubber Co........ 1 
Philadelphia Lawn Mower Co.... 98 
Pas: Te de heh Sade duce vauer 119 
Progressive Mfg. Co............ 29 
Ps Ee dc daiaeneke tens amies 119 
R 
a 8, 8 SS 8 er ere 115 
Richards-Wilcox Mfg. Co....... 85 
RE RE ree a 119 
Robertson, Arthur R............114 
Rock Island Mfg. Co........... 117 
Root-Heath Mfg. Co............ 40 
eee Fes AE OO 6 sk cccccesi 44 
‘Royal Iron Mfg. Co............ 37 
MUGe, He Tsp & COs cc cccccsecses 119 











S 
PR MM ian de ecuse sinned 34 
Samson Cordage Works......... 117 
NN Te Fs i hous os dees weds 14 
ee ee Gibiniweds dos sees 11 
pemeniet; mes We OR. Scie cweed 9 
Schwerdtle Stamp Co........... 119 
Shelby Spring Hinge Co.........102 
RD I ee ee ma pee 119 
Sherman, H. B., Mfg. Co....... 113 
Sigley, Wm. H., Mfg. Wks...... 119 
Smith & Egge Mfg. Co.......... 43 
Smith & Hemenway Co., Inc....114 
OEE. BOR n Ua a dee ces chéceuus 117 
Sommer, John, Faucet Co....... 118 
Sparks-Withington Co. ......... 106 
Standard Chain Co............. 33 
Stanley Rule & Level Co........ is” 
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The two objects of your business are to | 
sell and to satisfy. | | 


Both are attained by carrying 


MONOGRAM 


OILS and GREASES 
Quality Service 


Used and endorsed by more automobile manufac- 
turers than any other oil on the market. 


Send for the free Monogram Display Oil Chart 
showing the particular grades of Monogram Oils 
recommended by automobile manufacturers for their 
cars. 


New York Lubricating Oil Company 


116 Broad Street ~ - ~ New York City 





























The Circulation of Hardware 
Age is 17,000 copies weekly, a 
circulation which represents in 
one grouping the largest num- 
ber of intelligent, discriminat- 
ing, wide-awake hardware 
retailers, wholesalers and 
salesmen enjoyed by any pub- 
lication in the hardware field. 
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Guaranteed for 5 Years 


Your Jobber has Them 


Manufactured by 


ECLIPSE MANUFACTURING CO., Indianapolis, U.S.A. 
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You Save Your Customers 30% Gasoline! 


HE. average saving is from 30% to K-P Rings not only save 30% to 40% gasoline— 

¢ but increase power 25%—prevent scored cylinders— 
40%—for all makes of cars, varying decrease carbon deposit. 

‘ oe ‘ K-P Rings present a closed circumference—com- 

according to the condition of the equip- _ pression tight—at every point, when normal or 


expanded. Reg. U. S. Pat. Off. 


ment. The older the engine, the more 
worn the present equipment, the greater 
the saving can be made. But even on a 
brand new car the saving of gasoline is 


scarcely less than 30%. 
y PATENTED p-- 4-4 








- — 


Our attractive proposition to Dealers will cost you 
The only ones to whom we can not offer FOr so mfg ag 


this saving are the present users of K-P 


Piston Rings. We have already saved it Keys Piston Ring Co. 





for them! And their praise of K-P Rings 3064 Olive Street Pa Louis, Mo. 
, gee EASTERN DISTRIB 
is causing this side-locked and grooved, Findeisen & okropt Mfg. Co, of New York, Inc., 
. ° i roadway, New York. 
actually compression tight, K-P Ring to EASTERN JOBBERS 
° . Motor Car Equipment Co., 
displace all other rings as fast as we can New York, Boston, Newark, N. J. 
i Bright Ignition & bcs a Supply Co., 
make more kK-P Ss. Palinneiohion” a rovidence, R. I. 
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AT LAST 


























The Perfect 


Rim Tool! 


Just the 
Accessory that 
Dealers Have 


Longed for 





























The Shelby Garage Door Holders 





. - WHAT IT WILL DO—It will automatically catch the 
The Friestedt Rim Contracter So bons Sk Gechig’ amnitl Seteeeed ty cn clichl nail’ ae the mate’ 
It will al lock th 
opens, contracts and_ relocks the inte entering the ezlke on top of the door frame, 
a s 
Kelsey, Baker and Stanweld split plate, Six2x8/10. inches door plate ‘with locking ‘device, 
a * . ‘ a x814x2x inches ; , in. round x 33% in. long; strike, 
rims in lightning time. Tool oe ie ww chain No. 13, 36 inches long. All parts 
applied, operated and removed , ee ae cathe os ie anggendiagedbnag thse 
° ° ° ; ° °,e ION—aA child can operate it. All that is required 
with tire in upright position.  PRICE—-The retail peice, °$3.00 ho a will appeal to the 
Unquestionably the greatest mee na A of profit will surely interest you. 
automobile acc ry 1 . . 
Just what all saseoriets fecc “te — wee ofa. — 


looking for! 


FRICSTEDT ——— 


RIM CONTRACTER 


Sells Fast - Good Profit 


Works easily, instantly, 
automatically. Not a 
makeshift. A practical 
tool worth many times its 
modest price. Its use by 
woman motorists conclu- 





























sively proves its sim- “It “Is 
plicity, power and ef- 
fectiveness. Sold on oe mane 
“ in 
10 Days’ Free Trial Dose the 
Open” Way” 


Money back if not satisfied. Here’s a won- 
derful profit opportunity for you live dealers. 
Write today for an attractive proposition. 
This is a year-round money-maker! 


F riestedt 
Rim 


, Contracter 


Co. 


2942-2944 W. Lake St. 
Chicago - Ill. 














PATENTED 


GRIFFIN’S 
Garage Door Holder 


No. 1914 
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CLINCHER SPLIT RIMS 
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ABOVE CUT SHOWS HOLDER IN OPERATION 





THE GRIFFIN MAN’FG CO. 


37 W St. 
iioyes ERIE, PA. 17 E.tabe se 
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VERY automobilist, in fact, al- 
most every customer who 
comes into your store, can be 

sold a Kwiklife with profit to you 
and permanent satisfaction to your 
customer. 


Our sales helps, window displays, 
imprinted circulars, advertising cards, 
etc., provide constant co-operation. 





Catalogue on request. 


y/ , 
Wiklife 
THE QUALITY FLASHLIGHT 


DESIGNED wrth SKILL 
Ru'«T spy EXPERTS 


THE USONA MANUFACTURING CO., Inc. 


313 So. St. Clair St. One Hudson St. Wells Fargo Bldg. 
TOLEDO, O. NEW YORK CITY SAN FRANCISCO 


Sl 000000 


gun WASEZR noma 


That String of Autos 


that whiz by your store every week is worth stopping at your door, Mr. 
Merchant. 

Whether they carry tourists or the better people of your town, this 
trade is worth trying for—it’s worth your effort to stop them. Throw up 
the “stop” signal by installing the 





IANA 
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= BOWSER 


> ERIN TI 
F HTE F “Red Sentry” Gasolene Outfit 








ASOL 





at the edge of the sidewalk in front of your 
store. It will stop the autoist and give you 
the coveted chance to get the attention of 
Mrs. Autoist to your windows and goods. 
This is just what you want, isn’t it? Now, 
Mr. Merchant, is the time to act to get this 
business during 1916 auto season. 


Buy gasolene in any quantities you want, 
store it safely underground where it can’t 
evaporate or deteriorate, then pump any 


S. F. Bowser & Company, Inc., 


amount desired directly into your customers 
cars, quickly, accurately measured and fil- 
tered. 

The “Red Sentry’’ Equipment illustrated 
here is only one of many self-measuring 
pumps and storage systems we manufacture. 
We make outfits for handling kerosene, paint, 
lubricating and volatile oils of all kinds, and 
a request for descriptive matter and informa- 
tion concerning anything along this line 
won't obligate you in the least. 


Fort Wayne, Ind. 


Sales Offices in All Centers and Representatives Everywhere 


lL STORAGE AND HANDLING EQUIPMENT OF ALL KINDS 
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LIVE. | 
AUTOMOBILE NECESSITIES 
NEVER DIE 
peptone hier 
= ee <a Here are 
Some 


R O Ss E. 
Fan Belts 
Tire Pumps 


Grease Guns 


of ‘‘Quality 
and Merit’”’ 








Your Jobber 
will'supply 
you. If not 
Write us. 


J.H. HANEY & CO., Manufacturers 
HASTINGS, NEBR. 
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Ghe ALLEN 


TIRE CASE 


ELLING tire cases and air pressure gauges 

is just like everything else in your line— 

quality goods at fair prices always win— 
both for you and for your customer. 


The Allen Tire Case is the STANDARD be- 
cause it is—1. Made of highest quality enamel 
duck by men who “know how.” 2. Perfect fit- 
ting. 3. Has the patented watershed feature 
(making case absolutely waterproof). 


When in use the Allen Tire Case gives perfect 
protection to spare shoes—protects them from the 
deteriorating effects of sunlight, oil and water, 
and thus ensures greater mileage when the spare 
shoe 1s finally put in service. 





An air pressure gauge is a positive necessity to 
every motorist. You cannot “guess” the pounds 
pressure in the tube — you must KNOW. 
There’s just one sure, certain, safe way and that’s 
to use the handy, accurate, reliable Allen Ty- 
rometer. 

You can add an interesting, profitable accessory 
to your line by writing for our booklet and deal- 
ers’ price-list. 


There’s no time like the present—write to-day. 


The Allen Auto Specialty Co. 


Manufacturers 
2007 Michigan Ave. 
CHICAGO 


a -n 


1926 Broadway 
NEW YORK 











Automobile Accessories 


If you handle Auto 
Accessories, Motor- 
cycle and _ Bicycle 
Supplies and _ Bi- 
cycles, why not get in 
touch with a Whole- 
sale House that han- 
dles this line ex- 
clusively and place 
yourself in a position 
to serve your customers with 
anything they could possibly re- 
quire in this line? You should 
have our catalog as a reference. 
Write for it. It will mean big 
business to you. Our motto— 
“Tf it’s kin to an auto it’s related 


to us.” | | x 
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Motor Car Supply Co. 


1451-53-55 Michigan Ave., CHICAGO 








HORN and FAN Combined 





The 
Motor 
Driven 
Warning 
Signal 
for 


$5.00 


All the 22-horse 
power of your 
car motor be- 
hind it — re- 
move the pres- 
ent Ford fan 
and install the 
Fan-Horn in its place. Put on complete in a jiffy—no machining. 


Sells easily because different. Operated by simply pushing 
small lever eous response. Good, clean-cut sound. 


Oekes KRANKLOCK 


A Combination Starting Crank i pea Number 
Plate Holder and 

Made of pressed steel—black enameled. Fits over present bolts 
below radiator. Strong—negt—durable. Can be put on by car 
owner—no machining. Holds crank rigid 
and keeps it clean. Lock washers prevent 
number plate rattling. Makes car thief- 
proof. 
Furnished with Tumbler Lock and Two Keys 

for 


$1.00 with lock 
.50 without lock 


If your jobber cannot supply you write us 
direct. 


THE OAKES COMPANY 


Department 1-H Indianapolis, Ind. 


Manufacturers of Fans, Accessories, Stampings 
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No Lost Motion- 
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in Selling the 
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[SUCTION CLEANER] 
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Big, New Opportunity 
W 


for the Trade! 











Fills a Long-Felt Want— 
Profits Sure—Get Details 


This new accessory will sell—and sell— 


and sell! 


for everyone who handles it. 


“Deflex” is sure to make money 


It meets the 


big need in night. driving of automobiles. It 


retails for $7.50. 
ally advertised. A 


allowed to the trade. 


today, sure. 


“Deflex” will be nation- 


liberal discount is 
Write for terms 


Deflects Lights Full Force — 
Used on Present Lamps 


Many minds have been 
hunting for some way to 
do what “Deflex’”’ DOES. 
For, with “Deflex,”. the 


dangers of the blinding 


headlights are removed. 


Those other perils that 
come with “dimmed” lights 
are banished. With “Deflex,” 
every driver can now have 
full lights always. In any 
city—or any country road— 


all laws are complied with. 
As soon as men adopt “De- 


flex” night smash-ups will be 
few. Think of lights that 
never need be “dimmed”—yet 


never need be feared! 


“Deflex” consists of a set 
of four specially constructed 
hinges which fit your present 
lamp brackets and carry the 
lamps you have. “Deflex” is 











Lights 
Straight 
Ahead, 
Full 


Force 


Diflected, 
Full 
Force 


Just a 
Handle, 
Easy to 
Handle 





\ 
\ . 
A 


automatically operated by 
powerful, enclosed springs. 
The hinges can be attached to 
any standard lamp in a few 
minutes. 


From the brackets a cable 
runs under the hood and up 
your steering column. A gen- 
tle pull given a little lever at 
the steering wheel, deflects 
your headlights at will—leav- 
ing the light at full force. A 
button touched and the lamps 
spring back to _ horizontal. 
That’s all. 


The outfit is complete, 
ready to install. It is so con- 
structed that no moving parts 
can get out of order or rattle. 
Fits either left- or right-hand 
drive. 


“Deflex” is guaranteed to 
give satisfaction. The price 
complete, $7.50. 


Universal 
Auto Parts Co. 


227 East Russell Street 


Columbus, Qhio 


Sales Office: 
1251 Michigan Ave., Chicago 





. Now, right 
Dealers ® now, is your 
wonderful opportunity to sell 
‘“*Defiex.”” New, novel and 
necessary. “Within the Law”’ 
everywhere. Write today for 
terms, etc. 
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OPERATED BY HAND 
CREATES ITS OWN POWER 


After an exhaustive study of the cleaner 
market, we found that the ideal machine 
would be 

Not an electric machine 

Not a high-priced machine 

Not a heavy machine 

Not a complicated machine 
but a machine that generates its own 
power—has no operating expense—no 
motor to get out of order—no complicated 
mechanism. It should be one so light that 
it could be easily carried from room to 
room—so compact in design that it would 
go under and around furniture. This ideal 
machine would clean efficiently, quickly 
and easily. 


Such a Machine is the Vital 


Think what an opportunity this wonderful 
machine offers! Every home a prospect! 
Every machine fully guaranteed and built 
by a responsible company. A machine 
that gets all the dirt, dust and lint because 
it combines powerful, continuous suction 
with a revolving brush, and at a price— 
only $17.50—tthat places it within the 
reach of all. 


$1730 


Such a price is made possible by quantity 
production, modern methods, and sim- 
plicity of design. 

Vital Suction Cleaners are sold under a real 
co-operative sales plan based on the “Live 
and let live” policy. This plan is new and 
different just as the Vital itself is new and 
different. It accounts for the tremendous 
popularity of the Vital among dealers. 


Write for our sales plans, prices, etc., today. 





The Bigsby Rotary Mfg. Co. 


CLEVELAND, U. S. A. 
San Francisco, 428 Sutter St. Los Angeles, 721 S. Olive St. 
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Repeat Orders— 


HARDWARE AGE 


When customers come back for more—it 
pays. Automobile owners have a habit 


of re-ordering 


HARRIS 


TRADE Ol Th a < S OFF, 


ontihents 








because HARRIS OILS give absolute sat- 


isfaction. 


Why not have some of these repeat orders 


on your books? Why not win over th 


cream of the oil business? 


e 


Our oils sold in Bbls., Half Bbls., 10 Gal., 


5 Gal. and 1! Gal. Cans. 


**A Little Goes a Long Way and Every Drop Counts’’ 


A. W. HARRIS OIL COMPANY 


326 S. Water St., Providence, R. I. 


Branch: 143 No. Wabash Ave., Chicago, Ill. 











IN THE CORONA ROAD RACE 


Graphite Automobile 
Lubricants 


led the entire field, the four winners using them. 
Stock these excellent lubricants and they will lead 
your sales. Write for booklet and dealer’s proposi- 
tion No. 40-G. 


Made in Jersey City, N. J., by the 


Joseph Dixon Crucible Company 
Established in 1827 











Sharp Warning or— 






a Call 


Nia 
FIRST 


SOUNT 


SPARTON 


J Long, Far Reaching 


a cae WITHINGTON co. Jackson, Michigas 
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To the Heart of Leisureland 


where woods are cool, streams alluring, 
vacations ideal, between New York City 
(with Albany the gateway) and 


Lake George 

The Adirondacks 
Lake Champlain 
The North and West 


The logical route is “ The Luxurious Way ” 


Largest and most magnificent 
river steamships in the world 


DAILY SERVICE 


Send for free copy of Beautiful ‘‘ Searchlight Magazine ” 


HUDSON NAVIGATION COMPANY 
Pier 32 North River NEW YORK 





“THE SEARCHLIGHT ROUTE” 














Samson-Tiger is an 
easy horn to sell be- -~ 
cause it is the only 
shaft-driven hand horn 


on the market, and be- 
cause our ee tee 
me ge he is spent 
with the dealer in the 
form of profit-making 
smoaunte and ‘dealer 
elps. 





If jobber cannot 
supp you, write us to- 
day our liberal deal- 


ers’ discount and sample 


. _.. «Ghait-driven, Auto- 


American Electric Co. $ 
State and 64th Streets mobile, Hand Wor n 


CHICAGO 


_Menstecwers = List Price...cs.0009 2 








“New Era” Safety Goggles 


Sell at Sight for 50c 
Price to Dealers $2.50 per Dozen 
Liberal Discount to Jobbers 


Whojneeds them? More than half the men whoenter your 
store. They're used by Automobilists, Bicyclists, Motor- 
cyclists, Foundry- : 

, Railroad En- 
gineers and Fire- 
men, Threshers, 
Emery Grinders, 
Steel Workers, 
Motormen, Driv- 
ers and Stone 
Cutters. 












Do you want your 
share of this grow- 
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Conductor Pipe «« Gutter 


We are manufacturers of Conductor 
Pipe and Gutter in Steel, Ingot Iron, Long 
Terne and Copper, every length straight, 
well seamed and guaranteed true to gauge. 


We also make a specialty of the above 
in heavy gauges. Special sizes and styles 
to order. 

We are making new customers every day 
through the quality of our goods plus right 
prices and prompt shipments. 

If you have not already used our goods, 
send us a trial order and we will do the rest. 


BERGER BROS. CO. 


Manufacturers and Jobbers of 


Tin Plate, Sheet Iron, Sheet Copper, Sheet 
Zinc, Conductor Fasteners, Gutter Hangers, 
Roofers’ Supplies, Tinners’ Hardware, etc. 


Send for our General Catalog. 


IT’S FREE. 
Office: 229-231 Arch St. Store: 237 Arch St. 
Warerooms and Factory: 100 to 114 Bread St. 
PHILADELPHIA 














McKINNEY 
Garage 


HINGES 


These hinges were designed 
especially for use on garage 
doors. They are made of heavy 
wrought steel, equipped with 
special metal anti-friction wash- 
ers, and furnished in Japanned 
and Galvanized finishes. 





The best is none too good for 
the new car owner—sell him 
McKinney Garage Hinges. Order 


your stock now. 


McKinney Mfg. Co. 


Pittsburgh, Pa. 











“W & B” Diamond 


Machinists’ Small Tools 


Specified By Exacting 
Tool Users 







Carbon and High Speed Twist 
Drills and Reamers. 


“Hercules’ High Speed 
Drills. 


Screw and Drop Forged 
Wrenches. 


QUALITY 

MARKS 
FOR 

62 YEARS 


Chisels and Punches; Spring Cotters and 
Keys. 


No. 86 Machinists’ Supply Catalog on 
request. 


| > Gps 
are Guarantees of Quality 


PROT A Og VE OD PRnot nase tog LSM 





The Whitman & Barnes Mfg. Co. 


ESTABLISHED 1854 
General Offices: Akron, Ohio 


New York Store: 64 Reade Street. 
_ European Office: 149 Queen Victoria 
St., London, E. C. 


FACTORIES: 
Chicago, IIl. Akron, O. St. Catharines, Ont. 














CRUE Cone: 
Gratuit Netesioss eaiee-aien 


output and finish are required— 
never fail to give the service desired. 


A whole REGIMENT of 
GRANT NOISELESS RIV- 
ETERS can be in operation at 
the same time without the 
slightest Noise or Vibration. 


Other exclusive features :-— 
Will not mar surface in rivet- 
ing ; Spin highly polished rivet 
head; Rivet tight or loose; 
Riveting operation ONE 
SECOND. 


Send samples and let us show 
you what a GRANT RIV- 
ETER will do. 


The Grant Mfg. & 


Machine Company 
Station B-S Bridgeport, Conn. 
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-K & E Metallic and Linen Tapes 


are now provided with a feature that greatly simplifies the removal 
of worn tapes and the insertion of refills into the tape cases. This 
new method appeals especially to dealers because our metallic ( 
refills (with the special new loop, as illustrated) fit both our new 
cases and our old-style cases, which are not fitted with the new | 


Refill is shown in position, **Tongue.” 
securely fastened to = ve For full particulars, write for circular H 1348 } 
KEUFFEL & ESSER CO. 
NEW YORK, 127 Fulton Street General Office and Factories, HOBOKEN, &. J 
CHICAGO ST. LOUIS SAN FRANCISCO MONTREAL 
516-20 S. Dearborn St. 813 Locust St. 48-50 Second St. 5 Netre Dame St. W. 


DRAWING MATERIALS, MATHEMATICAL AND SURVEYING INSTRUMENTS, MEASURING TAPES 



































Cary S Un iversal Te aay | 


Box Strapping || The Ideal 
In Many Widths and Gauges : = : Roofing 


Be , aes ie ee Ideal because it pleases those 

Always Carried in Stock for Prompt Shipment os @ who buy it, use it and sell it. 
a. eyt §@60r Because it has_ successfully 

withstood all known chemical 





The only strapping on and physical tests. Because it 


the market guaran- o ‘4’ is first an iron of exceptional 
teed to run true to . “| ~=s purity, an honest iron, an iron 
width and gauge. It 5 “<4 that resists aves known ee 
: 5: rosive agent. e can supply 
is made from an extra Bee oe oe all standard styles and sizes of 
soft annealed steel of = <4 Galvanized or Painted Roof- 
great tensile strength, = sss) 8 ings. Send us your inquiries. 


and nails can be = <<-| Whitaker-Glessner Co 


driven thro’ it with aeoees oe: : <p 
greatest ease. Each Oe Gh a scammer ter ginteenee 
reel contains 300 feet ed Portsmouth, Ohio 
equipped with patent 
metal reel frame; 20 
reels packed in a case. 











We also manufacture Flat and Twisted Wire 
Box Straps, Box Corner Fasteners, Clasps, 
Seals, Corrugated Joint Fasteners, Hinges and 
Hasps, and Cary’s EVERLASTING FLEX- 
IBLE STEEL MATS. 


SEND FOR PRICES AND LITERATURE 


CARY MANUFACTURING CO. 


Manhattan Bridge Plaza BROOKLYN, N. Y. 

















SAND PAPER FLINT PAPER ¥ CLOTH 


IN REAMS AND ROLLS GARNET PAPER AND PAPER 


ii 
i 
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STANLEY JOINT FASTENERS 


FOR MAKING STRONG 
AND TIGHT JOINTS 
IN WOOD WORK 


PACKED TO MEET DEMANDS 
100 to box. 500 and 1000 to box. 
And in bulk 
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NEW BRITAIN CONN. U.S.A 
No. 8300, Plain Bdge No. 3315, Saw Edge New York Chicago 
Parallel Corrugations See page 83 Parallel Corrugations 100 Lafayette Street 73 E. Lake Street 
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Don't hide your stock. 
Put it out where the 
owners of Ford Cars can F h BR ry H 
see the special wrenches res ve our 


on this displ f 
n this display board. A Selling sandpaper is like selling any 


b , 
sais that is convenient, other staple: you want quick profits as 
a big sales booster and is well as big ones. 
easil 
y obtained. U. S. Sandpaper is unquestionably the 


Write us and we shall fastest-selling sandpaper made. 


We say “unquestionably’’ because we 
have the word of representative jobbers 
all over the country who handle ours and 
other brands as well. 


Ask your jobber what he thinks of 
U. S. Sandpaper. 


be pleased to tell you all 
about the No. 78 Board 
and other good sellers. 











NO. 78 SET 
STOCK ano DISPLAY BOARD 
SPECIAL WRENCHES FORD CAR 


CESTER| 


Waien United States Sandpaper Co. 


RENCHES | 


Williamsport, Pa. 






































Tubular Rivets and Bifurcated Rivet 


Packed in CARTONS, Assorted 
Lengths 50 and 100 Rivets to 


Box. 12 Boxes to Carton 


TIITITT 


| SLOTTED CLINCH AND TUBULAR RIVETS FOR MANUFACTURERS 


AUTOMATIC MACHINES FOR SETTING TUBULAR 
OUTSIDE PRONG AND SLOTTED CLINCH RIVETS 


| ' JUDSON L. THOMSON MFG. CO., Waltham, Mass. 
CARTON ASSORTED RIVETS Chicago Branch: 316 North Michigan Ave. 
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it Was in a Store , 


Leng te 






Get Acquainted with cepmpeanise } 
Sales Booster No. 5. Hammer 


No. 5 calls on Dealers who carry PARKER EXPAN- 


SION SHIELDS every two weeks. - 
It watches their stocks of Expansion Shields like a hawk. Clamps and Oilers 


Never allows them to run short of sizes that customers keep 



















asking for. 
One Dealer says: “It’s the most convenient way of keeping The Hammer Screw \ 
tab on my stock of Clamp built like an 


I-beam, solid, quick- 


ke adjusting. The Ham- 
BOL mer Iron Oiler—ex- 
tra strong, big mouth, 


**Can’t Turn in the Hole’’ seeeeeee spring 

that I’ve ever seen.” And that’s a fact. o _ 
Get No. 5 and its partners working for you by carrying the e also make Mal- 
PARKER line. Write to- day for our proposition, © ny te ‘hoe 
NEXT WEEK — Introducing Sales Booster No. 6. Torches, Hand and 


Hanging Lamps, and 
Malleabie Iron Cast- 


Parker Supply a oe! ag Ae 































































+ y-pi E. — all NEW YOR 
—, K HAMMER & CO. 
Branford, 
fp ~ Conn., 
Pat. July 1, 1913 U.S. A. 
an The Cups 
CUPS shown repre- 
sent only a 
a ee part of our 
Plain Leatiier Packed Short Pat. Marine line. 
BOWEN MFG. CO. 
AUBURN, N. Y. Write for full 
CATALOGUE ON APPLICATION 
information. 
Ask for 
Catalogue L. 





Don’t Overlook No. 161 


This ADJUSTABLE GRINDSTONE TRUER is not a big 
seller but a dependable one, and at a mighty good margin of profit. 





At practically no trouble or expense, it keeps grindstones in 
the best condition‘ with the absolutely true, even and gritty surface 
so essential for speedy, effective work. 


Prices and full particulars will be found in Catalog No. 31. 








ATHOL MACHINE CoO.,. Athol, Mass. 
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> CHERRY STONERS 


That not only assure you of more 
and better satisfied customers but 
also of a reputation of dea 

in the best obtainable. 


No. 75 NEW — 
STANDARD 


Has patented non- 
loosable Jaws. Jaws 
are self tightening, easily 
adjusted and positively re- 
tain set positions. Bearings 
machined accurately; se 
arator wheel runs perfect 
ae BS true. Steel table clamp 
IEEE screw. Stoner comes as- 
ace sembled. Tin Plated. 






NEW STANDARD 
HARDWARE WORKS 


Mount Joy, Penna, U.S.A. 


erees 
pent: 














JOIN THE ARMY brano'veaters 


We Supply the Ammunition 


e¥® ‘eX Enlist our help to 
; increase your 
wringer sales. We 
are prepared to 
let you have elec- 
trotypes, show 
cards and circulars 
with your imprint 
free of charge. 


The American 
Wringer Company 

) Dept. “G” 

New York City 














Guaranteed 
Not to Mar 
the Floor 


Acme Removal Felt Tips are made 
of long haired wool, compressed 
under hydraulic pressure. 


Consequently they wear indefinitely. 


Positive insulators against noise and the only tip guar- 
anteed not to mar the finest floor. 


Demonstrate with samples at our expense. 
For furniture of all kinds. 


THE SCHATZ MFG. CO., Poughkeepsie, N. Y. 


Agents: J. C. McCARTY & CO., 29 Murray Street, New Yor, 



















Double Dasher Beaters. 
Dover Egg Beaters. 


The latest and most im- 
proved types of egg 
beaters. A full variety of 
styles, sizes and prices, to 
meet every requirement. 


THE TAPLIN MFG. CO. 
New Britain, Conn. 
New York Office: 

143 Chambers Street 














The ODELL 
IMPROVED 


Automatic Electric 
Power Machine for 


Sharpening Safety 
Razor Blades 


No window display will draw 
customers and trade your way 
ual to an ODELL MA- 
INE, and no investment 
will pay half the returns. 


; Write for full Information 
THE ODELL MFG. CO., Fisher Bldg., Chicago 














Every Razor A Safe One 


The old naked razor is the best 
kind to use—if you want a “real” 
shave. Everybody knows that. And 
it’s why the Shavezy Razor Guard 
sells so readily. It makes every razor 
a safe one—it covers the blade to just 
the right degree. 


Retails at 50 cents—so sales come 
easy. Write at once. 


L.T. WEISS 


291 Taaffe Place Brooklyn, N. Y. 

















BICYCLE 
Step Ladders 


are made in 
many styles 
and to fit 
all kinds of 
shelving 
Send for catalog giv- 
ing full description 
and prices. 
The Bicycle Step 
Ladder Company 


62 West Randolph St. 
CHICAGO, ILL. 

















MILBRADT LADDERS 


will pay for themselves in 
a short time by enabling you 
to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as well 
as bring the appearance of 
your store up to date. 

Write for catalogue show- 
ing a large number of styles 
suitable for all kinds of 
shelving. 


Milbradt Mfg. Co. 


2419 N. 10th St. 
St. Louis, Mo. 
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@ ICE SCALES 


= ~~| he season is here for 
ice scales. We make 
them in all capacities. 











IVES PATENT 
| WINDOW STOP ADJUSTER 


Prevents Drafts, Dust and Window Rattling 











EAVY BED 






The enly stop adjuster made from one piece of metal with 


. ‘ selid ribs and heavy bed that will not cup or turn in tighten- 
Ask for particulars. It will pay you hid Gist 


Descriptive circular mailed on application 


The Jacobs Bros. Co., Inc. ‘THE H. B. IVES CO. 


78 Warren Street | NEW YORK CITY a ee ee a 



















































You Get the Biggest Ret 
gs Thats nvThird 
in all the desirable elements of Hose “ a 
Surin seen Toe tay EeEDOws” pov acta 
Made of a Special RUST-PROOF, aS 1700; mung 
composition metal, exceptionally . 
strong and durable, they hold the says the ; 
cow pew = Ae Ann ge 3 DISCRIMINATING DEALER selling 
éé 9? . 
conneetion. | They - aoe an ee NORCROSS’ Cultivator-hoes and Weeders 
ob doing Efficient work long after The Modern Tools that fill practically every need in Garden 
others are scrapped and forgotten. and Flowers. Three Sizes—suited to both men and women— 
ALL sizes for hose “ Oo. D. up inexpensive—fast sellers at good profits. 
to the largest Section Hose. Most UALITY—tThe very best. 
satisfactory on automobile hose_con- ealers—<A very small investment will determine possible 
nections. Made in Fort Plain, U. 8. sales—and nearly every jobber has the ‘‘Norcross’’ Line. 
. Used everywhere. Unequalled by Special Offer—If you have never handled ‘‘Norcross’’ tools, 
y.. write us for 16-page catalog with Dealers’ discount—and we 
ee Bagge Fag gg will am. yeu--ee charge—one of our MIDGET pag 
you e : ou ¢ er 
a. teak Woes ond Demten Gade — which you can judge the Quality and Finish of our o 
supplied. Write at once—naming your jobber. 
BUSHNELL, | 
WILLIAM YERDON C.S. Norcross & Sons tv"\u.s-x. | 
BOX 102 FORT PLAIN, N. Y. b 




















The Worcester Lawn Mower Co. 


Worcester, Mass. 


DON’T EXPERIMENT Have their NEW CATALOG 


Sell F. Dieckmann Elbows and Shoes—look for . qe 
the name stamped on every piece you order. It’s in COLORS ready for mailing. 


an emblem of quality. All angles, designs, gauges ‘ 
and materials. ad ens, gaug Ask for it. 






ey earn ee See eee = 


re 


THE FERDINAND 
DIECKMANN CO. 


Cincinnati 
Ohi 


ae 


es 


Set reree i ey 


SELLING AGENTS: 
J.C. McCarty & Company, 21 Murray St., New York 
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PEN-DAR LEAF RACKS 


Used on wheelbarrows with removable sides, for 
gathering leaves, cut grass and rubbish; capacity 10 
bushels, made of galvanized wire, bolted to a wooden 
base. Price, not including wheelbarrow, $4.00. 
Fe 
PORN OER KAY 































Y Fe AS 
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MANUFACTURED BY 
EDWARD DARBY & SONS CO., Inc. 
247 ARCH STREET PHILADELPHIA, PA. 








Stock Perfect Clinching 
Hose Menders 


= 





Stock them now! Early orders get biggest profits. 
Here is the Hose Mender that makes broken hose as 
good as new. Price—quality—everything in its favor. 
Write to-day for catalogue of hose accessories. 


L.R. NELSON . PEORIA, ILL. 


Exclusive Licensee Under Patents 





























Ask Your Jobber 


For Harness Snaps, Rope 
Snaps, Breast Chains, 
Horse and Cattle Ties, 
Halters, Wagon Jacks, 
Gate Hooks, etc. 


MADE BY 


Covert’s Saddlery Works 


INTERLAKEN, N. Y., U.S. A. 











TRave Mark 


Diamond Nozzle 


Rec. U. &. Pat. Orrice 


The BEST At ANY PRICE 
COSTS LESS Than Other Good Ones 








Patented 


Spray—Straight Stream—Shutoff, Wrought Brass— 
Not Cast Brass. The only nozzle with pilot to keep 
spray point central and prevent one-sided spray. 
Stronger, last longer, bigger volume of water. Sample 
sent postpaid on receipt of 25 cents. 


H. B. Sherman Mfg. Co., Battle Creek, Mich. 
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Made by THE UNION HORSE NAIL CO. 
1506-1522 W. 22d St., CHICAGO, ILL. 











DID YOU EVER SEE 


Wagner's KANT-SUK Calf 
and Cow Weaner? 


IT’S A WONDER 


A perfect humane and effec- 
tive device that sells the whole 
year round. 

The hinge construction of this 
article allows the calf and cow 
to graze in the same pasture, 
- effectually prevents sucking. 
t is easily applied. Once used 
always used. KANT-SUK Wean- 
ers have no equal. 

We make a complete line of 
Saddlery negating Hard- 

es. 





MANUFACTURED BY 


Imperial Bit & Snap Company, Racine, Wis. 
All the leading jobbers carry them in stock 

















R elevators, dredges, 

lum bering, mining, oil- 

well drilling, suspension 

bridges, stump-pulling, 

cranes, derricks, ships’ 

rigging and every other 
form of wire rope use. 


Ask for illustrated 
catalogue 





American Steel & Wire Company 
Chicago New York Cleveland Pittsburgh 
Worcester Denver 
Export Representative: U.S. Steel Products Co., New York 


Pacific Coast Representative: U.S. Steel Products Co. 
San Francisco Los Angeles Portland Sea 














De Kalb Business Wagons 


We build business wagons for ev class of and 
guarantee each one to be exactly as represen 
Ask for free catalog with full details. 


De Kalb Wagon Co., 103 Garden St., De Kalb, Ill. 
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Quick-Set Steel 
Drive Posts 





These are some of the 
reasons why the demand 
for these ts is grow- 
ing: Cost less than wood 
or concrete, guaran 
for 35 years, a few blows 
set them, adapted to any 
kind of wire fencing 
wire strung. easily and 
quickly. 


It will pay heme 
handle these pos They 
appeal to A ‘and all 

property owners. Send 
for our catalog. It is free. 


Buffalo Steel Co., Tonawanda, N. Y. 

















Perfect ' Clinching Hose Mender 


‘This is the mender which 
gives satisfaction to the user 
and fair profit to the dealer. 
Nothing else on the market is 
as good. . 


Menders are made in all 
common hose diameters 





Dealers are invited to ask for 
our Catalog, which also shows an excellent 
line of Hose Couplers and Lawn Sprinklers. 


STUBER & KUCK CO., Peoria, III. 


New York Office: 154 Chambers St., J. M. Sherwood, Mgr. 
San Francisco Office: Rialto Bidg., Wm. P. Horn, Mgr. 


























Genuine NEY Haying Tools 


STANDARD FOR FORTY YEARS 
THE COMPLETE LINE WRITE FOR CATALOGUE 


THE NEY MFG. CO. Canton, Ohio 








Townsend Gave to the World 
The Ball-Bearing Lawn Mower 





All other manufacturers now make Ball-Bear- 
ing Mowers for their best grade, but Town- 
send still leads in design, quality and finish. 


S. P. TOWNSEND & CO., Orange, N. J. 























Sd 


SNOW SHOE IRONS 


The illustration shows 
; our No. 2 Iron for slate 
roofs. We make a sim- 
ilar one for standing 
seam, corrugated and V 
crimp roofing. 

These are the most sub- 
stantial irons made. 
Write for prices and sam- 
ples, also our general 
Catalog. 


poetg for the 
ofer. 


BERGER BROS. CO. 
PHILADELPHIA 
Office: 229-231 Arch St.; Store: 2387 
Arch St. 





Warerooms and Factory: 
100 to 114 Broad St. 





idavtdldiedeaieadlinnsst-condsubiihienemthebeaimattennacttteeseatanscoascosetetea BOY aE BS 





MORTON’S CABLE 
SASH CHAINS 


Have in many instances withstood 25 years’ 
continuous service. They are the one best 
substitute for sash cord, as they can’t fray, 
stretch or rot, and are easiest to apply. 


Be sure your windows are equipped with 
MORTON’S CHAINS, as they mean a big 
reduction in this end of your maintenance 


expense. 
THOMAS MORTON 
245 Centre Street. New York, N. Y. 























More Profits For You and Better 
Work For The Mechanic 
These qualities are embodied in tools 
—_ through the efficiency attained 
y our thirty-odd years’ manufacturing 
experience. 


“RED DEVIL” TOOLS 


—tools scientifically designed for practical work, 
sey — come ye to the dealer because 
work more sy to the no Ty 


ae Fy Al Illustrated Net Trade Price 


SMITH & HEMBNWAY CoO., INC. 
98 Chambers st New York City. 










































| THE HAMMER 
; HOLDS 
y THE TACK 


ee 





ee Se ee 


Robertson Horse Shoe Magnet Hammers 


a high de line with a good profit to dealers and job- 
bers. Ectal talogues and discounts on request. 


Silver Medal (Highest Offered) Panama-Pacific Eaposition 
ARTHUR R. ROBERTSON, 144 Oliver St., Boston 
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COAL CHUTE 


GLASS OR SOLID DOOR 
THREE SIZES 


The “BEST” Coal Chute 
needs no introduction. Thou- 
sands are now in use, and 
many more will be needed for 
old as well as new buildings. 


~*~ BEI’ 





Cast Iron Frame and Steel Tube 


The “BEST” locks automati- 
cally in two positions—OPEN 
AND CLOSED. When open 
it stands vertically in front of 
the wall and protects the build- 
ing against careless coal men. 
‘A Let us tell you more about it. 


STERLING FOUNDRY CO. 


600 Wallace St. 
Sterling, Illinois 














Red-Hot Torches and 
Fire Pots Are 


They sell, stay sold and give satis- 
faction. The No. 54 Fire Pot will 
surely please you. Tank made of 
seamless drawn steel and will stand 
hard usage. Burner made of spe- 
cial generator metal producing a 
powerful blue flame. ill heat a 
pair of soldering coppers and melt 
a pot of metal at same time. Sold 
by leading jobbers at factory prices. 


Send for free Catalog. 


CO.. Newark, N.J., U.S.A. 





No. 54 Red-Hot Fire Pot 


ASHTON MFG. 











BLISS 
HAND 
SCREWS 


84 YEARS THE LEADER 





Also Manufacturers of 


CabInet-Makers’ Clamps. Foundry Flask 
Clamps. Bench Vises. Carvers’ Tool 
Handies. Auger Handles. Chalk Line Reels. 


Special Wood Turnings. Mallets. 


J. H. O’NEIL, Jr., Successor to 


R. BLISS M’F’G CO. Pawtucket, 











teens 








yay ib 
~*/ The Double Duty 


The “B. & C.” Combination 
Wrench is the strongest double duty 
wrench ever made. One side takes 
a firm grip on the pipe, the other 
gtips nuts in the reliable “B. & C.” 
way. It’s a good profit builder. 


Write for B. & C. details. 


Bemis & Call H’dwe 
& Tool Co. 


Springfield, Mass. 

















THE NEW 
POPULAR PRICED 






“BANNER” STEEL TAPE 


is rapidly taking its place with 
the other familiarly known 
LUFKIN Brands. It is an accu- 
rate, first quality, Steel Tape 
with Instantaneous Readings, Metal Lined Case, Push 
Button, etc. Sells at a price within reach of many 
users of Woven Tapes. 





res SAGINAW 
THE [UFKIN fpULe (Oo. MH 


On Sale Everywhere 
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How’s your file stock? If low, sort up 
on a few REX Files. 

You'll find REX Files mighty fast sellers, 
simply because they are mighty fast cutters. 
Good profit. Send for details. 


The Rex File & Saw Co. Newcomerstown, Ohio 




















“Solder with 
Paste—and 


Ask for Burnley” 


You can advise this to your 
; customers and know you are 
right. Try Burnley yourself. This free sample will 4 












show you emphatically that Burnley is far better 
on any kind of soldering than any other flux. 
Clear up this point today. Write. 


The 

Burnley Battery & Mfg. Co. above 
NORTH EAST, PA. Generous 
Western Electric Company Distributors Sample Is 


Yours Free. Write 








Phosphor Bronze Cored Bars 


You can procure cored bare of Eureka 
Bronze from us in any size without ad- 
ditional charge for patterns. 


Also solid bars of any diameter. This 
bronze has great resistance to wear and 
the least amount of friction. 


Write us for prices. 


The Eureka Company 


NORTH EAST ~ - PA. 
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Locktite Patch Co. 


DETROIT, MICHIGAN 




















For Strength and Permanency 


OTHING EQUALS 


SEBCO TOGGLE BOLTS 






GENUINE ARMSTRONG STOCKS AND DIES 










Threads PIPE, BOLTS, BRASS PIPE o 
a 
MALLEABLE IRON HINGED PIPE VISES *a<mx For making fastenings to 
5 SIZES 5oz53 hollow walls and ceilings 
m se note the stay washer 
PIPE CUTTERS sons which holds the toggle in 


position while attaching 
material, a feature found 
only in Sebco Toggle 
Bolts. 


HAND AND POWER PIPE MACHINES 
Manufactured by 
The Armstrong Mfg. Co. Write for Descriptive Circular Samples and Prices. 


290 Knowlton St. Bridgeport, Conn. ‘ 
STAR EXPANSION BOLT COMPANY 
We make prompt delivery | 147-149 Cedar St., New York 120 W. Lake St., Chicago 
































RUSSELL JENNINGS’ 


SOLID HEAD EXPANSIVE BIT 


Are you acquainted with the 

Delphos Non-Over-Flow Pump > eel 
Oil Cans? If not, introduce 
yourself to our catalog and be- Creeping of the bit cutter is absolutely pre- 
vented. Precise adjustment is remarkably 
easy. 

They are made with both SQUARE 

SHANK and PRECISION SHANK. 


Delphos Mfg. Co. The Russell Jennings Mfg. Co. 


Delphos Ohio CHESTER, CONN. 


Introduce Yourself 











come familiar with their fast- 


selling qualities. Write. 





























If it . paot —! The “Hustler”’ | 

you re : 
after, remember Ash Si fter 
that P-S Quality es. oe 


° the good coal to 
1S Guaran- use again. No dirt. 
No back breaking. 


te ed. Everything ot, 









Ask for nomical. That’s 
Booklet A what the “Hust- 
ler” does for your 
customer. Think 
what it will do for 
you! 


Hill Dryer Company 
316 Park Avenue 
Worcester, Mass. 













Page-Storms Drop Forge Co. 
CHICOPEE, MASS. 
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AND COTTON TWINES 
BOSTON 











HARDWARE AGE 










117 
ARS =~ Iron Fence and Gates 


Lawn Vases 
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Saw Sets, Hand Punches, 
Nail Pullers, Box Openers, 
Seal Presses, Bench Stops, 
Liquid Soap Dispensers. 


Chas. Morrill, Manufacturer 
102 Lafayette Street New Yor, 





ATLX 


REG. U. S, PAT. OFF. 














No Shortage of Metals 


We carry a stock of over 100 tons of Brass, Copper, Aluminum, 
German Silver, Phosphor Bronze, in rod, sheet, wire and tubing. 

Tons of Tool Steel in Carbon and High Speed, keysteel and 
shafting. Full line of Morse Drills, Brown & Sharpe and Star- 
rett Tools, Universal Hack Saw Blades, etc. 


Ellfeldt Hardware & Machinists’ Supply Company 
KANSAS CITY, MO. 








automobile owner. 
pipe jaws and anvil 


ROCK ISLAND MFG. CO. 





COMPLETE LINE OF 


241—Autovise 


ROCK ISLAND AUTOVISES 


Number 241 vise is swivel, weighin 
automobile and heavy repair work. 
but is stationary, weighing 32 lb., and is suitable for the individual 
These vises are a combination of vise jaws, 


SEND FOR NEW CATALOG Be ee yt AND MOST 


7 lb., and is adapted for 


o. 231 vise is same in design, 





Rock Island, Ill. 


231—Autovise 


MANUFACTURED 











PLIERS 
NIPPERS 


AND 


PUNCHES 


Send for Catalog 





ESTABLISHED 1826 


Round and Oval Punches 


OF SUPERIOR QUALITY 


C. S. Osborne & Cs. 
Newark, N. J. 












. AMERICAN 


Sickle Edge Hay Knife. The 
original sectional edge hay 
knife. Write for 
prices. They are in- 
teresting. 














Snell’s Star Bits bore quickly, leave a clean cut hole 
and satisfy every user. 

They sell best, because best known—over 120 years on 
the market. Guaranteed right in every way. 

The profit is big. Get our terms and catalogue. 


SNELL MFG. CO., Fiskdale, Mass. 


113 Chambers St. 


Selling Agents, JOHN H. GRAHAM @ CO. 
New York City 








c.. E. JENNINGS STEERS PATENT 
EXPANSIVE BIT 


Pat. April 1, 1884 
Pat. Dec. 19, 1903 
and A. B. Jennings’ 
Pat. March 1, 1910 


Cutter Cannot 
Slip 


See That Bevel on 
Cap and Cutter 








See Those 
Teeth! 
Cutter 
Cannot 
Creep 





Note Micrometer Screw, by means of which Cutter can 
be Instantly adjusted to a Thousandth part of an inch 


C.E. JENNINGS & CO., Sole Manufacturers 71-73 Murray St., N. Y. 
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Prompt Shi reso on Receipt 


of er 
Ferrules, Copper ; tH. ones Bottoms, ee ee oe —— 


rough Conductor rae. Os wn Orimped Shee 
=; Roll a, ik Mitres, 
a Copper ; 
Spikes, 


selling listed m, O0r write once. 
If Zour selling Copper and Brass = ee Mills 


C. S. HUSSEY co. ma 9 inane 





NT 
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A Liberal Profit for You 
[N DIETZGEN Measuring Tapes—a guaranteed product. Your 


customer buys satisfaction and will appreciate the practical ad- 


vantages of simplified-reading and top graduations. 
Catalog ‘‘H’’ and ‘‘How to Sell Tapes’’ mailed on request. 


on Frsceeo Eugene Dietzgen Co., Manufacturers Pimiore Prilsdelshia 

















NOTICE TO JOBBERS 


Every G-W ICE TOOL is warranted against imperfections 
in materials and workmanship and sold under Our 


nice, fa cence, CIRPORe- WOOD CO: 


Catalogs and Display Cards on Request Works: HUDSON, N. Y. 
WRITE FOR PRICES NEW YORE BOSTON CHICAGO 











TRADE CHECKS fiisco certers 
RAISED LETTERS 
Metal Trade Checks are coming more and more into use, and 
deservedly so, as they are the most convenient and sanitary de- 
vice known for the purpose. We make any denomination wanted, 
plain lettering or design. 
Samples and Price List 22-H on request 


NIAGARA FALLS METAL STAMPING WORKS, Hardware Specialties, Niagara Falis, N. Y., U. S. A. S.94 























ELEVATORS AND DUMBWAITERS| | PRIEST'S 
Made to be sold by the Hardware Trade. Clippers 
Can be placed in position by any carpen- The world’s standard ‘‘back- 
ter. o’-the-neck’’ shaver deserves 
Send for Catalog No. 24. your ‘serious, investigation es 
Write. 

ENERGY ELEVATOR CO. American Shearer Mfg. 

214-216-218 New St. Philadelphia, Pa. . Pie a4 at 


























‘ juin dy 


BEST BLOCK TIN KEY 
MAPLE WOOD BODY HIGHLY POLISHED 
NCTA. OTF AURIS be 


ONLY THE GENUINE ARE STAMPED IN TRE WOOD With 
: TRADE MARK MALTESE CROSS Gs Per cur) 


BEWARE OF IMMITATIONS 


. Ss. iD hs ene 
i Mt ~ 





saad | The Standard Line 
Brid B . 
ridgeport Bicycle Tele- of Meant Passe 


Ask for catalog illustrating and describing the complete line. 
Bridgeport Brass Company, Bridgeport, Connecticut 





SUCH AS FAUCETS SIMMLAR IN SHAPE WITH KEY 
q MADE OF LEAG,IRON,OR OTHER INFERIOR METALS, TINNED OR NICKELED. 














“ANSONIA” NAIL CLIP 10c. THE PEERLESS HANDCUFF 


Made by the makers of the “Gem” nail Clipper. Twelve 
in a box or 12 on a display card. Fast ten-cent sales. positively cannot become 





Big Profit locked in the pocket yet is 
ra sn ANSON \A co Write self locking on the culprit’s 
iinen_,=—n H. C. Cook Co. wrists. 


Ansonia, Conn. 


PEERLESS HANDCUFF CO., Springfield, Mass. 
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MICHIGAN WIRE CLOTH CO. 


ESTABLISHED 1864 


EVERYTHING IN WIRE CLOTH 


Pioneers in the manufacture of DOUBLE CRIMP WIRE CLOTH and WIRE SCREENING of 
every kind possible to weave, made of Steel, Iron. Brass, Copper, Bronze, Aluminum, German 
Silver, Pure Nickel, Galvanized, Tinned and Monel Metal Wire; also WIRE LATH, Etc. 
Also Drawers of Brass, Copper, Bronze, German Silver, Pure Nickel, Aluminum, 
Monel Metal Wire, Etc. 


517 HOWARD STREET, DETROIT, MICH. Write for Catalogue No. 25. 


























APOLLO-KEYSTONE Copper Steel Galvanized Sheets omateteen 

Demand this materia} eaclusivel FOR CULVERTS, head | my TANKS, ROOFING, SIDING, and all forms of Sy mt. sheet metal 

Bie aienest - qualit bility and rust-resistan We also manufacture APOLLO Corrugated and Form Products, K E i 
= Black Sheets of every ‘ieooste siptien. Electrical Sheets, “Special Sheets, Bright Tin Plates, Keystone Copper Steel Roofing Tin, Etc. Comer and f 
! AMERICAN SHEET AND TIN PLATE COMPANY, Genéral Offices: | Frick Building, Ptebaren, Pa. . i 
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BROOKS Parker Wire Goods Company 


WIRE GOODS 


Bright Iron and Brass. ia! 
Wire Goods Made to rder 


M. S. BROOKS & SONS 
CHESTER, CONN. 


eee eto at tn enme | | TACKS Sx" NAILS s BOLTS 


storage tanks, etc., without bubbling, si- 








Manufacturers of 


General! and Special Wire Hardware, 
Wire Goods and Stampings 


WORCESTER MASSACHUSETTS 
































phoning or slobbering the ‘liquid. Cobblers’ Nails, Bed Screws, Glazier Points 
These — = be — in — ant atten 
: : openings an ave the same free 8 new ll t logue, mos enient 
Airywli \* WeAir action. A sample funnel for your Jobber’s sortie ae oe . neem = 
. name and abe. prepaid. comprehensive, 
Air ES We Air THE WM. H. SIGLEY MFG. WORKS SHELTON CO. (Estab. 1836) 
‘ SHELTON, CONN. New York, 96 Warren St. 


Sylvan Grove, Kansas 

















WAGNER Door flanger 


please your customers anu pay you 

the right profit. Acknowledged the 
best from ooey standpoint—convenit- 
ence, durability, ease of adjustment. 
Seif- -cleaning, bird-proof, trouble-proof. 
Write for 96 page catalog showing full 
line of Wagner Door Hangers, Coaster 
Wagons, Sleds and Hardware Specialties. 


WAGNER MFG. CO. 
Dept. D Cedar Falls, Iowa 


140 Years’ Continuous Business 









LARGEST ASSORTED STOCK IN THE WORLD 
Highest Grade Only 


JOB T. PUGH :: :: Phila., U. S. A. 



















The Zimmerman Porch Base STEVENS LINE LEVEL 


for mechanics, farm- 








Prevents Decay and Saves Expense Sm, BSseee., Se. 
All Sizes for Round and Square Posts cen oe A gre 
Pamphlet and Prices on Application and reliable. Write 

for further details. 
S. CHENEY & SON Frank B. Hall 
MANLIUS, | i - Newton Falls, Ohio 




















Perfection Grinders Steel Roller and Press Stamps 


Increase your sales with Star 
Vises, Perfection Grinders and Alphabets and Fig- 





Ford Accessories. Write for par- ures, Burning Brands, 
ticulars. Metal Checks. 

Star Specialty Mfg. Co. 

227 West Erie Street, Chicago THE SCHWERDTLE STAMP CO. 

New York Office: 37 Warren Street BRIDGEPORT, CONN. 
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ROPE 








—— . ae ome 6 
~ JOHN HASSALL. inc. 



























| ! . 
MANILA and SISAL = 2 | Q RIVETS. 
LATHYARN, HAY and HIDE = Biers a | 0 ESGUTCHEON PINS. Po 
ROPE, and SPE 3 ee = >> en 2 
. HUGG, & a y, - ee ee t 
{ BROOKLYN,NY 
wk NEWARK, OHIO e t 5 <= ron dm =) 0 ) 




















**VICTOR’’? BOLT CLIPPER 


Send for Catalog 





Send for new catalogue Ne. 10 
WILMINGTON, OHIO ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. 


C-s C0, iD 


Porter’s ‘‘New Easy” Bolt Clippers DRIVERS THE (HAPIN.GTEPHENS (f0., | 


All sizes. All parts ee ee + og Steel. 40 STYLES 
Big Sellers. Good profit. Write for prices ALL SIZES Pine Meadow, Conn., U. S. A. 
HoH. K. PORTER iontiees Mass. 
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Help Wanted and 
Business Opportunity 


Experienced Help 





in specialized lines of business is always hard to secure. The best way 
| to get it is to advertise in publications that these men read. ° In the hard- Advertisements 2c. per 
. ware trade, it is HARDWARE AGE. Try it for any kind of hardware word—$1.00 minimum 
! help. Distance is no disadvantage to these classified columns. Here rate. 
| the East meets the West and the North the South, and Uncle Sam is a s 
speedy and willing servant. Situations Wanted 
There is a good place waiting for a good man, and our assistance in 2c. per word—50c. min- 
bringing the two together is part of the service for which you pay. een tg 


Note: In answering ads do not send original letters of reference— 


send a copy, it does just as well. Display rates on request 











Help Wanted Situations Wanted (Business Opportunities 


Original letters of reference should} SITUATION WANTED with Manufacturers’ agent covering ter- FOR SALE — Squaring shears, 
not be enclosed with replies to| manufacturer to represent them in| ritory through Indiana and_ Illinois} been used only short time. Peck, 
advertisements appearing im these| Chicago and northern Illinois; have] wishes to add another line in hard-|Stow, Wilcox No. 136, 38 in. cut. 
columns, as they are frequently mas-| had fifteen years’ selling experience.| ware or sporting goods. Address|List $85. What will you_bid for 
laid and lost. “A copy of the refer-| Am well posted on general hardware.| “S. B.,” care Harpware Ace, Newjthis machine? Johnston Hardware 
ence will serve the purpose. Address “N. R.,” care Harpware| York. & Iron Co., Newburgh, N. Y. 


Situations Wanted 





———— 











AcE, New York. 
GARDEN HOSE SALESMAN 
WANTED—A-1 salesman acquainted 





HARDWARE SALESMAN, sev- 
eral years’ experience handling metal 


FOR SALE—A _ controlling  in- 


pie ie ae. sen De ot eee wees. 60> 


with hardware trade to sell complete|/;~ you WANT A POSITION 
$i 


line garden hose on strictly commis-| WHY DON’T YOU SAY SO and buildin 


for Newark, 


\e) 


agettnten, desires line| terest in an old established and pros- 
. Jj., and_ vicinity.) perous hardware and plumbing busi- 











sion basis. Advise territory you now] THE THOUSANDS OF EXEC-|1; : ca : . 
cover and give references. Address} UTIVES THROUGHOUT THE pete A hacry Som Yy ae care a oes. a A atonal 
Thermoid Rubber Company, Tren-)/ HARDWARE TRADE WHO : opportunity for experienced hard- 
vento READ THIS PAGE? : _| ware man with about $25,000 capital. 
SALESMAN, commercial engi-| Good reasons for selling. Will stand 

neer, five years’ successful experi-|jnvestigation. Address “P. W.,”’ 


sentpamaiiena ise Con = ane MANUFACTURERS’ AGENT,/ ence, technical graduate, a student! care Harpware Ace, New York. 
. THAT YOU CAN USE ToO| Cling on the hardware jobbers and| of economics and modern business 
OBTAIN A POSITION: BUT dealers, desires an additional account| methods, would like to place his 
iF YOU WANT TO GO AFTER| (°F 2!l_ or part of New England. Ad-| services with concern appreciating 
iT IN A NATIONAL WAY dress “P. R.,” care Harpware AGE,/ the habits of intelligent thought,; FOR SALE, at an attractive fig- 
USE THIS SECTION—IT MAY New York. constant study and hard work. Ad-| ure, established stove manufacturing 
COST YOU A “LOWER” IN A dress “S. G.,” care Harpware AGz,| business located in northern Ohio. 
BUT IT WILL| RETAIL MANAGER—I can show New York. Complete advertised trade-mark line, 
GIVE You od ~~ — aanteee mer- — coal ne. ee Buildings ered 
as ’ i i stri up- . 
ene ee ee eee Seone Ross ‘ke pageant omg EXPERIENCED TRAVELING | for deutle light and power, with 
years’ successful experience. My SALESMAN calling on the hard-|Standard Sprinkler System through- 


ne f ware trade desires additional account] out. Large main building and ma- 
ME A HIGH GRADE) rererences and the reatet a, en for all or part of New England. Ad-jchinery practically new. | Complete 














SALESMAN who has sold STOVES, | being willing to make a change will ; ; : 
. convince you that my services as| dress “S. M.,” care Harpware AGE,| foundry and manufacturing equip- 
FURNITURE OR HARDWARE manager will prove a profitable in-| New York. ment. Splendid shipping facilities. 


SPECIALS to jobbing and retai 
En-| vestment for a ,progressive store. 


care HARDWARE 


Owners will sell at a bargain. Ad- 
care HARDWARE AGE, 





trade for eight years or more. 

tire time required—no side lines.| Address “R. B., 
nly_ first-class recommendations Ace, New Yor 

goneidered. q) magortaaity for See vO 

<class man. ubmit complete infor- UNG MAN, 24, single, at pres- ; . benolne tinal 

mation with application. Address| ent store clerk in one of the largest es spine 4 7 gy ot wor pag me : 

“R. D.,” care Harpware Ace, New| hardware houses in Buffalo, seeks “Wwe 


dress “‘R. G.,” 
POSITION WITH MANUFAC-|New York. 
TURER as salesman, calling on the 
wholesale hardware trade. Eleven 








THE MAN WE 
IT’S THE SAME 





“4a ip _) CP ot ots eee 


wa. oO 7 } 




















ton, Tex., representing one of the m4 am 43 


York. connection with live firm. Would 1 hard facturers. C 
consider small store. Speaks German. a ret mw Sram oo vache pom OLD BUT NEVERTHELESS 
rr 4. y references. Age 
SOUTH MIDDLE Weer TARR] Mees, Gore” Cae Hampwanel 38. Address “R. T.,” care Haspwart| FOLD TOUS WEEK IN AND 
C ¢ ve cS meen Acs, New York. WEEK OUT. YOU’LL FIND 


PACIFIC COAST. Only those who 
have had experience in hardware and 
cutlery in selling jobbing and large 
retail trade need apply. Address 
“P. T. American and Foreign,” care 
HARDWARE AGeE, New York. 


MANUFACTURER OF HARD. 
WARE SPECIALTY desires to get 
in touch with salesmen calling on 
the hardware trade to handle goods 
on commission basis. Advise us 
what territory you cover and refer- 
ences. Address “R. S.,” care Harp- 
WARE Ace, New York. 


WANTED — Several high grade 
salesmen calling on Hardware ‘Dros 
and Jewelry stores to sell a 








ine of 











WANTED—Position with a FU- 
TURE by an ambitious young man, 
24, single. Seven years as sole man- 
ager and buyer in $40,000 store of 
light and shelf hardware. Specialized 
in store display, management and 
buying. These lines or advertising, 
sale, assistant or department manag- 
ing desired. Confidential. Address 
ri geal care Harpware Ace, New 

ork, 





BOOKKEEPER—Young man, 26, 
desires connection with growing hard- 
ware or implement concern. Four 
years’ experience as bookkeeper and 
office manager with large wholesale- 
retail hardware concern, would con- 











Business Opportunities 





in every secti 
States. Addres 
HARDWARE AGE, 


IF YOU ARE DESIROUS of 
buying, selling or exchanging a stock 
of hardware we can 
service to you on account of our 
intimate knowledge of these matters 
United 


be of 


on of the 
or. Ww. Be” 
New York. 


great 


care 





sent in New 


EASTERN JOBBING AND DIS- 
TRIBUTING HOUSE, 
sales organization, desires to repre- 
England a few more 


with 


live 








THIS SEC- 
TION IS THE EASIEST AND 
CHEAPEST METHOD TO GET 
COMPETENT MEN. 





Manufacturers of  ffiles, lathe 
tools, drill taps, edge tools, hammers, 
pliers or high grade mechanics’ tools 
are offered the opportunity of mak- 
ing arrangements with a Chicago 
selling agency for representation in 
this territory. e are prepared to 
carry stock if mecessary—also ac- 
counts if required. If you are not 
represented now in this market, or 
if you are dissatisfied with your 
present arrangements, address Box 








manicure goods on commission. Give|*$ he ; . 
experience, lines handled and terri- sider position as sales manager also. manufacturers of hardware and/251-A, care Harpware Ace, Otis 
tory covered. Exclusive territory Ambitious, honest, Al reference as! specialties. Address ‘C. R.,” care] Bidg., Chicago. 
given to those who can make good. to character and ability. Address ARDWARE AGE, New York. 
Address “R. W.,” care HARDWARE R. X.,” care Harpware Acz, New 
Ace, New York. York. 
—]|THERE SEEMS TO BE AN|_ FOR SALE—An $8,000 stock of 
WANTED—Young, ambitious man] MANUFACTURERS OF HARD-| UNUSUAL DEMAND FOR{Shelf hardware in Oshkosh, Wis., 
who can positively figure hardware} WARE and Hardware Specialties,| HIGH GRADE MEN RIGHT/2 city of 30,000 inhabitants located 
discounts accurately; $8 to begin| Cutlery, Mechanics’ Tools, Mechan-] NOW—WHAT KIND OF Njin the heart of the Fox River Val- 
with. good future for the|ical Rubber Goods and Household| OPPORTUNITY AR YOu/|ley and surrounded by the best 
Egat man, but we must be shown.|and Kitchen Necessities, wanting first} AFT ? WE COMMEND)| farming lands in the State. The 
“*S. C.,” care Harpware Ace, New|class representation to large retaill THIS SECTION FROM “PAST|stock is for sale on account of the 
York. trade and jobbers in Indiana, Ohio] PERFORMANCES.” sickness of the owner. Address 
and Kentucky by an _ experienced, Morley-Murphy Hdwe. Co., Green 
WANTED—By large manufac- miccesstel encapenes with good record Bay, Wis. 
turer of a staple electrical line, which| and references and large acquaint- per ’ : : 
is handled by every electrical hard-jance mi following, samey or com- Blhcos Wincioer end biamuneatia 
; Missio i a £3 aR . ; 
Tanifed repre ee Seats Store| TT aRDWARE AcE New York. “2"*| Open to represent one more first} FOR SALE—Stock of Hardware, 


dignified representation in the South- 
ern, Southwestern, Middle West and 
Far Western territories. Experi- 
enced salesman anxious to handle a 
standard quality line at a liberal com- 
mission will find this proposition 
worth investigating.. Correspondence 








HERE IS THE PLACE FOR 
YOUR MESSAGE, FOR IT 


BY EXECUTIVES—THE MEN 





Address “C. B 


Western Canada. 
first class line will be undertaken. 
. E ieee HARb- 
WILL BE SEEN AND READ es AcE, 1507 Otis Bldg., Chicago, 


class factory line in Minnesota and 
Only absolutely 





stoves, paints, oils and plows. Nice 
new, clean, up-to-date stock and fix- 
tures, will invoice about seven thou- 
sand dollars ($7,000), in good live 
town of 1200 inhabitants, which has 
four mines and two large factories, 
also good farming country. Cash 





strictly confidential Address “S.|\TO WHOM YOU MUST SELL ‘ 
E.,” care Harpware Ace, New York.; YOUR SERVICES. FOR SALE—Stock of hardware, lg Ww. vo Baughman, Mounds- 
. stoves, paints and oils, will invoice 
SALESMAN AND __ SALES. about $10,000. Nice new clean stock 
WOMEN to sell in your city and} YOUNG (live wire) SALESMAN] and fixtures. In good town in best 
vicinity the lowest priced, finest made| for manufacturer or sales agent. Just| agricultural community in N. W.| FOR SALE—About 75 gallons 
‘Combination Vacuum Sweeper; ready| back from Northwest. . Experienced| Ohio. One other store in town.| Acme paint, assorted colors and size 


seller, big profits, weight 1114 Ib. 
nly vacuum sweeper that runs as 
easily as any carpet sweeper. Guar- 


road, city and retail selling. Knows 
retailer’s viewpoint. Plugger; digs 
up new markets. Up to the minute 





Paved streets, electric lights, water 
works and good schools and churches. 
Must be cash or good security. Good 


cans. Absolutely new stock; $1.60 
base; 100 doz. brass screws, assorted 
sizes; screws in perfect condition but 





anteed. Write for particulars atj/on advertising and selling co-opera-| reasons gor selling. This proposition|many of box containers broken and 
once. H. Macferren, manufacturers’| tion. Used to producing results.| will bear thorough investigation and|soiled labels. Highest offer gets 
Address “S. F.,” care Harpware| will go quickly. ddress “R. F.,”|screws. People’s Hardware Co., 





i cee 1730 Broadway, Camden, 


Ace, New York. 


care 


ARDWARE AGE, New York. 


Inc., Fulton, N. Y 





TAArTIAme! | ane oto Ae 
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Business Opportunities 


MANUFACTURERS’ AGENT, 
with permanent salesroom, esta 
lished for 15 years amongst the 
wholesale and retail hardware, cut- 
lery and kindred trades in Chicago, 
wishes to take up the sale of one 
more strong, staple business build- 
ing line. No schemes or novelties 
wanted. Address “S. A.,” care 
HaArRDWaRE AGE, New York. 








J. Ss DEUSE 
Manufacturer of 
Auger, Gimle Countersink, Screw Driver Bits, 
Gimlets, untersinks, Reamers, Nail Sets, 
Punches, Ice Picks and Chisels. 





Write for Catalogue 
CHESTER, CONNECTICUT 








BANKRUPTCY SALE—At auc- 
tion at Court House, Kingston, N. 
Y., May 24, 1916, at 12 o'clock noon. 
Plumbers’ tools, pipe, fittings and 
large line of hardware. Inventor§ 
may be seen at office of Amos Van 
Etten, Referee in Bankruptcy, Kings- 
ton, N. Y. ., also law office of Milton 
O. Sores pe attorney for trustee, 
Kingston, N. Y. ane in city of New 
York at office of E. G. Long Co., 50 
Church St., on May 17 and 19 next, 
from 1 to 3 o’clock p.m. Terms, 25 
per cent cash, balance in ten days. 
George Washburn, Trustee of F. 
Wieber, bankrupt, Kingston, N. Y. 





FOR SALE —Well _ established 
hardware store located in suburban 
Jersey town near New York, 10,000 
inhabitants. Store well stocked, 
doing good business. Established 
twelve years. Good chance for prac- 
tical hardware man. Price $11,000. 
Terms 50 per cent cash, balance rea- 
sonable time. Can be thoroughly in- 
vestigated. Address “S. D.,”’ care 
Harpware Ace, New York. 





WANTED—To buy half interest 
in paying retail hardware store by 
experienced hardware man, 35 years 
of age; might consider whole stock if 
not too large. South preferred. Ad- 
dress “S. L.,” care HARDWARE AGE, 

Yew York. 





FOR SALE—A growing hardware 
and furniture business in a good 
Eastern Montana town, doing a 
$50,000 business. Stock $9,000; 
building $8,000; fixtures $3,000. No 
trade; will take part cash; terms on 
balance. This is a fine proposition 
and will bear inspection. Don’t an- 
swer unless you means business. Ad- 
dress “O. W.,”’ care HArpWareE AGE, 
New York. 





THE HIGH GRADE MA 
LOOKING FOR A POSITION 
OR FINDING IT ‘Ge amine 
TO GO HIGHER UP WHER 
HE IS, WISHING TO MAKE A 
CHANGE, WILL FIND THIS 
SECTION THE PLACE TO 
TELL HIS STORY. 





WANTED — FACTORY AGEN- 
CIES-—-Three live traveling men 
with established trade of years 
standing, bank and trade references, 
Southern California, will open agency 
in Los Angeles, August 1. Want 
lines of stoves, refrigerators, lawn 
mowers, garden. hose, wire and steel 
goods, tools and specialties. Trio East 
in June. W. H. Garver, General 
Delivery, Los Angeles. 





FOR SALE—The steck and fix- 
tures of Reae Paiste Hardware Co., 
Ocean City, N. J. Inventory $8, 000. 
Can be bought for $6,000. Small 
amount of cash required and liberal 
terms for balance. Best of reasons 
for selling. Apply ‘hee. C. Read, 
449 So. 6th, Camden, N. J. 





Hardware Age 
Book Department 


offers its services in selecting 
and supplying technical and in- 
dustrial books to our readers 


239 West 39th Street 
New York 























Aim High 


The fellow who aims the high- 
est hits the highest, if his gun is 
strong enough. He certainly won't 
hit any higher than he aims. 


It’s just about the same in hard- 
ware, if you aim for a big position, 
you will get one; if not, there's no 
use in praying that a big position 
will grow small enough for you. 


But let’s take your individual case. 
Isn't it about like this? You're plugging 
away with all your energy, trying to ad- 
vance yourself in the estimation of the 
boss. He appreciates your work and 
ambition, and now and then he shows it, 
but a bigger position doesn’t seem to be 
even in the distance. It is simply because 
all the big positions in your firm are 
already filled by capable men. 


Get after a real job. What if it is away 
from home? Show your mettle by mak- 
ing good in a new community. Now 
listen! Here's the tip. The Opportunity 
Exchange of HARDWARE ACE is the 
great market place for hardware men. 
Read it and you may find just the posi- 
tion you want. If not, an ad. of your own 
costs only fifty cents, with two more for 
each word over twenty-five. Don’t be 
afraid to aim high,—to “Hitch your wagon 
to a star.” You'll find the Opportunity 
Exchange makes mighty good harness. 


























Yes—working— 
is your window 
paying an actual 
dollars - and - cents 
profit ? 


If your displayed 
merchandise isn’t 
moving as. fast as 
it ought to, change 
the display. Show 
an assortment of 
Delta Files this 
time. Use Delta 
fixtures and show 
cards. Invite pass- 
ersby to come in 
and look around. 


Then when you 
have them inside 
show them the 
Delta Files you 
have on hand. Tell 
them these are the 
only files from 3 to 
24 inches long made 
of Crucible Steel. 
That the files are 
guaranteed by us 
and by you _ to 
satisfy, absolutely! 
Distribute booklets 
and data sheets to 
everyone who ap- 
pears interested in 
what you have to 
say and show. 


Don’t say ‘too 
much trouble’ un- 
til you hear how 
much of the work, 
worry and expense 
we assume our- 
selves. Write your 
jobber — or us—to- 
day. 


The Delta 
File Works 


Philadelphia, Pa. 
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Here Is the Hand Auto Horn 
You’ve Been Waiting For 


You can pay more than is asked for a Garford Hand Auto Horn, but you 
e cannot buy more dependable warning signal service no matter what you pay. 
The Garford Hand Auto Horn is standard equipment on a numberof the 
most popular makes of cars on the market—it should have been part of your 
equipment. The very name Garford means quality and service—the one warning signal that will 
inspire absolute confidence. Tone distinctly different from all others and raises above the ordinary 
traffic sounds, and carries long distance ahead in plenty of time to clear the road. 
The plunger placed at an angle of 45 degrees, responds with absolute certainty to the slight- 
est touch so that you can modulate the volume of tone to the megane | of your need. 
No gears or rachets to collect dirt andclog. No batteries, push buttons, wires, etc., to bother 
with. Handsomely finished in baked black enamel—but that’s not all—it’s always on the job. 
Priced within the reach of all—so why pay more—when 


The Garford Hand a ee 
Is Guaranteed For the Life of Your Car 
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The Garford Rexo Il 


Hammer Driven Auto Horn 
eloudest signal of its kind on the market. 
in desi Me ew electrical efficiency 

er gro absolutely true to diaphragm 
Meat elahtest’p t t 
pressure at any point assures 
rfect contact. Attached to steering wheel. 
rage battery or dry cells runs entire season 
without attention. Simple and easy to oper- 
ate. Handsomely finished with two coats of 
baked black enamel, with highly polished 
nickel bell. At its price, sold under our 
unlimited guarantee, it is undoubtedly the 
best Auto Horn buy of the 
season. ce, only.....+. eeeee * 
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Push button constructed th 


Garford Electric 


Motor Auto Horn 

Can be heard further than an object can 
be seen on a country road. Sound is not ob- 
jectionable to occupants of car horn 
throws it way ahead. Simple and easy to 
operate—signal positive, certain, dependable 
giving maximum warning service on mini- 
mum current consumption. Unusual acces- 
sibility enables owner without mechanical 
knowledge to keep it in perfect condition. 
Will not work loose nor willits brackets mar 


be mounted in several positions. 
in twocoats of baked black enamel 
i guarantee. 


thecar. Dry cells or storage ateey . we placed free 
nis 


satin finish. Unlimited 
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Garford Ford 
Type Speedometer 


Its absolute accuracy and permanence are 

uaranteed by its extremely simple speed in- 
dicating mechanism which is purely mechan- 
ical in action. Powerful action, hand moves 
over dial without a quiver. Reflection-proof 
dial easy toread. Hand — horizontal- 
ly to left indicates 10 miles an hour; 45 de- 
grees to left, 20 miles; vertically, 30 miles, 
etc. Sold under strongest guarantee ever 
made. Any defective ps i 
e size 36 





amel with nickel trimmings. 
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Also manufacturers of Garford Flush and Bracket Types Speedometer; 
Garford Dynamo Lighting System; Maxo II Electric Horn for Motor Cycles. 


Garford Auto Accessories Best Buy of the Season 2» 


See them at dealers’ or write for booklet 


Now is the time to getin line for your share of the auto accessory 
To Dealers: prosperity these thoroughbreds will produce for you. 


THE GARFORD MFG. CO., 
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The Perfect “37?” Polish 
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MILADI’S CAR 


While gasoline car makers were still striving for mechanical perfection, 
feminine influence had already called forth the best efforts of the coach 
builders in making and in finishing the bodies of the electric cars. 

And in the electric field the Detroit Electric has always borne a repu- 
tation for beauty and finish. 

That its maker$ selected O-So-Ezy Cedar Oil Polish as a part of the 
standard equipment for the Detroit Electric is a source of considerable 
pride on our part. 

It means they were thoroughly satisfied that O-So-Ezy is the best 
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PRICES AT RETAIL polish to use on a high finish and that it is absolutely free from ingredients 
O-SO-EZY CEDAR that might be injurious to that superb finish. 
OIL POLISH We feel free to remark that O-So-Ezy was subjected to tests that 


many polishes failed to pass before this decision was reached. 
O-So-Ezy Cedar Oil Polish is packed in tin cans which would not be 


Pint - - .50 
aan _ p 00 possible if it contained acid. It is easy to use as no cleaner is necessary. 
Half-Gall $1.50 Just wash the car and apply O-So-Ezy. 
alf-Gallon 3 
Gallon- - ‘$2.50 DEALERS 
a recs of a that a ya aang 
. : this year by Buick, Briscoe, evrolet, almers, 
An Unusually Liberal Dis- Detroiter, Grant, Hupmobile, Inter-State, Olds- 
count to Dealers mobile, Paige, Reo, Saxon, Scripps-Booth and 
Winton, in addition to the Detroit Electric, will 
carry O-So-Ezy as part of the regular equipment. 
—— d Gold Medal The Demand Has Been Created; Supply it—Write Your Jobber 
irst Prize an o eda 
O-SO-EZY PRODUCTS COMPANY 


Panama-Pacific Exposition 
264-268 Jefferson Avenue DETROIT, MICH. 


PHIL. B. BEKEART, 717 Market St., San Francisco, Cal. 
WESTERN REPRESENTATIVE 
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The Over-Seas Tribute 
to Champion Dependability 


Europe comes to America for many articles which Yankee ingenuity 
produces cheaply. . 


But when Europe pays America a quality tribute, she does so grudg- 
ingly, and only after indisputable proof of exceptional superiority. 


Yet leading European spark plug manufacturers buy Champion made 
porcelain insulators in large quantities for their quality plugs. 


And in addition to European importations of our porcelains, the dis- 
criminating European trade demands over six hundred thousand complete 
Champion Dependable Spark Plugs annually—more than two thousand 
every work day in the year. 


At home, four out of five of the cars built this year are 
being equipped with Champions. Ps 
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SO Gene Stars 


Sata he , 


No single indispensable item of motor car construction is 
so universally specified as exclusive equipment. 
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Hundreds of hardware dealers throughout the country are 
making their spark plugs stocks exclusively Champion. The 
demand for Champions is already enormous and is steadily a 
increasing. iy 


The Champion Guarantee 


Absolute satisfaction to the user, free repair, replacement 
or your money back. 
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Champion Spark P lug Co., 1510 Upton Ave., Toledo, Ohio 








